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lashington State Dealers Elect Officers— 
New officers of the Washington State Auto Dealers Assn., elected at the group's 


tion in Yakima, are, from left, 


Fred K. Eells, Seattle, mahager; Don Miller 


plet), Wenatchee, president; Harold Pingrey (Ford), Selah, executive committee- 
; Warren Simmons (Chevrolet), third vice-president, Olympia; Jglmer Halls (Ford), 


d, and V. |. 


Whitney (Chevrolet-Oldsmobile), 


Montesano, cretary-treasurer. 


Kauffman (Buick), Spokane, second vice-president, is not | pictured. 








-Millionth New Car Sold; 
Imports Reach 200,000 


EW-CAR registrations passed 
twin milestones Saturday (May 
when statisticians rang up 2,- 
000,000 for domestic autos and 200,- 
000 for imports. 

A-year ago, the two-millionth 
domestic auto was registered 
dune 14 and the 200,000th import 
was titled Aug. 7. 

In the current situation, the im- 

s have the best of everything— 
they have had over much of the 
it two years. 
” * 

EGISTRATIONS of imported 
autos are running at record 
levels and retailers are averaging 
prices that border on full list. And 
while imported-car inventories are 
at a record high, most dealers are 

crying for more merchandise. 

In the domestic field, the pic- 
ture is somewhat less rosy, The 
rate of sales, while ahead of last 
year, trails every other year of 
the last decade except 1952, when 
the two-millionth domestic unit 
Was registered June 22. 

Had it not been for a sales up- 
Swing which developed in March 
and which has carried through 
April and May, the current com- 
Parison would be even less favor- 


The inventory of unsold domes- 
tie cars, furthermore, is higher 
than it was a year ago at this time, 

ugh it falls short of the all- 
time highs reached in 1956 and in 
the worst recession months of 1958. 
| Profits for domestic-car dealers, 
preferable to the losses of 

are trailing other recent 


” 


QUE particularly interesting as- 
~ pect of this year’s sales mile- 
stone is that it trailed production 
of "7 two-millionth unit by 32 


* * 


year ago, the two-millionth 
tion followed the counter- 
assembly by only four days. 
of course, production 
lines were slowed down early in 
the year as it became apparent 
new-car sales had embarked 
On a rocky road. 
Over the last 10 years, the lag 
ween production and registra- 
of the two millionth unit has 
ged 18.1 days. 
It would appear that the industry 
going ahead at its present pro- 
ttion pace of 130,000 units weekly 
Order to build up as large a 
i kpile as possible in anticipation 
#8 steel strike this summer. 
“Andeed, it would appear that the 


only steel-strike question in the 

minds of auto executives is, “How 

long will it last?” 
* « 

ARLIEST date fog registration 

of the two-millionth new car 
was established in the| banner year 
of 1955, when Apr. 20 was the mile- 

stone day. Latest wag 1952, when 
the two-millionth unif lay unsold 
until June 22. 

For imports, of dourse, this 
year marks the earliest date for 
registration of the 206,000th unit. 
As noted above, in 1958 it came 
Aug. 7 and in 1957 the 200,000th 
import was registered Dec, 21. 


Registrations of impprts never | 
(Continued on Page 4, ee. 4) 





DETROIT, MAY 25, 1959 


By George E, Toles 
Staff Correspondent 
UFFALO.—A full-scale code of | 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


NADA Directors Weigh 


‘aa| Business-Standards Plan; 


he said. 
“We have been talking about a 


ethics for auto dealers “to fur-|@Uality-dealer program for years. 


ther build public confidence” 


wil] |Now is the time to spell it out in 


be considered next month by direc- | detail. But we can’t do it without 


tors of the organ- 
ization that rep- 
resents 25,000 of 
them. 
The plan to 
create a “quality 
dealer program” 
that would in- 
clude cooperation 
of manufacturers 
was made public 
for the first time 
last week by Carl 
E, Fribley, New Cari E. Fribley 
York State director of NADA and 
a@ past president of the group. 


Fribley, attending the annual | 
banquet of the Buffalo Automobile | 
Dealers Assn., said in an interview 
that the business-standards plan 
“would include the basic respon 
bility of the manufacturer and 
dealer in a quality-dealer progp4m.” 

If approved, he said, it 
be the first time such a program 
was part of the auto jndustry. 

The plan would incMide codes of 
ethical advertising, erchandising 
and service respongibilities of both 
the manufacturerg and the dealers. 

“If adopted NADA and the 
manufacturers/ it would be en- 
|forced in a ilar manner to the 
way the b 


| 





|the manufacturers.” 
* a 
1. plan, Fribley said, would 
follow the Federal price-labe 
ling act which went into effect 


troit, he 


onroney Nixes 


‘Penalty’ Revival 


KLAHOMA CITY.—U. S. Sena- 
tor Mike Monroney went on 
record last week in favor of anti- 
trust legislation permitting auto 


|manufacturers to pay dealers bo- 


nuses for sales inside their zones 
of influence. He told AvTomorTive 
News he would introduce such a 
bill in the Senate within 10 days. 
He dashed cold water on NADA 
plans for permissive legislation 
which could revive the system 


associations and the| whereby dealers were ere penalized for for 





By Martin L, Whi 
Staff Writer 
ITH Ford, Studeba 
Rambler all showing 
gains, U. S. auto manufacturers 
built an estimated 133,619 cars last 
week. That was a decline from the 
previous week’s 135,856 assemblies, 
but was well above the 86,589 cars 
turned out during the week ended 
May 24 a year ago. 
Commercial-car output contin- 
ued its steady climb during May, 


Top Cars 


New-car registrations for three 
months, plus seven states for 
April: a 

1959 
Pos. 
ae 


1958 
Pos. 
319,306— 1 
247,105— 2 


Make 
349,232 Chev. 
336,878 Ford 
: 92,472 Olds. 

90,048 Pontiac 

77,468 Plym. 

74,609 Rambler 

68,342 | al 716,409— 5 
129— 9 


38,444 
36,871 Moreursge ine 1 
32,336 Stude. 10,208—14 
29,539 Dodge 34,305— 8 
13,477 Chrysler 17,237—11 
12,260 Edsel 12,2938—13 
10,218 DeSoto 14,080—12 
8,073 Lincoln 8,847—15 
4,426 Imperial 4,753—16 
129,757 Misc. 68,963 
Total All Makes 
1,404,450 1,162,894 
Further details on Page 40. 


32,182—10 


Truck volume rose from the 
former high of 27,041 units the 
previous week and 17,903 truck as- 
semblies during the week ended 
May 24 last year. 

« a” ca 
IGHLIGHT of last week’s as- 
sembly operations was the pro- 
duction of the four millionth ’59 
model car on Monday. 

Building just about a quarter of 
that total was Ford division, which 
turned out its millionth 1959 model 
the preceding Friday (May 15). 


Last week’s output of an esti- 
mated 133,619 cars brought ’59 
model output to an estimated 
4,119,856 units, and puf the indus- 
try in a position to exceed as- 
semblies for the entire 1958 
model run this Thursday (May 
28). 

Continuing at its daily rate of 
26,000 assemblies, excluding Satur- 
days, the industry should run its 
’*59 model output total to an esti- 
mated 4,223,856 units by Thursday, 
or approximately 1,000 more units 
than were built during the entire 
’58 model run, when 4,222,765 cars 
were assembled. 

* of a 

INCOLN, Edsel and Pontiac all 

worked Saturday last week, in 
addition to Ford division and 
Rambler, but none was able to 
show output gains over the pre- 
vious week. 

Ford division, with eight of its 
field plants and its Thunderbird 
unit at Wixom, Mich., working 


six days, rolled out an estimated 
34,610 cars last week, compared 
with 34,331 assemblies a week 
earlier. 

Edsel, working six days at Louis- 
ville, saw its output decline from 
744 to 725 units, Lincoln, also on 
a six-day schedule at Wixom, slid 
from 522 to 500, and Mercury, work- 
ing only five days with an esti- 
mated 3,045 assemblies last week, 
held close to the 3,057 units of the 
previous week. 

* e * 
AMBLER and Studebaker were 
the only other makes to show 
output gains on a corporate basis. 

The former turned out an esti- 
mated 9,680 cars last week with 
a two-shift operation on Satur- 
day, and set an alltime high for 
Rambler assemblies. The former 
high of 9,441 assemblies was set 
during the week ended Apr, 18. 
Of the record-breaking 9,680 as- 
semblies last week, 2,130 were 
Americans. 

Studebaker climbed from 3,262 

(Continued on Page 51, Col, 3) 


| medical societies handle their ethi- | 
| cal standards,” 


ENGINEERING SECTION 
Starts on Page 23 


$9 Per Year, 35c Per Copy 


Monroney’sposition came as a 

NADA officers, who 

here with Oklahoma 

to honor the Senate Dem- 

marketing 

earings and authorship of the 
price labelling law. 

However, Monroney was reflect- 
ing closely the preferences of Okla- 
homa dealer leaders for “area sales 
and service responsibility” as op- 
posed to “territory security.” 

NADA directors had hoped that 
Monroney would offer a new Dill 
incorporating features of the old 
Potter bill, now reintroduced by 
Senator William Langer, The Pot- 
ter bill provided for return of sales 
penalties, rather than bonuses, 

* * * 
2 Big Three auto manufactur- 
ers have stated they would 
rather see dealers pay each other 
sales penalties than have to admin- 
ister a bonus payment program. 
Five percent has been mentioned as 
(Continued on Page 51, Col, 3) 


Import Owner 
‘Solid Citizen’ 


NADA Survey Spikes 
Long-Cherished Myths 


By William Ullman 
Washington Bureau Chief 
ASHINGTON.—The typical 
imported-car buyer is a 37- 
year-old male who heads a family 
with an annual income of better 
than $8,000 a year. Chances are 
he’s an executive or professional 
man. He uses his pint-sized car to 
get to and from work. 

These are a few findings of a 
newly published NADA survey of 
10,000 Americans who purchased 
foreign cars during 1956, 1957 and 
1958. The survey results explode 
a lot of myths that have been 
spun about the guy who owns 
an imported auto. 

One of the tall tales that topples 
is the one about the foreign-car 
owner being a sporty bachelor 
wearing a Hollywood-type scarf 
around his collar. Of 4,231 who re- 
plied to NADA’s question about 
family. status, about 77 percent 

were heads of households, and an- 
other 12 percent were members of 
households. Only 11 percent were 
single persons living away from 
their families. 

Another story that goes by the 
boards is the one about the foreign 
auto enthusiast being the neighbor- 
hood showoff who likes to gun his 

(Continued on Page 4, Col, 1) 


Inside Automotive News... 


Detroit’s rear-engine revolution? Page 23. 
NADA asks dealer-reserve tax relief, Page 6. 
Sales-views: Forum, Page 3; Editorial, Page 16. 
Price-fixing conviction, more indictments, Page 8. 
Sales Testing the ’59 Cadillac, Page 48. 
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What’s Doin 


AUTOMOTIVE NEWS, MAY 25, 1959 


in N. Y. Market... 


Profit Drags as Volume Rises 


By Ed Brown 
Staff Correspondent 
EW YORK.—High volume in 
this area, when compared to 
last year, has its salutary effect on 
dealers, but the low gross profit 
furrows dealer brows with worry. 

In almost every instance, deal- 
ers report volume is better than 
last year but that profits have 
not changed, (NADA, however, 
says profits of all U. S. dealers 
averaged 1.2 percent of sales in 
the first quarter, compared with 
a loss of 0.8 percent a year ago.) 

In the middle of the spring sell- 
ing season, the picture in New York 

City shapes up about like this: 
Ford dealers are happiest, Chevro- 
let dealers, while pleased, feel 
slightly let down at public reaction. 
Pontiac is booming along at about 
the clip Oldsmobile used to enjoy. 
Oldsmobile dealers are becoming 
disgruntled. Buick dealers, although 
failing to understand their poor 
showing, say they are noticing a 
slight surge which encourages 
them, 
* * * 

ADILLAC continues along its 

way, with model scarcities a 
problem in many areas. Mercury 
and Lincoln have been disappoint- 
ments to most dealers here this 
year, while Edsel appears to be 
gaining just a trifle, but the going 
is still difficult. 

Reaction among Chrysler-line 
dealers appears to be mixed, with 
some reporting good action. Most 
report that the increase over last 
year is not enough to offset their 
financial obligations from month 
to month, and leave a surplus of 
any kind. 

Lark dealers report sustained ac- 
tivity, while Rambler dealers ap- 
pear pleased with their continued 
progress. 

Imports are moving along, al- 
though there are some extremely 
spotty situations which have given 
rise to alarm in some quarters, The 
problem of dealers, particularly, 
is becoming of paramount impor- 
tance. The practice of raiding is 
becoming increasingly evident, with 
some importers saying that quali- 
fied dealers are their first and con- 
sistently most pressing problem. 

* cd * 


ROSSES on domestic deals 
range from a low of $100 (with 
some ridiculous deals being written 
for $21) to a high of about $350, 
with some dealers reporting even 


better grosses. The average gross 
appears to range from $150 to $200 
on new-car deals. 

This is where the real trouble 
develops. Many dealers say it is 
impossible for them to cover their 
total overhead for a gross of less 
than $175. Yet, in order to meet 
their competition, they are forced 
to write deals below this break- 
even point. 

The average gross on good used 
cars runs in the neighborhood of 
$250 to $300, with most dealers 
scrambling for the really good- 
looking trade. Dealers geared to do 
a good used-car merchandising job 
are making solid monthly profits. 

While dealer advertising has been 
held to a minimum in the past two 
years, there has been a sudden rash 
of price ads, which have raised the 
ire of factory and dealer groups. 
Dealers participating in the price- 
ad campaign feel that such ads 
are performing a sales job. 

oe ok om 


ACTORIES and dealers, in 
groups and singly, have been 
urging discretion on their business 
associates, but it has not served to 
halt the present advertising binge. 

“It’s such a shame,” a Chevro- 
let dealer said, “because all they 
really do is advertise to one an- 
other. Sure, they pull in a couple 
of customers, but they certainly 
don’t do anything to build char- 
acter for themselves or the in- 
dustry. 

“The poor suckers who respond to 
such an ad eventually end up dis- 
illusioned in one way or another. 
I don’t care who it is, no one can 
afford to give away a car—and 
that’s just about what these price 
ads do. For all intents and pur- 
poses they are advertising these 
cars at tissue price. They sure have 
served to disrupt this market.” 

A dealer who is participating in 
price advertising said: “I think it’s 
a good thing. It has certainly stir- 
red up a lot of activity here, I've 
got more people coming in today 
than I did a year ago. 

“T’ve even taken some orders on 
the price leader I'm advertising. 
And Ill deliver them exactly as 
I’ve advertised them. I won’t fool 
around with a customer who wants 
his car that way.” 

* * * 
i, pp YORK dealers do not agree 
on what will occur in the mar- 
ket when the compact cars are 
finally delivered from Detroit’s as- 


Tight Money, Inflation Items 
Cloud Good Business News 


The twin bogie men of boom 
times—tight money and inflation— 
reared their heads in the last week 
as Government and business re- 
ports on further economic gains 
poured in. 

When the Treasury offered to 
exchange $1.8 billion in old secur- 
ities for new, Owners of 31 per- 
cent of the maturing debt said 
they would take cash instead. 
Since the new securities were of- 
fered on fairly attractive terms, 
the reluctance to take the new 
securities may mean that the in- 
vestors are holding out for still 
higher returns. 

On the other hand, the investors 
who asked for cash may have ideas 
about spending their money. Such 


Indianapolis Study Finds 
Healthy New-Car Market 


INDIANAPOLIS.—At least 38, 
000 Indianapolis families are in 
the market for new cars, accord- 
ing to a 1959 consumer analysis 
report published by the Indian- 
apolis Star and the Indianapolis 
News. 

The report indicates that more 
than 83 percent of the city’s fam- 
ilies now own one or more cars 
and 22 percent have two or more. 
The analysis is contained in a 
200-page booklet on buying prec- 
tices in the metropolitan area and 
~ hang based on a survey of 4,100 fam- 


a large boost in spending would 
be certain to have an inflationary 
touch. 

Another inflation sign can be 
seen in the report of the Federal 
Reserve Board that the nation’s 
money supply increased by $700 
million in April. In addition, major 
banks raised the interest rate for 
their top borrowers from 4 to 4% 
percent and a number of other in- 
terest rates were hiked. 

Highlights of Government re- 
ports on business activity included: 

The Federal Reserve Board’s 
index of industrial production 

stood at 149 in April, a new rec- 
ord. The April total was two points 
above the March figure and 23 
points above the recession low of 
126 set in April of last year. 

The Commerce Department 
said the Gross National Product 
in the first quarter was at the 
annual rate of $467 billion. This 
indicator—the sum of goods and 
services produced in the nation 
stood at $453 billion in the last 
quarter of last year and $427.1 
billion in the first quarter of 
1958. 

The Labor Department said per- 
sonal income in April was flowing 
at the annual rate of $372.7 billion, 
compared to $369.5 billion in March 
and $349.7 billion in April of last 
year. Biggest gain between March 
and April was in wage and salary 
payments. 

Meanwhile, a number of Govern- 
ment reports on construction activ- 
ity indicated that a slowdown in 
building may lie just ahead. 





sembly lines. Some feel that it is 
needed and long past due, Others 
contend that the small car is a lot 
of nonsense. 

One thing emerges from all 
the talk: Next year’s market is 
certain to be one of considerable 
change, confusion and upheaval. 
A Ford dealer believes he knows 
some of the answers to operating in 

(Continued on Page 51, Col. 1) 


Olds Launches 
Selling Contest; 
M-E-L in Repeat 


DETROIT.—M-E-L division is 
conducting its third sales-incentive 
contest of the 59 model year, and 
Oldsmobile has put its first such 
event into effect. Both programs 
include salesmen and sales man- 
agers. 


The new M-E-L plan is a two- 
month affair which closes July 
10. It offers merchandise prizes 
for salesmen and managers and 
vacation trips for dealers. 


Salesmen receive 1,500 prize 
points for every sale of a new ’58 
or ’59 Mercury, Edsel or Lincoln. 
If the dealership reaches its as- 
signed quota, the award becomes 
2,500 points, retroactive to the first 
sale. Prize points are worth half 
a cent each. 

Sales managers get prize points 
only if the dealership passes its 
quota. At that time, they will re- 
ceive 500 prize points for each sale 
made by the dealership up to quota 
and 2,000 points for each additional 
sale. 

M-E-L dealerships in each region 
have been divided into groups. The 
dealer in each group who attains 
the highest percentage of his quota 
will win a trip to a resort selected 
by the region. 

Oldsmobile’s contest has mer- 
chandise for salesmen and sales 
managers and cash for top sales- 
men in each zone. 

Managers get 200 prize points 
for each new car sold during the 
May-June program. If a dealer- 
ship reaches 55 percent of its 
two-month quota in May, the 
manager gets 10,000 additional 
points. 

Salesmen receive 2,000 points for 
each sale plus an extra 1,000 for a 
conquest. Dealerships in each zone 
are divided into four groups and 
the leading salesman in each group 
gets $20 for each sale, up to a max- 
imum of $500. Prize points deter- 
mine the winners. 

Twelve makes currently have in- 
centive programs in effect for their 
retail organizations. In addition to 
Oldsmobile, Mercury, Edsel and 
Lincoln, they are Ford, Chevrolet, 
Rambler, Plymouth, Dodge, De- 
Soto, Chrysler and Imperial. 


—JOHN K. TEAHEN Jr. 





Georgia Dealers Elect— 


Cuyler A. Trussell (Ford), Athens, was elected president of the Georgia Automobile 
Dealers Assn. at the group's 23rd annual convention in Atlanta. Trussell, who did 
not attend the convention because of illness, is not in the above photograph. Othe 


officers, seated, from left, are Thomas A. 


Callaway jr. (Oldsmobile-Studebaker), De. 


catur, second vice-president; Joe Westbrook (Dodge-Plymouth), East Point, immediate 
past president and a director; Darrell Johnson (Chevrolet), Thomson, first vice-presi- 


Heyward Allen (Lincoln-Mercury), 
Atlanta, GADA director and 


dent; 
Plymouth), 


John Lander 
Standing: 


Athens, 
NADA 


treasurer; 
treasurer. 


(Dodge. 
Lew Austin, 


Atlanta, executive vice-president; and the following directors: Walter Kelly (Dodge. 
Plymouth), Marietta; W. Chester Smith jr. (Pontiac), East Point; E. E. Hodges jr, 
(Buick), Moultrie; Paul Owens jr. (Chevrolet), Brunswick; H. C. Stovall (Ford), Cornelia, 


and Al Rucker (Oldsmobile), Columbus. 


Directors not pictured include Dale Crit 


(Buick), Savannah; C. G. Milling (Pontiac), Griffin; J. Swanton Ivy (Dodge-Piymouth), 


Athens, and C. W. Cordell (Ford), Dublin. 


U.S. Vehicles in Operation 


Increase to 68, 


WASHINGTON.—M ot 0 r-vehicle 
registrations in the U. S. last year 
were up 1.7 percent, or 1,168,337 
units, according to Highway Ad- 
ministrator Bertram D. Tallamy. 

Figures forwarded by State 
agencies to the Bureau of Public 

Roads, Department of Commerce, 
showed registrations in 1958 to- 
talled 68,299,408, he said, com- 
pared with 67,131,071 a year 
earlier. 

Tallamy said the ’58 total in- 
cluded 56,870,684 passenger cars, 


Sales of Dealers 
Show 27% Gain 


WASHINGTON.—Dollar sales of 
new-car dealers amounted to $2,921 
million in March, up 19 percent 
from the February total and 27 
percent above the total for March 
of last year, the Commerce Depart- 
ment reported. 

Sales of all retailers in the U.S. 
totalled $17,168 million in March, 
up 15 percent from February and 
10 percent above the March, 1958, 
total. 

Tire, battery and accessory deal- 
ers had sales of $181 million in 
March, 20 percent above the Feb- 
ruary showing and 16 percent 
above the total for March, 1958. 

Service station sales in March 
amounted to $1,318 million, a gain 





of 10 percent from February and 9) 


percent above the March, 1958, 


total. 


Business Barometer 


Automotive News Economic Index — 


101.6 Percent of 


Last Week 


127.0 Percent of Like Week Last Year 


Auto Production 

Truck Production 

Auto Registrations—yYear to date. . 

Truck Registrations—Year to date. 

Steel Production—Tons 

Lumber Production—Board feet... 

Paperboard Production—Tons.... 

Soft Coal Output—tons 

Oil Refinery Output—Borrels .... 

Electric Output—Kilowatt hours.... 

Barometer Freight Car Loadings 

Department Store Sales Index .. 

Stock Market Price Index..... a 

U.S. Government Spending 
—Fiscal year to date 


Savings Deposits ............. ‘aa 
Used-Car Prices-—Average 
Business Failures 


Common 
Stocks May 20 May 13 
39% 
70% 
70% 


51 


1959 Range 
43% -25% 
725 -50% 
71%_-50% 
525-45 


. 71% 


$80,611,510,000 
Commercial and Industrial Loans $30,763,000,000 
$28,524,000,000 


Percent of 

Percent of Like Week 

Last Week Last Year 
100.8 155.4 
98.8 161.8 
cand 120.8 
130.3 
186.3 
110.1 
118.3 
134.2 
105.6 
112.7 
118.2 
114.5 
133.4 


135,856 
27,041 
1,404,450 
209,485 
2,631,000 
256,910,000 
322,778 
8,415,000 
47,274,000 
12,684,000,000 
394,348 

158 

426.5 


101.0 
103.3 
102.8 
101.8 

98.9 
100.2 

98.4 
112.9 
101.5 


113.0 
104.0 
103.9 
110.0 

95.1 


100.5 
100.1 

99.9 
117.4 


$1,058 
311 


Common 

May 20 May 13 
44 
43%, 
11% 


47% 


1959 Range 
45%, -39 5% 
45% -32Y%, 
15-10% 
50%, -40% 


(May 25, 1958) 


300,000 


| 270,163 buses and 11,158,561 trucks 
| Percentage increases in each class 
| were: Cars, 1.7; buses, 2.3, and 
| trucks, 1.8. 

| California was tops last year in 
total registrations, with 7,013,163. 
New York placed second with 4- 
| 876,748, while Pennsylvania and 
|Texas also had more than four 
| million. 

Illinois, Michigan and Ohio 
| each had more than three million 
| vehicles, and New Jersey and 
| Florida had more than two mil- 
| lion. Eighteen other states reg- 
istered more than a million units, 


- Tallamy said registrations in the 
nine leading states accounted for 
51 percent of the nation’s total 

Arizona, with a gain of 6.6 per- 
cent, reported the biggest increase 
in registrations. Florida was run- 
nerup with a boost of 5.4 percent. 

The only states reporting losses 
were Michigan, 3.2 percent; North 
Carolina, 1.1, and West Virginia, 
1.8. 


Auto and truck registrations by 
states follow: 

State 
Alabama 
Arizona 
Arkansas 
California 
Colorado ........ 
Connecticut .. 
Delaware 
Florida 
Georgia 
Idaho 
Illinois 
Indiana 


Trucks 
214,363 
111414 


Cars 
924,937 
408,572 
449,631 
5,947,555 
651,404 
902,439 
133,185 


Louisiana .. 

Maine 

Maryland ...... 
Massachusetts 1,501,182 
Michigan 2,717,338 
Minnesota .... 1,208,133 
Mississippi ... 484,981 
Missouri 
Montana 
Nebraska 
Nevada 

New Hamp. .. 
New Jersey . 1 
New Mexico.. 
New York .... 4,367,918 
N. Carolina .. 1,233,558 
N. Dakota .... 221,274 
Ohio 

Oklahoma 

Oregon 

Pennsylvania 3,491,352 
Rhode Island 285,980 
South Carolina 682,276 
South Dakota 244,973 
Tennessee 980,438 


289,297 





842,983 
718,195 
28,012 

217,645 

235,794 

114,438 

250,298 
56,719 
19,427 


Vermont 
Virginia 1,154,745 
Washington . 1,039,268 
West Virginia 476,771 
Wisconsin 
Wyoming 


Dist. of Col... 175,849 


— 


56,870,684 11,158,561 
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hope of the auto retailing 
industry is a quality-dealer pro- 
mam such as NADA is seeking to 
mulate. The program, which will 
be presented to NADA directors at 
their June meeting, includes a 
pusiness-practices plan spelling out 
pasic responsibilities of the auto 
maker and the auto dealer. 

This, we feel, gets at the heart 
of any effort to raise the stature 
of auto selling. 

There will be problems, of 
course. In formulating any such 
code, it is necessary to keep alive 
the initiative and individuality of 
dealers while ruling out the prac- 
tices that make dealers objects of 
public distrust. 

But the path of progress always 
is strewn with problems. We hope 
that NADA directors will not be- 
come so overwhelmed by the ob- 
stacles that they will forget that 
the promise of such a program is 


worth a little trouble. 
* * > 


Sound and Fury 


A DISTRESSING point for those 
who would raise the stature of 
auto selling is that the volume 
dealers with a deceptive pitch 
“process” so Many persons in the 
course of their activities. 

By and large, the system boys 
advertise the most and are the 
most aggressive. As a result, they 
tend to set the tone of the whole 
retail industry. 

It then becomes fruitless to try 
to tell the millions who have had 
contact with the deceptive wheel- 
ers that there are thousands of 
auto dealers who are honorable 
merchants. 

But to go along with what 
seems to be “the crowd” in the 
auto business, just because it 
seems futile to fight for decency, 
is to forget the men who have 
changed the course of history by 
speaking out for what they 
thought to be right. 

And in this regard, we had a 
note this week from Stu Hall, a 
DeSoto-Plymouth dealer of Arling- 
ton, Calif, He runs an ad each 
week which says: 

“This idea some dealers have 
that they can merchandise auto- 


Brainerd Shops 
Now Charging for 
Repair Estimates 


BRAINERD, Minn.—Auto body 
shops operated by franchised deal- 
etfs and independents now are 
charging for written estimates on 
repair work. 

A minimum of $1 is charged on 
all estimates under $100. On all 
estimates over $100 the charge is 
one percent of the estimate. 

When the car comes in for body 
work, the shop doing the work 
deducts the cost of the estimate 
from the final repair bill, 
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mobiles like breakfast cereal by 
extending the buyer’s obligation 
beyond sound business ethics is 
the ultimate indignity of the auto 
business .. .” 

Tying in with Plymouth’s big- 
difference theme, Hall says: 

“The big difference between 
dealers of today is the way peo- 
ple are treated...” 

We are confident that the future 
lies with dealers who approach the 
public with honesty and dignity. 

* * * 


Source of Concern 


i THIS regard, we received the 
other day an article from a cor- 
respondent in which he mentioned 
that the dealer gave his salesmen 
bonuses in proportion to the length 
of the finance contract, with the 
top bonus for a 60-month contract. 
The firm claimed to operate with 
a family concern for the purchas- 
er’s welfare. 


So we dropped a line to our cor- 
respondent to ask how the dealer 
rated in the community. 

He replied that the operation 
was much disliked by other deal- 
ers, often questioned by the fac- 
tory and a likely subject for a 
piece on “How Auto Dealers 
Should Go About Taking the 
Buyer.” 

We were interested in learning 
that the factory was concerned, 
too, for we have often speculated 
to what degree the auto factories 
have a responsibility in the shenan- 
igans some dealers pull on the 
public. 


* o * 
Who Gets Blackened? 


i SEEMS fairly evident that the 
dealer who blackjacks the cus- 
tomer also blackens the name of 
the auto maker in the customer’s 
eye. If the factories survive such 
practices, it is only because they 
appear to the public as being fairly 
representative of the industry as 
a whole. 

Buyers don’t associate deceptive 
or dirty practices with one make 
of car, but, rather, tricked by one 
dealer, they tend to blame all deal- 
ers. 

If the day ever came when one 
make was able to secure the 
complete cooperation of its deal- 
ers in impressing on the public 
the fairness of its dealings (and 
the way to impress the public is 
through fair dealing), this make 
would have a tremendous com- 
petitive advantage. 

Everything about the line would 
have greater impact. Its whole 
merchandising approach would 
take on stature. Its advertising 
would get through to people be- 
cause the whole operation had 
earned believability. 

Much of present automotive mer- 
chandising loses impact because at 
the point where the auto industry 
comes in direct contact with the 
public—the salesman-customer con- 
tact—the relationship is often a de- 
ceptive one, at least in metropoli- 
tan areas. 

We recall the shocked expression 
of a business friend who had just 
received the second pitch after 
lowball on a prestige car. 

“Imagine what my customers 
would think of me,” he said, “if 
I gave them one price to get the 
job, and then when it came time 
for delivery, I jacked up the price. 

“I know of no other business that 
can get away with such practices. 
And the auto business is one of 
the biggest. How does it do it?” 

* * 


Trained in What? 


yas subject came up in connec- 
tion with efforts to improve the 
level of auto selling. Mostly, the 
efforts take the form of schools 
or clinics. But what will the men 
be trained in? Deception? 

No amount of auto sales training 
is going to help much until manu- 
facturers and dealers make effec- 
tive quality sales programs, which 
appeal to the fairness of the pub- 
lic rather than the larceny in the 
hearts of most of us. 
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Dollar Deal 


St. Louis Drive Features 


Contest, Cash 


ST. LOUIS.—One hundred thirty- 
five automobile dealers in St. Louis, 
St. Louis County and nearby areas 
of Illinois co-sponsored a 32-page 
automobile supplement in the St. 
Louis Post-Dispatch highlighting 
an offer of one silver dollar to any- 
one taking a demonstration ride in 
a new car at any of the sponsors’ 
locations. 

Prospects also were invited to 
participate in a contest describing 
the 1959 car they liked best in 25 
words or less. First prize is $1,000; 
second, $500; third, $250; fourth, 
$100, and fifth-tenth, $50. 

Judges for the contest will in- 
clude George P. Marsh, president 
of the Automobile Club of Mis- 
souri; Ed Hayward, executive vice- 
president of the Greater St. Louis 
Automobile Assn., Inc., and H. T. 
Fitzgerald, automotive editor of 
the Post-Dispatch. 








Detroit Ford Dealers Indicted .. . 
Coast Plymouth Assn. 


Convicted on Prices 


By John K, Teahen Jr. 
Staff Writer 
qs FRANCISCO Plymouth deal- 
ers and Detroit Ford retailers 
felt the sting of the Justice De- 
partment’s antitrust lash last week. 
The Plymouth Dealers Assn, of 
Northern California, which repre- 
sents 67 dealers in six counties, was 
found guilty of conspiring to fix 
prices in violation of the Sherman 
Act. 
The verdict was brought in by 
a jury which deliberated six 
hours. Federal District Judge 
Willis Ritter deferred sentencing. 
The maximum fine is $50,000, 
In Detroit, 22 Ford dealers and 
their trade association were in- 





Scott Leads Massachusetts Dealers— 
Harry B. Scott (Chrysler), Cambridge, newly elected president of the Massachusetts 


State Automobile Dealers Assn., is congratulated by C. R. Beacham, right, Ford division 
assistant general manager, who made the principal address at the association's 
19th annual meeting in Boston. Looking on is Leo W. Malbeouf (Ford), Worcester, 





Mass., outgoing association president. 


Wage Hike for 


Mechanies 


Settles Cleveland Strike 


By Frank Gawronski 
Staff Writer 


A 


against 52 new-car dealers has 


the service department of an auto- 
mobile dealership in the South has 


17-DAY strike by mechanics} been signed in Memphis. 


It is a contract between the 


been settled in Cleveland. The| Machinists Union and Southern 
dispute, centered around wages,| Motors, Inc. (Cadillac). 


ended when the dealers and Me- 

chanics Local 1060 reached an 

agreement on a new two-year con- 

tract. Approximately 1,100 employes 
were affected by the 
walkout of 200 me- 
chanics. 

The new contract 
sets an hourly rate 
of $2.36 for flate-rate 

work the first year and $2.46 for 
the second year of the contract. 


Flat rates before the strike 
were $2.28 for all dealers except 
Lincoln-Mercury, which paid 
$2.40. 

Under the new contract, straight- 
time employes will receive a 15- 
cent hike to $2.75 the first year and 
$2.85 the second year. All other 
service employes will receive a 10- 
cent hourly raise each year. 

The dealers also agreed to pay- 
ment of hospitalization contract 
cost increases and six paid holidays. 

Meanwhile, what is said to be 
the first union contract covering 


Portland Dealers 
Headed by Moore 


PORTLAND, Ore.— Douglas D. 
Moore, A, B. Smith Chevrolet Co., 
has been elected president of the 
Automobile Dealers Assn. of Port- 
land. He succeeds Carl M, Win- 
dolph, who is leaving the auto busi- 
ness. 

Marvin R, Tonkin, Tonkin Mo- 
tors (Mercury), moves from secre- 
tary-treasurer, and Knute M. 
Qvale, Rivieria Motors, replaces 
Tonkin. H. H. Dunham, Western 
Oldsmobile, Inc., succeeds Windolph 
as director. 


Rubber Workers OK Pact 


- THE rubber industry, the 
United Rubber Workers last 
week ratified new master contracts 
covering 26,000 United States Rub- 
ber Co. and 1,700 Seiberling Rubber 
Co, employes. 

The union struck U. S. Rubber 
Apr. 10, but the strike was settled 
May 2. Employes returned to 
work under the old contract, 
pending ratification of the new 

(Continued on Page 8, Col, 3) 
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The dealer profit picture apparently has further 
improved since the first quarter. 
month compilation, issued two weeks ago, showed 
the average new-car dealer with an operating profit 
of 1.2 percent of sales. Now the Chicago-area Ford 
dealers report that their net averaged 2.06 percent 
in April, on the basis of $73 profit per new car 
Manager Amos Crowl of the Northern 
California association reports that one franchised 
new-car dealer, who is advertising current models 
of another make, is offering these cars at “ridicu- 
lous prices” and “some with only 50 miles regis- 
Crowl doubts that 50 miles on the speed- 
ometer could qualify under “substantial use” required by the Federal 


Colorado association last week presented an honorary life mem- 
bership to R. G. Conover, veteran Colorado Springs dealer who 
. V. V. Cooke, Louisville’ dealer, 
will receive honorary degree from Georgetown (Ky.) College 


Mayor Mario J. Vagge, Nashua (Vt.) dealer, will run for reelection 
dealers will hold annual] picnic and golf 
fornia dealers have total assets of $634,- 


dicted on charges of conspiring to 
fix prices on cars, parts and acces- 
sories and conspiring to establish a 
minimum gross profit of $225 per 
car. 

The Detroiters denied the charges 
and said they would fight the case. 
Arraignment has been set for 
June 1. 

* * xe 

OUNSEL for the San Francisco 

Plymouth dealer group con- 
tended that the association was 
following a long-standing practice 
in issuing retail prices to its mem- 
bers “as a starting point in trad- 
ing with buyers.” 

Government attorneys argued 
that the dealers conspired to boost 
prices above those recommended by 
the manufacturer. 

Similar trials against Ford and 
Chevrolet dealer organizations 
are pending in San Francisco. 
The three associations were in- 
dicted last September. 

Defendants in those cases are the 
Ford Dealers Advertising Assn., 
Inc., San Jose District, which rep- 
resents 176 dealers in Northern 
California, Southern Oregon and 
Western Nevada, and the Chevro- 
let Dealers Assn., Inc., Oakland 
Zone, representing 164 dealerships 
in the same three states, 

The West Coast indictments did 
not accuse any dealerships by 
name. All were included collectively 
as “co-conspirators.” 

* oo” * 

HE Detroit Ford-dealer indict- 

ment was the second antitrust 
action in the Motor City. Last 
January, 22 Chevrolet dealers and 
their trade group were slapped 
with charges similar to those 
lodged against the Ford contingent. 
They also plan to fight the case. 

In addition to the above cases, 
dealers and/or trade associations in 
Washington and New York have 
been indicted on price-fixing 
charges in the last 10 months. 

Chevrolet, Ford and Oldsmobile 
dealers in Washington and eight 
trade associations in New York 
have been fined a total of $252,250. 
In the Detroit Ford case, the 
defendants are charged with en- 
gaging in a combination and con- 
spiracy, beginning sometime in 
1956, to raise, fix and stabilize retail 
prices of Ford cars. 

The conspiracy, according to the 
indictment, was a continuing agree- 
ment in which the dealers allegedly 
adopted, printed and distributed 
uniform retail price lists for cars 
and adopted uniform prices for 
parts and accessories. 

« * a” 

SECOND count of the indict- 

ment charges that, beginning 
in 1956, the defendants engaged in 
a conspiracy to fix and establish a 
minimum gross profit of $225 per 
car. They allegedly agreed to re- 
frain from making retail sales 
below that figure. 

The Government charges that 
the alleged ‘conspiracy artifically 
suppressed and restricted price 
competition, deprived buyers of 

(Continued on Page 47, Col. 1) 





NADA’s three- 


at a cost of $295,580,120 annually. 
—Perre Wemuorr, Editor, 
Automotive News 
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Survey Spikes Galaxy of Myths... 
Import Owner Is a ‘Solid Citizen’ 


(Continued from Page 1) 


car up and down the boulevard on 
Sunday morning. 
x ak 


ADA’S Research Department, 

headed by Paul Herzog, found 
that 37 percent of the survey re- 
spondents were professional people. 
Another 23 percent were managers 
and directors. Thirteen percent 
were skilled laborers. 

When asked to name the most 
frequent use of their imported 
cars, 62 percent of respondents 
checked “driving to work” and 
another 15 percent checked “busi- 
ness.” Only 8 percent checked 
“pleasure driving.” 

The survey also challenges the 
commonly held notion that most 
people buy foreign cars as second 
cars, Fifty-eight percent of those 
surveyed said their foreign car was 
their only car. 

Herzog and his associates also 
found that imported-car owners 
are generally satisfied with service 
and repair work, Three-fourths of 
respondents said that service had 
been good, 18 percent called it fair, 
and only 7 percent described it as 
poor. 

More important still, a whopping 
86 percent of the foreign-car own- 
ers said their next cars will be 
foreign cars, too. 

> * * 

IGNIFICANTLY for Detroit, as 

it prepares to introduce new 
lines of “compact” models, some 60 
percent of survey respondents said 
they would not have bought im- 
ports if similar domestic cars had 
been available for the same price. 
Many people hated to turn their 
backs on the American models with 
which they were familiar, but they 
found other considerations weighed 
move heavily. 

Most common among these 
considerations were economy, 
handling and parking. Eighty- 
eight percent of the more than 
4000 respondents checked 
“cheaper to operate” when asked 
their main reasons for buying 
foreign makes. 

“Easier handling in traffic” was 
checked by 66 percent; “easier to 
park” was noted by 64 percent, and 
62 percent checked “less annual de- 
preciation.” 

But there were other reasons, too. 
More than half of respondents 
noted “better workmanship” and 
39 percent checked “better en- 
gineering.” Thirty-one percent 
claimed “lower repair costs.” And 
lest anyone still thinks of the for- 

eign car owner as a sporty type, 
29 percent actually checked “more 
conservative styling.” 
- « * 
RITICS of surveys frequently 
point out, of course, that people 
do not always answer questions 
truthfully. Sometimes they aren’t 
aware of the truth, and sometimes 
they are ashamed of it. 

This observation may account 
for the fact that only 14 percent 
of respondents said they bought 
foreign cars because they wanted 





Back Again?— 


“Will the swept-back windshields bring 
a revival of sunshades? Foxcraft Prod- 


ucts Corp., Huntingdon Valley, Pa., is 
ready for the possibility with the intro- 
duction of the Visor, a line of stainless 
steel sunshades made specially for 1959 
automobiles with swept-back windshields. 
The Visor is said to have rattleproof fit. 
Visors are made to fit all 1959 Ford and 
General Motors models except convert- 
ibles. 


“something different” and only 
six percent wanted “more pres- 
tige.” Chances are good that a 
few more people were fibbing a 
bit when they got down to those 
points. 

As the large number of managers 
and professional people would in- 
dicate, the educational level of for- 
eign car buyers is somewhat higher 
than the national average, Sixty- 
nine percent of respondents had 
some college education; 28 percent 
attended high school, and only 3 
percent had quit during grammar 
school. 


Also interesting is the fact that 
86 percent of the imported-car pur- 
chasers were men, As a group they 
were somewhat younger than the 
average car buyer, The average age 
was 37, as contrasted with the 
average age of 43 for new domestic- 
car buyers. 

of ok * 

}Haesoe said response to the 

survey was astonishingly good. 
Normally, a return of 25 or 30 per- 
cent on a questionnaire is consid- 
ered good. Returns on the NADA 
survey were 47.6 percent, which 
suggests that foreign-car owners 





‘Jeep Sweepstakes’ 


Nears Finish Line 


TOLEDO—A cash award of 
$1,000 and a week’s Jeep vaca- 
tion trip for two through the 
Colorado Rockies are top prizes 
in a two-month Willys dealer 
“Jeep Treat Sweepstakes” con- 
test which closes May 30. 


Dealers are competing for a 
total of 150 prizes with awards 
based on the number of vehicle 
demonstrations in relation to re- 
tail deliveries, and the ranking 
of 10 Jeep sales features in 
order of importance as predeter- 
— by factory sales execu- 

ves. 









Intercity Transit of Future? ... 
Ford Levacar Rides on Air 
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like to talk about their purchases. 
In addition, Herzog said that many 
attached long personal letters to 
their survey forms, describing their 
experiences with imported cars. 

NADA has published the sur- 
vey results under the title, “Im- 
ported Car Owners Survey.” It 
includes tables of findings accord- 
ing to the geographical location 
of respondents, income, prices 
paid for cars, year and purchase, 
and age of purchaser. The book 
also includes Herzog’s analysis of 
the results, The questionnaires 
were mailed last November, 

One finding that surprised NADA 
the most was the fact that the 
average imported-car owner drove 
his car a few more miles per month 
than he had driven his American 
car: 959 miles for foreign cars 
versus 915 miles for domestic units. 

Only 60 percent of respondents 
said they had traded in a used car 
when they purchased their new 
cars. Of these, 43 percent said the 
tradein had been a low-priced U.S. 
make, and 25 percent had traded in 
a foreign model. 
* om * 

— figures make sense only 

when all the survey results are 
studied. For example, the average 
retail price paid by respondents for 
their cars came to $2,196. This is 
the kind of average that makes 
statisticians turn prematurely gray, 
however. It is on the high side, be- 
cause a few imported cars are ex- 
ceedingly expensive. 

Actually, 7 percent of respond- 
ents paid less than $1,500 for 
their cars, and 44 percent paid 
from $1,500 to $1,899, That’s 51 
percent of the total, and all of 
them have paid much less than 
the average price. 

Another 24 percent paid from 
$1,900 to $2,499 for their cars. Only 
25 percent paid more than $2,500 
for their cars—but some of these 
paid a whole lot more than $2,500. 
It’s that last group that brought up 
the average. 








DEARBORN. — Ford Motor Co.| “the system is adaptable to public 


last week demonstrated a vehicle 
that could become the intercity 
rapid-transit system of the future. 
It was the Levacar Mach 1, a 
wheelless model that rides on an 
infinitesimal film of air—about one- 
fiftieth of an inch above the 
ground. 

The test model carries one pas- 
senger and is 94 inches long, 48 
inches high and 54 inches wide. 
It weighs 450 pounds, About 15 
horsepower is required to levitate 
it, and 1% horsepower propels it 
at 15 m.p.h, around a 107-foot cir- 
cular track at the Ford Rotunda, 

It is driven by compressed air 
which is emitted through three cir- 
cular metal pads on the underside 
of the vehicle. 

In actual application a Levacar 
would have its own turobjet en- 
gines. The Rotunda model has a 
connecting arm from the compres- 
sor to supply the air and guide the 
car on its platform. 

The Levacar was developed by 
Dr. Andrew A. Kucher, Ford engi- 
neering and research vice-presi- 
dent, and styled by George W. 
Walker, styling vice-president. 
Kucher said it demonstrates the 
feasibility of a jet-propelled, air- 
levitated vehicle for high-speed 
ground transportation. 

“Projected to speeds of 200 to 
500 miles per hour,” Kucher said, 


Bradenton (Fla.) Dealers 


Elect Hilliard President 


BRANDENTON, Fla.—The Brad- 
enton Automobile Dealers Assn. 
has elected Dozier Hilliard (Pon- 
tiac-Cadillac) president for 1959- 
60. 

William Davidson (Fiat) is vice- 
president; Fay B, Firkins 
(Rambler-Metropolitan), secretary- 
treasurer, and James Cox (Chevro- 
let), director. 





transportation between cities.” 

Looking to the future, he en- 
visioned Levacars hauling large 
groups of passengers from De- 
troit to Chicago or from New 
York to Washington. The system 
is not recommended for trips less 
than 50 miles, 

Reynolds Metals said that it had 
supplied aluminum for construction 
of the car. 

The Levacar is not a road vehi- 
cle and is not intended to compete 
with such transportation, It would 
be operated on rails. 

About a year ago, Ford demon- 
strated a three-foot model car and 


a scooter employing the Levacar 
principle. 
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M-E-L Plans Retail Sales Workshops— 


Training coordinators newly appointed to conduct retail sales workshops for sales. 
men at Mercury, Edsel and Lincoln dealerships are pictured at a training session in 





Detroit before they launch the program in major market areas. Each workshop js 
scheduled for a one-week period and is designed to train 15 to 20 salesmen in basic 
fundamentals of retail auto selling. Around the table, reading from the left fore 
ground, are G. M. Milhoan, Chicago; George M. Clark, Los Angeles; J. T. Carraher, 
Cleveland; A. H. Langridge, Los Angeles; W. R. Geis, Oakland; C. H. Hughes, Detroit; 
George C. Fahy, Cincinnati; James R. Frankish, Toronto; Benjamin K. Harris, Philadel. 
phia; Richard BD. McCann, New York; William C. Pitchford, Chicago; Curtis R. Farrell, 
New York; John Czentnar, Atlanta; Lee A. Scarbrough, Atlanta; Robert J. Mcloud, 
Boston; W. W. Moore, Cleveland, and John J. McLellan jr., Boston. 





Domestic, Import Sales 
Both Pass Milestones 


(Continued from Page 1) 


managed to reach 200,000 in any of 
the preceding years. 

With the 1959 sales pattern for 
domestic cars following 1954 more 
closely than any other year, it now 
appears that registrations of do- 
mestic new cars this year should 


Medium-Sized 
Economy Cars 


Hinted in Canada 


OTTAWA, Ont.—Canada’s Big 
Three auto manufacturers are 
planning to introduce a new “econ- 
omy car” next spring, but it won’t 
be a small car, according to in- 
formed sources here. 

They said the vehi¢le would be a 
medium-sized car, shorter and 
easier to handle than the conven- 
tional auto. Prices will be lower 
than those for the bigger car, prob- 
ably about $200, they added. 

Meanwhile, Prime Minister John 
Diefenbaker has indicated the Gov- 
ernment may take drastic action to 
force the Big Three to build in 
Canada any small cars they want 
to sell here. 

He met with the presidents of 
General Motors Corp. of Canada, 
Ford Motor Co., Ltd., and Chrysler 
Corp. of Canada May 18. 

“As a result of these discussions 
I hope I will be in a position to 
determine, with my colleagues, the 
future course to be taken,” he said, 
adding: 

“But let me emphasize that if 
small cars are manufactured in the 
U. S. by these companies, we want 
the same situation in Canada.” 

F. J. Hogan, executive vice-pres- 
ident of Chrysler Corp, of Canada, 
already has hinted that it will build 
a small car in Canada. 








Ford Shows Air-Propelled Levacar— 


Dr. Andrew A. Kucher, Ford Motor Co. engineering and research vice-president, 
Prepares for a trial run in his air-propelled Levacar Mach 1 as George W. Walker, 
styling vice-president, looks on. The Levacar is a wheelless vehicle that travels a 
fraction of an inch above the ground. Ford believes Levacars could someday carry 
large groups of passengers between cities via rails at 200 to 500 m.p.h. 





fall very close to 5.5 million. 

Unless the bottom falls out of the 
imported-car market (and dont 
bet on that), registrations of im- 
ports should be enough to push the 
combined total over six million 
with considerable ease. 

* « * 
pasowne is a table to pro 
vide a quick comparison of the 
registration-production ratio over 
the past 10 years: 
NEW-CAR CALENDAR 


2,000,000 2,000,000 No. Days 
Domestic Domestic Lag 

Cars Cars Registrations 

Year Produced Registered to Production 
1959 Apr. 21 May 23 ........ 32 
1958 June10 June 14 ........ 4 
1957 Apr. 10  - 23 
1956 Apr. 6 Be Oe seine 26 
1955 Mar. 28 ye snnenen 23 
1954 Apr. 15 May 17 ........ 32 
1953 Apr. 25 May 158 ......... 18 
1952 Junel6é June 22 ........ 6 
1951 Apr. 25 > 13 
1950 May12 May 16 ........ 4 
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Threat of Steel Strike 


Hurts Buffalo Car Sales 


BUFFALO.—Steel workers in 
this area are curtailing their buy- 
ing of automobiles because of the 
threat of a steel strike, according 
to dealers in the South Buffalo 
and Lackawanna areas. 

“Very few steelworkers are buy- 
ing new cars,” said Foster L 
Simons, assistant sales manager, L 
B. Smith Motor Corp. “Our business 
is well above a year ago, but Id 
say sales would be 20 percent 
better if it weren’t for the strike 
threat.” 

It also was reported that savings 
accounts in Lackawanna and South 
Buffalo banks are being built up in 
anticipation of a strike. 

One Lackawanna banker said & 
number of steelworker customers 
have expressed a reluctance to g? 
into debt. Personal loans and auto 
financing are down. 


Indiana Dealers 
To Hear Moore, 


Elect Directors 


INDIANAPOLIS.—When the At 
tomobile Dealers Assn. of Indiana, 
Inc., convenes June 18-20 at French 
Lick Springs the principal speaket 
will be James C. Moore, executive 
vice-president of NADA. 

In preparation for the conven 
tion, Paul Abel, chairman of the 
nominating committee, last 
urged members to supply names of 
candidates for directors for thé 
committee’s consideration. 

Said Abel, “Since ADA of Indian@ 
is indispensable to the protection 
and welfare of the franchised deal- 
ers, we must have the names 
capable dealers who are willing 
able to serve, and no one is better 
qualified to submit the names 
such candidates than the members 
in the districts where a director #8 
to be elected.” 
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“,..does more for the dealer 
in keeping customers happy’ 


9 


says JAMES H. PEARSON, president of 
City Motors, Ford dealer, National City, Calif. 


“We selected CommerciAL CREDIT PLAN years ago 
because we heard it does more for the dealer in keeping 
customers happy. It’s true. ComMErcIAL CrepitT has 
helped us grow by creating satisfied customers and 
referral business. They work closely with us on marginal 
risks. We're also able to sell up to higher priced models 
and extras. We have a lot of armed forces customers with 
special problems that can be handled with Commercial 
Credit’s national network of offices.” 


Commercial Credit dealers 
are successful dealers 


Write or call the nearest ComMERCIAL CREDIT CORPORATION 
office for complete information on the benefits of COMMERCIAL 
Crepit Pitan. Why not do it, today? 


‘ * 
aN \ A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 


peed hae , and Surplus over $200,000,000 . . . offices in principal 


= Me cities of the United States and Canada. 
J 
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NADA Chief Gives Sticker Warning Tr 


Clean Up Your Ads, 


Moore Urges Texans 


By William Stone 
Staff Correspondent 

FORT WORTH.—New-car deal- 
ers were urged to clean up their 
advertising by James C. Moore, 
NADA executive vice-president, 
who spoke at the Texas Automotive 
Dealers Assn. 42nd annual conven- 
tion, 

Some of the ads currently being 
used, Moore observed, are false 
and misleading. 

(Moore, amplifying these re- 
marks at the Oregon convention 
Thursday, warned that the spread 
of blitz ads and a sudden rise in 
price-sticker violations could bring 
“serious consideration” of an ICC- 
type commission for the auto in- 
dustry. 

(“The threat of such regulation 
is greater than most dealers re- 
alize,” Moore said. 

(The NADA executive counselled 
dealers against removing price 
labels from demonstrators, despite 
the law’s vagueness in this re- 
spect.) 

Benson Ford, chairman of Ford 
Motor Co.’s dealer policy board, 
urged Texans to become more 
active in community affairs and 
suggested they participate to a 
greater extent in the community’s 
political activities, Both, he said, 
would reflect better government 
at all levels. 

He commented briefly on territory 
security and said that if the bill 
to be sponsored by NADA wins en- 
actment, the problem would be 
clarified. 

Moore also warned Texas dealers 
that the “honeymoon” on price 
stickers is over and that violators 
will be prosecuted in accordance 
with provisions of the act. 

Many of the 300 dealers at the 
convention said the sticker law has 
had no appreciable impact on sales. 
They agreed that it has not pre- 
vented bootlegging, nor has it in- 
creased anyone’s profits. 

Officers elected for the ensuing 
year are C. B, Smith, Austin 
(Dodge-Plymouth), president; F. 
D. Mitchell, Waco (Chrysler- 
Dodge), first vice-president; C. C. 
Gunn, San Antonio (Oldsmobile), 
second vice-president, and John 
Hine, Dallas (Pontiac), third 
vice-president, 

Sam H. White, Houston (Olds- 
mobile), is outgoing president. Tom 
J. Crooks, Austin, is manager-treas- 
urer. 

Another convention speaker, Paul 
B. Brown, vice-president of General 
Finance Corp., told dealers, “If he 
knows his business, your time-sales 
control manager will bring more 
profit to your operation than your 
service and parts departments. 

“Your control man- 
ager deserves a top spot in any 
dealership organization, Knowing 
his business will be reflected in 
@ low repossession frequency.” 
Brown said that dealers, to merit 
the confidence of finance compan- 


ee 
Florida Bill Requires 
Proof of Below-Cost Sale 
TALLAHASSEE, Fla.—The 
Senate has passed a bill requiring 
@ merchant who advertises he is 
selling below cost or at wholesale 
to prove it when questioned by a 
customer. 


The upper house also passed 
qnother bill making it unlawful 
bo ertise falsely a “going-out- 





Late Report... 





ies, should conduct their business 
on an ethical plane and should use 
realistic advertising. 

Congressman Frank Ikard, Wich- 
ita Falls, spoke on Federal tax 
legislation. 

Henry C. Watkins, vice-president 
of Universal C.I.T. Credit Corp., 
predicted that more than 375,000 
new cars will be purchased by Tex- 
ans in 1959. This is about 9,000 
over the 1958 figure. 

Warren King, automotive mer- 
chandising manager of Life maga- 
zine, conducted an informal dealer 
participation program on sales- 
man’s profits and telephone solici- 
tation. 

On the profit topic, suggestions 
included: More selective screen- 
ing before the salesman is em- 
ployed; improved salesmen’s 
training programs; no house 
deals; when a house deal is in 
prospect, call in a salesman and 
diplomatically turn the customer 
over to him; provide salesmen 
with job security. 

On phone solicitations, some sug- 
gestions were: Have the telephone 
company demonstrate the theory of 
proper telephone technique; have 
the salesman record his telephone 
pitch into a dictaphone and play it 
back so that his deficiencies can 
be corrected; best time to call is 
10 a. m, to 11:30 a.m., and from 7 
p.m, to 8 p.m, In the morning, mail 
and coffee breaks are out of the 
way and after 7 p.m, the prospect 
is usually at leisure. 

A dealer reported he had some 
success with radio-telephone. Park- 
ing at a prospect’s home, he tele- 
phones from the car and invites the 
customer to take a drive in the 
demonstrator in front of his home. 

The 1960 convention is to be hel@ 
in Corpus Christi. 


Chevrolet Signs 
Dave Blaushild 


CLEVELAND.—David L. Blau- 
shild, one of the nation’s leading 
Chrysler-Plymouth dealers, has 
switched to Chevrolet after 27 
years in the Chrysler fold. 

Blaushild said the change would 
be effective about June 1. Blau- 
shild, consistently the Chrysler- 
Plymouth sales leader in Ohio, said 
he was making the change to “di- 
versify his interests.” 

The signing of Blaushild ended 
a search of several months by 
Chevrolet for a dealer in the fash- 
ionable suburb of Shaker Heights. 
Blaushild, in addition to Chrysler 
and Plymouth, also handles Impe- 
rial and Simca. He is the only 
Simca dealer in Cuyahoga County. 


* * * 


Gatto Chrysler Deal 


Folds After 26 Years 


RICHMOND, Calif.—Frank A. 
Gatto Co. will surrender its Chrys- 
ler-Plymouth dealership on June 1. 
Announcement of the termination 
was made by Frank A. Gatto sr., 
a Chrysler-Plymouth dealer for 26 
years here and in Alameda, and his 
son, Frank A. Gatto jr. 

The senior Gatto will lease the 
sales and service building at 132 
Twenty-third St., along with two 
used-car lots, to Bud Martin, newly 
franchised Buick dealer here. The 
younger Gatto will continue to op- 
erate Auto Imports, Ltd. (Volvo- 
Alfa Romeo-Fiat), at 98 Broadway 
Ave. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
. last week was $1,058, only one dollar below the level established 
the previous week on Automotive News’ index. 


Two models—’57s and ’54s—held un 


from the previous 


week's levels, while ’58s went up $11 and ’53s climbed $9. 


Losses amounted to $2 on '59s, $7 on ’52s, $9 on ’55s and $10 
on ’56s. A new low was established by the setback on ’5é6s. 


At a group of representative auctions last week, the average con- 
signment was 266.9 units and the sales ratio was 66.7 percent. 


Auction reports begin on Page 36. 
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Something New in Police Cars— 


Las Gatos (Calif.) police use this Fiat 1100 instead of three-wheeled motorcycles to 
check downtown parking zones. It also is used to take out after speeders and stoplight 
jumpers. Right-hand drive allows officer to chalk tires without getting out. 








NADA Asks Supreme Court 


To Kill Reserve Taxes 


WASHINGTON. — Contending 
that a “mere bookkeeping entry by 
a finance company does not con- 
stitute accruable income,” the Na- 
tional Automobile Dealers Assn. 
has joined three dealer plaintiffs 
in asking the U. S. Supreme Court 
to rescind the taxing of reserve 
funds. 

The NADA brief was submitted 
by Executive Vice-President James 
C. Moore to buttress the cases of 
John R. and Shirley G. Hansen, 
Burl P. Glover and Clifton E. and 
Violet L. Baird. 

Moore, former general counsel 
of NADA, was assisted in pre- 
paring the “amicus curiae” brief 
by L. W. Anderson, a Dallas at- 
torney who has represented Hine 
Pontiac Co. there in its battle 
against the dealer-reserve tax 
policies of the Commissioner of 
Internal Revenue. 

The Supreme Court conducted 
two days of hearings on the Han- 
sen, Glover and Baird cases Apr. 
29-30. A decision may be announced 
today (May 25) or any Monday 
up to the summer recess of the 
Court beginning in June. 

Three basic reasons were given 
in the NADA brief as to why 
dealer reserves should be exempt 
from income taxes. They were: 

1. The finance company has no 
liability to the dealer for the re- 
serve account. 

2. There is no reasonable fixing 
of the amount of the liability, be- 
cause the reserve fund is subject 
both to collections and to deple- 
tions by losses: 

3. Being an uncollectible obli- 
gation and one which could not 
be brought into a court of law, 
the dealer reserve is “an obliga- 
tion that is uncollectible.” 

“It must be borne in mind at all 
times,” said the NADA brief, “that 
the amount in question is actually 
a portion of the interest paid by 
the purchaser of the automobile, 
trailer or other chattel and that 
this interest payment is paid over 
a period of months or years. 

“To assess taxes to a dealer for 
this interest before it is paid is 
certainly in violation of all previ- 
ous principles of law dealing with 
interest since it is normally income 
as it accrues.” 

The association concluded its 
arguments with an appeal to the 
Supreme Court to give consider- 
ation to the taxpayer’s stand- 
point in the dilemma that has 


Record Sales 


Seen for Tires 


AKRON.—Tire industry sales in 
1959 will surpass the alltime high 
established in 1955, according to 
E. F. Tomlinson, president of B. F. 
Goodrich Tire Co., a division of 
B. F. Goodrich Co, 

Shipments of passenger-car tires, 
including original equipment on 
new cars, and replacements for 
old tires on existing cars, are ex- 
pected to total 94,675,000 units in 
1959, Tomlinson said. This com- 
pares with 85,695,000 in 1958 and 
the old record of 93,669,000 in 1955. 








arisen over what income is ac- 
cruable and what income is not. 

Hine Pontiac’s suit against the 
IRS also has been appealed to the 
Supreme Court by the Government, 
but it was not one of those ar- 
gued in the pending test. 


Colbert Confirms 
Valiant; Ford 


Discusses Falcon 


DETROIT.—Chrysler Corp, Pres- 
ident L, L. Colbert confirmed last 
week that the company would build 
an “economy car” called the Val- 
iant as part of its 1960 model lineup. 

Henry Ford II, meanwhile, reaf- 
firmed that Ford Motor Co. also 
plans to introduce a small car, the 
Falcon, during the 1960 model year. 
Ford spoke at the annual stock- 
holders’ meeting. 


The Valiant, Colbert said, will be 
completely independent of the cor- 
poration’s Plymouth, Dodge, De- 
Soto, Chrysler and Imperial lines. 

Colbert revealed no details of the 
car, nor did he say where it would 
be assembled or precisely when it 
would bow. His announcement did 
not use the words “small” or “com- 
pact.” 

Ford offered few details on his 
small car other than to say the 
company will aim “to produce a 
quality economy car that offers 
pleasing styling, driving ease, rid- 
ing comfort and good operating 
economy—a car, moreover, that will 
more exactly meet the require- 
ments of the American public than 
do today’s imported cars.” 


There was speculation in Detroit 
that General Motors would confirm 
its small-car plans at its annual 
meeting scheduled for Friday, the 
day after the Ford meeting. GM 
shareholders were to meet in Wil- 
mington, Del. 





A Centennial Citation 


Noted for his criticism o 


“excess 
styling and useless overhang,” Harold E. 


Churchill, left, president, Studebaker- 
Packard Corp., nevertheless donned a 
flowing beard as he was feted by the 
Oregon Centennial Commission in Port- 
land. At center, peering through the 
camouflage, is Sydney A. Skillman, S-P 
sales vice-president. Presenting credentials 
is Anthony Bradenthaler, centennial chair- 
man, who cited Studebaker Conestoga 
wagons of a century ago for their part 
in the opening of the Oregon Trail, 








i 


Romney Decries 


Lack of Choice 


Cars, Political Parties 
Both Found Lean 


By William Carroll 
Staff Correspondent 

LOS ANGELES. — George Rom. 
ney lashed out at the lack of choice 
given the American public in such 
diverse things as political parties 
and Detroit-built automobiles, in ap 
off-the-cuff 35- 
minute speech 
last week to 200 
Southern Califor- 
nia dealers at- 
tending a meeting 
of the Auto Deal- 
ers Shrine Club, 

“People don’t 
have a choice any 
longer politically,” 
said Romney. 
“The only differ- 
ence between George Romney 
parties seems to be the size of their 
budgets. 


“And I think it is morally wrong 
for unions to use their funds in 
politics, as it is morally wrong for 
large corporations to do the same 
thing in an effort to offset unions.” 

On the subject of automobiles, 
the American Motors chief said: 
“We need more than three big 
auto companies in this country. 
The Big Three would not have 

provided these innovations (com- 
pact cars) without prodding, 


“We need enough factories so 
dealers have some freedom of 
choice. As we move into multiple 
car ownership, economic factors 
become more important, I believe 
we're in the early stages of funda- 
mental changes of the automobile 
market that will revolutionize the 
entire industry.” 

Romney said he was sure that 
fourth-quarter business would be 
up, with 1960 better than 1959, He 
told the meeting that all economic 
factors point to better business, ex- 
cept that the import-export balance 
has shifted so that the U. S. now 
buys more than it sells. 

His opinion of long-range busi- 
ness prospects included the follow- 
ing: 

“As a country we may be in for 
some tough sledding, based on my 
survey of the domestic situation. 
We have to recognize that since 
World War II, our enemy has been 
licking the pants off us. 

“We have an economy of ‘con- 
sumerism’ where unions are get- 
ting the bulk of the fruits of 
progress. Besides, most of us 
place too high a value on material 
things.” 

Romney urged Americans to put 
more emphasis on spiritual and 

aesthetic aims. 





Dealer in Maine 
Appeals Fine for 
Selling on Sunday 


LEWISTON, Me.—Two days 
after police announced a crack- 
down on Sunday automobile sales 
in Lewiston and Auburn, a war- 
rant was issued against Leroy 
Baker, representing Oakdale Auto 
Co. here. 

He was subsequently found 
guilty in Lewiston Municipal Court 
on a charge of violating the “blue 
law” relating to doing business on 
the Sabbath and was fined $10. 
Through his attorney, Baker ap- 
pealed the case to Superior Court 
and was released under $100 per- 
sonal bond. 

In their warning to dealers, 
police had pointed out that Sunday 
auto sales were in direct violation 
of the state law covering Sunday 
business activities. 

Many of the Lewiston-Auburn 
dealers were reportedly pleased 
with the police action. One of 
them, Shepherd Lee, of Advance 
Auto Sales, Auburn, speaking as 
secretary-treasurer of the Lewis- 
ton-Auburn Automobile Dealers’ 
Assn, said: 

“We want to congratulate the 
local police departments for mak- 
ing this move, and feel that it was 
the best thing they could have 
done. There are a few callous em- 
ployers who don’t care about the 
welfare of their employes and 
want to stay open.” 












“| sell the biggest 
name in Bradenton’ 
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Says Morris E. Cox, De Soto dealer 


. 
be 
; : ; 
in Bradenton, Florida 
nd 

““De Soto’s a mighty big name in Bradenton,” says Morris penetration looks like it could go even higher than our fine 
r Cox, president of Morris E. Cox Motors, Bradenton, Florida. 1958 record. We’re now in the process of doubling our 
ys “One reason is that Hernando DeSoto first landed on facilities because, with a growing population and higher 
: American soil just a stone’s throw from this very spot—out incomes—which, to me, means a bigger market for quality 
. on Shaw’s Point—back in 1539. The folks here in Bradenton cars—the future looks fine for De Soto in Bradenton. 
: and Manatee County get together every year to keep “To sum it up,” Mr. Cox concludes, “I make a darned 
rt De Soto’s memory alive by putting on our big, colorful good living selling DeSoto, which, after all, is the only 
pageant, the De Soto Celebration. reason any dealer is in business.” 
“The other reason,’’ Mr. Cox continues, “has been even 
. more important to me personally as a De Soto dealer here for 
. the past 21 years. It’s the fact that the De Soto automobile 
: is very well thought of here as a fine car with a sensible price 
: tag. This loyalty makes for good repeat and referral sales, 
é which is the bread and butter, as everybody in this business 
. knows. We’re very proud of our high penetration last year, 


as high as 6%. With De Soto back in full production, our 1959 


| IT PAYS TO BE A 


DESOTO DEALER! 
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PROVEN PRACTICAL DISPATCHER-CASHIER : 
CONTROL for Smaller Progressive Dealers Bid 


PARTS DEPARTMENT 


ort Car News... 


by U.S. 


NEW! 


s 
3 FIXED EXPENSE By Ed Brown 


Staff Correspondent 

N IMPORTANT ingredient in 

the entry of America’s Big 
Three auto manufacturers into the 
compact market, in the view of 
one of England’s top factory rep- 
resentatives in the U. S., is a bid 
to return to the world market, 

Alan Bethell, president of 
Standard-Triumph in the U. §S., 
feels that the American manu- 
facturer is just now beginning to 
realize the growing potential of 
the world market. 


According to Bethell, it hasn’t 
been price which has affected ex- 
port sales as much as it has been 
size and economy. 


However, Bethell is not dismiss- 
ing lightly the impact the entry of 
America’s compact car will have on 
the market, “We will all have to 
work a lot harder in the future,” 
he stated. 


Of Control 


CASHIER AND DISPATCHER 


Takes cash—Assigns work—Prices out completed repair orders—Handles factory claims. 
Major factories are now spending vast sums in advertising to bring service customers 
back to the franchised dealers. Can your shop hold this business that is so vital to profit? 


INSTALLED ON A 60-DAY TRIAL PRIVILEGE 


Our twenty years’ experience as service consultants enables us to train your entire service 
personnel and to guarantee to increase your profit, customer paid labor, raise absorp- 
tion figures and improve customer relations or YOU OWE US NOTHING. 

Electronic equipment, signal lights, dispatcher's desk and charts, organization meetings 
with personal training for as little as $70.00 per month on our lease purchase plan. Write 
today for complete details, no obligation. 


FLASH-A-CALL SERVICE CONTROL 


2170 S$. CANALPORT AVENUE Dept. AN-209 CHICAGO 8, ILLINOIS 
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1! THE competitive times ahead, 
he does feel that importers 


Wage Hike Ends 
Cleveland Strike 


Mechanics Unionized 
At Memphis Cadillac 


(Continued from Page 3) 


agreement, which includes a pen- 
sion program and other fringe 
benefits. 

In addition to the new master 
contract, the Seiberling agreement 
includes welfare and supplementary 
unemployment benefits (SUB) pro- 
grams. The welfare and SUB pro- 
grams follow a pattern established 
by the Goodyear Tire & Rubber 
Co.-URW contract signed earlier. 


Still unsettled at press time were 
walkouts by 18,000 Firestone Tire 
& Rubber Co. and 14,000 B, F. Good- 
rich Co, URW members. These 
strikes started Apr. 16. 

In Detroit, a strike by some 700 
AFL-CIO craftsmen hit pattern job 
shops last week. 

The walkout was aimed at 38 

shops belonging to the Michigan 
Pattern Manufacturers Assn., 





MORE PEOPLE 
READ 


THE HOUSTON POST 


DAILY 
THAN ANY OTHER 
HOUSTON NEWSPAPER 


The Houston Post Leads 
the Houston Chronicle 7,537 
in total daily circulation 


POST: 200,551 CHRONICLE: 193,014 


For basis of comparison see Audit Bureau 
Circulation report for year ending Sept. 30, 1958. 








W. P. HOBBY 
Chairman 


MEMBER 
OVETA CULP HOBBY & 
President and Editor 


Represented nationally by Moloney, Regan & Schmitt 








which had been negotiating since 
last fall with the Pattern Makers 
Assn. (AFL-CIO). 

Most of the struck shops do con- 
tract work for the automobile in- 
dustry. However, the strike is not 
expected to cause delays on 1960 
model preparations since most of 
that work is completed. 

James Soucek, managing director 
of the management group, said the 
principal issue in the dispute was 
the procedure for hiring. 

“The union has maintained the 
tightest kind of hiring hall,” Soucek 
said. “We insist on a clause spelling 
out management’s exclusive right 
to hire.” 

Soucek said the patternmakers’ 
base rate plus fringe benefits now 
total $4.43 an hour, He said the 
Management group had offered a 
10-cent wage boost for each year 
of a three-year contract. 

K es OK 


Strike at Lark Plant 


? CANADA, a strike by some 490 
employes continued last week at 
Studebaker-Packard, Ltd., in Ham- 
ilton, Ont. The workers walked out 
after negotiations broke down over 
wage increases. 

Frank Moroz, president, Local 
525, United Auto Workers, said 
agreement has been reached on 
all matters but wages. The plant 
has been producing 48 Larks 
daily. 
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ONE OF THE NATION'S. 
LARGEST AND MOST MODERN 
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- im The company has offered an in- 
FOUNDRY DIVISION. crease of six cents an hour each 
; year for three years. 

The union wants a 26-cent hourly 
increase spread over three years— 
14 cents the first year, including a 
six-cent hike plus an eight-cent 

| cost-of-living adjustment; six cents 
the second year and six cents the 
third, 

Gordon Grundy, company pres- 
ident, said his firm’s offer matches 
the wage increases won from other 
automobile companies. 
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For World Sales Seen 





1959 


Makers 


have several factors in their favor. | 
“We have been making small cars| 
for a long time and we have been 
selling them for a long time, There- 
fore, we have worked out most of 
our bugs by now.” 


For years, the European manu-| 
facturer has made a car to fit the 
world demand, according to Bethell, 
whereas, the American manufac- 
turer concentrated his efforts at} 
home. 

Now, however, the American 
manufacturer has come to the 
realization that the world market | 
also has a tremendous volume 
potential for him, Bethell said. 


Returning to the import market 
in the U. S., Bethell stated that 
1959 and 1960 would witness the 
separation “of the men from the 
boys.” 

2 * * 
| HIS opinion, some organiza-| 
tions are too complicated to) 
stand up under the heavy competi- 
tive pressure ahead. The policies of | 
some importers and their distribu- 
tors are too erratic to allow for 
good, solid forward planning, which 
is absolutely necessary in the period 
ahead, Bethell said. 


“Ultimately, competition will 
demand that every one of us in 
the import field develop a prod- 
uct and back it up fully,” he ex- 
plained. 


In the 1959-60 period, Bethel said, 
he felt that about 15 makes of im- 
ports would account for almost 95 
percent of the total business. If 
competition increases, as most 
people expect, it was his opinion 
that 10 makes of cars could ac- 
count for the 95 percent of total 
sales. 

+. * od 

At THE present time, some 72 

makes of automobiles are of-| 
fered in the New York market, and 
Bethell’s idea is that this situation 
cannot exist under heavy competi- 
tion, The strong, well-organized im- 
porters will survive, while the re- 
mainder will disappear from the 
market. 

It is also his belief that, as 
competition de velo ps, overseas 
manufacturers will begin to re- 
duce the number of models they 
offer. This will become an eco- 
nomic necessity, in order to main- 
tain the price differential between 
the imported and domestic cars. 

At the moment, Standard- 


FOREIGN — 
NEW TIRES. 


(TUBE TYPE) 





We are distributors of a 
well known British tire 
manufacturer for foreign 
size tires and tubes. 
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$11.86 

12.28 

12.59 
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RETREADED TIRES 
Same Sizes as Above 


$9.75 Each 


Price Includes Tax and Casing 


ALL PRICES F.O.B. BALTIMORE: 
Also 
Subject to Change Without Ne 


Washington Tire & 
Rubber Co., Inc. 


3141 WASHINGTON BLVD. 
BALTIMORE, MD. 
Phones: Milton 4-3710 — 3711 





STOP TRAFFIC 
with 
PENNANTS 


There is nothing else you can buy for 

any price that will attract as much atten 
tion as beautiful, colorful, pennants and 

yet you can buy them for as little as 3 

per foot. Write for our catalog. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 


EEE Ee eee 





Triumph has about 700 dealers, 
which is just about the right) 
amount, Bethell said. He believes | 
dealers will remain at this figure} 
for at least the next year. These) 
700 dealers are served by nine dis- 
tributors. 
a. * * | 
F THE total dealer body, some- | 
thing between 5 and 8 percent) 
is on an exclusive basis, which is) 
a development that has been prog- 
ressing for about the last six 
months, 


Porsche to Dump 
Hoffman as Sole 


U.S. Distributor 


NEW YORK.—Porsche has con- 
firmed that it is terminating its ex- 
clusive U. S. importing and distri- 
bution agreement July 31 with 
Hoffman-Porsche Car Corp. 

Porsche is expected to set up a 
separate organization on a regional 
basis. Hoffman will be one of the 
distributors and will operate in “a 
limited area on the East Coast.” 

The auto maker reportedly feels 
that smaller, more concentrated 
distribution would guarantee better 
service and customer attention. 

Sources close to Porsche say the 
company has been “much con- 
cerned for some time” about the 
sales and service organization pro- 
vided by Hoffman as the sole 
U. S, importer. 

Sales actually have not been a 
problem because of the limited 
number of Porsche’s available in 
this country, There are about 170 
Porsche dealers in the U. S., many 
of them dualled with Volkswagen. 
About 2,800 units were registered 
in the U. S. last year, | 





Long Term 


Leasing Is 
Profitable! 


Even for the smallest dealer 


10 LEASES WILL EARN 
$5,000.00 PROFIT 


The Manual on Leasing by Harold 
Draper, volume Chevrolet dealer for 3 
years and a veteran of over 10 
leasing and 3,000 leases in that p 
will give you accurate procedure step 
by step to insure profitable leasing. 


Costs 

Insurance 

Financing 

Depreciation Rates 
Service Costs 

Resale Policies 
Accounting 

Protection Against Losses 


_— 


PRICE $20.00 POSTPAID 





Make Checks Payable To: 


Harold D. Draper 
Box 530, Saginaw, Michigan 





MOTOR | 
MASTER 


DEFIANCE + OHIO 
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You can sell 
Non-Slip Differentials 
to sports-minded America 





Modern Americans 
Expect Their Cars to 
Go Everywhere... 


Take advantage of this modern trend 
to sell modern Non-Slip Differentials 


America is taking to the road! The growth of boating, 
hunting, camping, fishing, and skiing means millions of 
Americans want their cars to take them off the super- 
highways, into lanes and by-ways. They need non-slip 
differentialsk—and they open up a whole new market 
for you! 


With conventional differentials, all the power goes to 
the wheel that has no traction. Result: you’re stuck. 
With non-slip differentials, power is automatically 
delivered to the wheel that has traction. Result: you go! 


Write for FREE 12-page booklet— 

a complete, well-illustrated expla- " 

nation of the non-slip differential. ~. wens, 
Write today— no obligation. = # vn a at 
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How They're Pushing Sales... 


Dealer Ad Ideas 


Centennial Tiein |hind its sales. Speaking of the 
| FpAUL CROUCH, Crouch Motor|**ls¢ tore, The ad sane: sisi 
i A ’ ; ite T ou nd no s aha 
i P<  cotee hash. Fo tothing, See a 
Ce ir! upon 
oo Rockies” celebration to peddle re ie. ie : lene. . . ‘ 
new Plymouths and DeSotos and! gignified career, Something more 
d cars. than a shoeshine and a smile.” 
ie is sporting a handlebar mus- 7 * ‘’ * 
tache and is advertising his deal- 
ership as the “Horseless Carriage 
Emporium.” 

An ad during the “Live Better 
by Far” campaign declared: “We’re 
really tradin’ during this here spe- 
cial auto promotion . . . However, 
'if you just can’t quite go one of 
' our new buggies, how about a used- 
"ear deal?” 








Tip for Teens 


dealerships in Manchester, N. H., 
donated the use of six new cars for 


| sponsorship of the Manchester 
Junior Chamber of Commerce. 


| * * * 
Special Strike Deal 
7. Ball-Band employes 
were out on a strike, Misha- 
waka Gates Chevrolet and Jordan 
Motors, Inc. (Plymouth-Dodge), 
Mishawaka, Ind., offered autos at 
no cash payment down, with the 
first payment due 45 days after 
the new contract was signed, 
ca - 


* 

Buying with the ‘E-Z-3’ 
LEVEN new-car dealers, mem- 
bers of the Alexandria (La.) 


* * * 


Salesmen with Integrity 
"FOHNSON PONTIAC, Colorado 
Springs, featured a group pic- 
ture of its sales force in an ad 
"which was headed with: “Men of 
integrity sell Johnson Pontiacs.” 
The copy outlined the qualifica- 
tions of the sales force and said 
that a quality dealership stands be- 


Bachorage Get 
First Ford Cars 
Via Alcan Road 


' ANCHORAGE, Alaska.—H. E. 

Wright, Wrightway Auto Carrier, 
hauling the first convoy of Ford 
cars over the Alaska Highway from 
the Ford division assembly plant 
at San Jose, Calif., said he cut de- 
livery time 14 days between the 
factory and the dealer’s showroom 
here. | 

The shipment, taking seven days 
for the 3,600-mile route, was to 
Westward Motors. Previously, ship- 
ments destined for Anchorage were | 
made via sea between Seattle and| 
Seward, Alaska. 

C. J. Powell, Ford district sales 
manager in Seattle, said the com- 
pany plans to transport cars to the 
49th state by the Alaska Highway 
on a year-round basis, except dur- 
ing the spring breakup when load 
restrictions are in effect. 

Cars have been transported by 
truck convoy over the highway to 
Fairbanks for three years, but the 
shipments have not been direct 
from the factory. There has been 
a change in carriers in Seattle, ac- 
cording to Lonnie Hall, Noble 
Street Motors (Ford), Fairbanks. 

Wright said his trucks are equip- 
ped with heaters to protect his 
drivers against winter tempera- 
tures that fall to 70 degrees below 
zero. The trucks also have special 
Springs and tires for the gravelled 
n, highway, and the trailers are re- 

Me inforced with brakes for the rug- 
ged trip, he said. 


for buyers. 
The plan refers to the three parts 
of a new-car transaction: Purchase 


Buyers were urged to let the 
dealer handle all three. 
Participating dealers were Lanier 
| Buick Co.; Southern Chevrolet Co., 
Ine.; Pearce Motor Co.; John Es- 





Fruehauf Trailer Co., Detroit, re- 
ported net earnings of $2,346,919 for 
the first quarter of 1959, compared 
with a net loss of $181,216 in the 
corresponding period of last year. 

Sales volume was $58,124,641, an 
increase of 28 percent over last 
year’s $45,574,270, the company said. 

* x 


Midland-Ross Earnings 


Up 90 Pct. for Quarter 

Earnings of Midland-Ross Corp. 
for the first quarter of 1959 rose 
90.6 percent above a year ago on 
a 19.4 percent increase in sales, 
according to Wade N. Harris, presi- 
dent. 

He said dollar volume for the 
first three months of this year was 
$20,072,945, compared with $16,808,- 
223 in the 1958 period, Net income 
rose to $905,375, compared with 
$474,960 a year ago. 

* a” 


NAFI 
NAFI Corp. (formerly National 
Automotive Fibres, Inc.) Detroit, 
first-quarter report, 1959 vs. 1958: 
o©— 


o> 
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AVANAUGH BROS,., Dobles| 
Chevrolet and Al-Warren Ford, | 


a teen-age Road-E-O held under'| 


Automobile Dealers Assn., joined in| 
an ad explaining their “E-Z-3 Plan” | 


of the car, financing and insurance. | 


Financial 
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kew Motor Co,; European Motors, 
Inc.; Hempen Motor Co.; Montag- 
net Motors, Inc.; Walker Oldsmo- 
bile Co.; Chieftain Pontiac, Inc.; 
Alexandria Motor Co., and Morock- 
Ford, Inc. 


* * * 


Selling by Statistics 


ENTRAL CHEVROLET CoO., 

with three locations in Grand 
Junction, Colo., is using statistics 
to sell Chevrolets, Oldsmobiles and 
Cadillacs. 

“One out of three new cars 
bought in Mesa County in 1958 was 
a Chevrolet, Oldsmobile or Cadil- 
lac,” a full-page ad in the Grand 
Junction Sentinel reported. “Official 
Mesa County registrations prove it 
once again.” The official data was 
listed as follows: 

Low-priced class: Chevrolet, 
317; Ford, 268; Plymouth, 96; 
other, 202. Total, 883. 

Medium-priced class: Oldsmo- 
bile, 70; Buick Special, Super and 
Century, 63; Mercury, 50; Edsel, 41; 
Dodge, 32; Pontiac, 31; Chrysler, 
Windsor and Saratoga, 21; DeSoto, 
16; Rambler Ambassador, 9; Stude- 
baker, 1. Total, 334. 

High-priced class: Cadillac, 26; 
Imperial and Chrysler New Yorker, 
15; Lincoln and Continental, 9; 
Buick Limited, 6. Total: 56. 

The company said the figures 
were compiled by R. L. Polk & Co. 


* * * 


Food for Thought 


A JEEP pickup loaded with 
Texas grapefruit was a center 
of attraction at the opening of a 
new Jeep dealership in Walden, 
Colo. 

Cooper Motors, Inc., which also 
handles Chevrolet and Oldsmobile, 
awarded the fruit to the person 
coming closest in estimating the 
number of grapefruit in the Jeep. 





Front 





Net earnings, $195,452 and $119,862; 
net sales, $6,462,420 and $5,988,866. 
oe ~*~ a 


Hertz 


Hertz Corp., first quarter report, 
1959 vs. 1958: Net income, $1,385,- 
720 and $647,509; volume, $25,242,- 
696 and $21,342,025. 

* * 


Armstrong Rubber Reports 
Peak Sales, Profits for Half 


Consolidated net sales and earn- 
ings of Armstrong Rubber Co. dur- 
ing the six months ended March 
31, 1959, were the largest for any 
first fiscal half year in company 
history, Frederick Machlin, presi- 
dent, reported to shareholders. 

He said the company and its sub- 
sidiaries had net sales of $41,271,- 
922, an increase of 27 percent over 
the previous first half record of 
$32,467,265 reported last year, Net 
income was $1,584,089, which was 
66 percent above the year-ago fig- 
ure of $955,062. 


National Malleable 


National Malleable & Steel Cast- 
ings Co., Cleveland, first-quarter 
report, 1959 vs. 1958: Sales, $15,198,- 
522 and $13.078.461; earnings, $589,- 
446 and $174,547. 


* * 


Hastings Mfg. 
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Ford Convoy to Alaska— 


_ W. A. Abbott jr., right, manager of Ford's San Jose (Calif.) assembly plant, dis- 
aiches the first convoy of Ford cars ever hauled by truck directly from the plant 
1 Ford dealers in Alaska, The 3,600-mile, seven-day trip over the Alcan Highway 
fo Anchorage cuts 14 days off the time for deliveries, which formerly were made 
by sea. H. E. Wright, left, of Wrightway Auto Carrier, Anchorage, has equipped his 
‘d F-800 truck with special insulation and heaters to protect drivers against temper- 
| Stures ranging down to 70 below zero. Delivery of San Jose-built Fords to dealers 
_in Alaska will be made over the Alcan Highway on a year-round basis, except for 
» Several weeks each spring when the road is closed to traffic. 












Hastings Mfg. Co., Hastings, 
Mich., first-quarter report, 1959 vs. 
1958: Earnings, $263,745 and $82,591. 

a * cs 


American Viscose 


American Viscose Corp.. first 
quarter report, 1959 vs. 1958: Profit, 
$3,644,000 and $683,000; sales, $62,- 
577,000 and $49,368,000. 


* a 
Sealed Power Sales Set 


Record; Profits Up 470 Pct. 


Record first-quarter sales and an 
increase of 470 percent in net earn- 
ings have been reported by Sealed 
Power Corp. Paul C. Johnson, 
president, said first-half sales 
should exceed those in the like pe- 
riod a year ago by 40 percent. 

Three-month sales totalled $6,- 
282,000, compared with $4,475,000 a 
year ago, Net earnings amounted to 
$399,000, in contrast to $85,000 for 
the corresponding Period in 1958. 

* 


Houdaille Industries 


Houdaille Industries, Inc., Buf- 
falo, first-quarter report, 1959 and 
1958: Net sales, $17,317,374 and $12,- 
865,385; net earnings, $108,195 and 
net loss of $182,686. 











































BRIGHTWORK 








Take a part subjected to particularly tough service, wheel 
covers for example. In all probability they’re made from 
stainless steel. Why? Because of all commercial metal 
available for brightwork, only stainless steel provides 
real abrasion- and corrosion-resistance. 

Stainless shrugs off the punishing abrasive action of 
flying gravel, cinders, and grit. It withstands the blasts 
of live steam used by commercial wash racks to remove 
caked mud, grime, and road deposits. Stainless takes this 
type of punishment in stride-and comes back for more, 
with no loss of its showroom shine. 

Capitalize on all the strong selling points of stainless. 
Point out how easy it is to clean and keep clean. How it 
offers outstanding resistance to abrasion, denting, and 
corrosion. Tell prospects that it will never fade from sun 
or weather. Will never chip, crack, flake, or peel. It’s 
tough, solid all the way through with no applied surface. 

Know the stainless trim on your product. Then sell all 
of the advantages that only stainless steel can provide. 


REPUBLIC 


CH STEEL 























NOW! “SCREECH-FREE™ TIR 


ORDINARY TIRES HAVE HIGHER AMPLITUDE OF BOUNCE. Lower damping factor of ordinary rubber does not absorb shock at point 


of contact, imposes greater load and wear on suspension system. 


= 


GRIP THE ROAD SO WELL THERE’S NO TIRE SCREECH. At any corner, at any stop, at any speed Buty] tires refuse to squeal — even 


on hot pavements. Offer an outstanding selling feature for new cars. 


BECAUSE BUTYL RESISTS SUNLIGHT AND OZONE — sidewalls stay smooth, do not crack or craze for the life of the tire. Buty] also 


offers superior resistance to heat, flexing and tearing. 












BECAUSE BUTYL ABSORBS SHOCK BETTER tires of Butyl glide along — more shock 


energy is absorbed. Even the thumping sound of road seams is practically eliminated. 





tat 


BECAUSE BUTYL GIVES BETTER TRACTION — tires of Butyl stop up to 30% quicker 


...even stop faster on wet pavements than other tires do on dry. 








TESTED FOR MILLIONS OF MILES. Butyl tires have been thoroughly tested every- 


where by motorists, technicians and by the military. 





.|MADE OF BUTYL RUBBER 











ELIMINATE THE NEED FOR 
MANY COSTLY STRUCTURAL 
IMPROVEMENTS 


Because Butyl absorbs shock better 
than any other rubber, dramatic im- 
provements in suspension and ride are 
now made possible with a “change” of 
tires alone. “Revolutionary Butyl 
tires,” says a Detroit design engineer, 
“eliminate or at least minimize the 
need for major engineering changes to 
reduce vibration and noise.” Butyl’s 
higher damping factor smooths out 
road surface irregularities, practically 
eliminates body shake, vibration and 
the thumping sound of road seams. 


Tires of Butyl give such remarkable 
road traction, they refuse to squeal at 
any corner, at any speed—even in panic 
stops! This quickly demonstrable 
“screech-free” feature promises to be 
a big selling point for new cars with 
Butyl tires as original equipment. 


Butyl tires add a significant margin 
of driving safety, stop up to 30% 
quicker than tires of ordinary rubber. 
They even stop shorter on wet pave- 
ments than other tires do on dry. And 
Butyl’s superior resistance to ozone, 
sunlight and weathering means Butyl 
tire sidewalls won’t crack or check. 


Do you have the latest information 
on the development of this new tire now 
produced by several major tire manu- 
facturers? Contact the Enjay Company 
for the latest test reports, findings of con- 
sumer surveys, new tread design possi- 
bilities, and other valuable information. 


EXCITING 
NEW 
PRODUCTS 
THROUGH 
PETRO- 
CHEMISTRY 


ENJAY COMPANY, INC., 15 West 51st St., New York 
19, N. Y., Akron « Boston « Charlotte « Chicago 
Detroit « Los Angeles *« NewOrleans +¢ Tulsa 






























































Air Cadets Go Import— 


A group of the 30 Air Force Academy graduating cadets line up in front of Sport 
Car Center, Boulder, Colo., where they received their new Austin-Healeys and MGs. 
The cadets took delivery of the cars the first day on which they were allowed to 
become owners of automobiles. Academy regulations forbid cadets to have cars until 
@ month and a half prior to their graduation. A steady rain, mixed with snow, did 
not deter the cadets from making the 200-mile trip from Colorado Springs to pick up 
their cars. Nor did it deter two interested onlookers from Denver, Linda Huth, left, 
and Lona Narden. 


TIME 





















» GENERAL MOTORS ACCEPTANCE cian 
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To Seek Record in Renault .. . 





Import-Car 


AY S. GRANTHAM, a Renault- 

Jaguar dealer in Gary, Ind., will 
be seeking a transcontinental auto 
record when he embarks on a 
coast-to-coast run late in June. 

Grantham and Jack Ryan, a 
racing driver, will pilot a four- 
Passenger Renault from New 
York to Los Angeles. They hope 
to beat the time of 46 hours, 
three minutes, chalked up by a 
Simca last year. 


The Simca averaged 64 miles per 
hour and 28 miles per gallon. 
Grantham and Ryan figure they 
can beat both marks. They say they 
have devised a system that will 
enable them to refuel without stop- 
ping. Grantham is president of the 
Gary Automobile Dealers Assn. 

* * * 


OHN GREEN CORP., Western 


distributor for Renault and Peu- 
geot, announced it is scheduled to 









PAYMENT 






a 


News Notes 


receive about 6,000 Renaults within 
the next two months. 

John Green, president of the 
firm, said the shipments would rep- 
resent the largest mass arrival of 
cars at any U. S. port of entry. 

He added that construction now 
is under way on a new executive 
headquarters and parts warehouse 
at Los Angeles Airport and on a 
similar project in South San Fran- 
cisco for Northern operations, 

+ * * 


Austin-Healey 
USTIN -HEALEY salesmen 
aren’t talking in Southern 
California, Gough Industries, Inc., 
distributor of the sports car, figured 
that the Austin-Healey 100-Six 
could do much of its own selling 
job through a demonstration ride, 

so it gagged its salesmen. 

An advertisement announcing the 
stunt urged, “Don’t Talk to the 
Salesman — Listen to the Austin- 
Healey.” Copy implied that the 
gagging was being done with sales- 





Available to Dealers 

in CHEVROLET « PONTIAC « 
OLDSMOBILE « BUICK + 
CADILLAC new cars 

and used cars of all makes 


LAND MORE 
TIME 
BUSINESS 


Haul in customers 


with the advantages 


of "financing where you buy" 


Attract them with the convenience and practicality 
of arranging everything with you—the dealer. 
Capture their interest by offering financing for 


car insurance premiums, including low-cost creditor 
life insurance, as well as for the car itself. 


Gain their confidence with assurance of considerate 
treatment by GMAC if their circumstances change. 
Any of nearly 300 GMAC offices in U. S. and Canada 
can assist them. 


Tell them about credit facilities for tires, parts or major 
repairs available to them as valued GMAC customers. 


And then be sure to emphasize this significant fact: 
Since 1919, GMAC has helped people buy more than 
40 million cars “on time.” 


TIME BUSINESS IS PROFITABLE BUSINESS 


man’s compliance—“he wants yoy 
to take the wheel and ‘ect the 
Austin-Healey speak for its«!f.” 

The ad suggested, howev:r, that 
if the prospect had any quvstions 
the salesman might be ind:ced to 
break his pledge of silence. 

cad * * 
Vespa 
OE FERGUSON JR. has re. 
signed from Continental Ca; 

Combine, New York, importer of 
Goggomobil and Skoda, to take 
over wholesale management of 
Vespa automobiles and motor 
scooters for six states. 

Freymann-Ferguson, Inc., wil] 
distribute Vespa in Connecticut, 
New York, New Jersey, Pennsyl. 
vania, Delaware, Maryland and the 
District of Columbia. The firm js 
located at 2709 Grand, Bellmore, 


Long Island, N. Y. 
¥* * ed 


Vancouver Import Show 


Has Cars from 7 Nations 


VANCOUVER, B. C.—Ninety 
ears from seven European nations 
were featured at the International 
Automobile Show here. A big fea- 
ture was the Russian Moskvitch 
especially shipped to Vancouver by 
the Soviet Government. 

The show was sponsored by the 
Vancouver Central Lions Club, 
with the support of import-car dis- 
tributors in British Columbia. 

In addition to standard type 
models there were a large number 
of sports cars. 

Clarke Simpkins, chairman of 
| the show committee said Van- 
couver was a natural for a foreign- 
car show because it has led all 
North American cities for 10 years 
in import sales per unit of popula- 
| tion, 

British cars claimed the major 
share of the market, he said. Im- 
|port cars now take between 30 
and 40 percent of the market, he 
|added, and it is estimated there 
are 40,000 imports on Vancouver 
streets. 


(500 Students Set 
For Plymouth’s 


Mechanics Test 


DETROIT.—Nearly 500 outstand- 
|ing student auto mechanics from 
|coast to coast are scheduled to 

participate in the Plymouth Trouble 
Shooting Contest this year, accord- 
ing to George Cutler, Plymouth 
service director. 


The contests give honor high- 
school] auto-mechanics students an 
opportunity to show in competition 
their high degree of skill in diag- 
nosing and correcting mechanical 
difficulties. The contests also aim to 
encourage young men to become 
auto mechanics. 

Through intraclass competition, 
participating schools pick outstand- 
ing students in two-man teams to 
represent them in the contests. 
These teams make up the con- 
testants for the event. 

Prior to the contests, generally 
held on the athletic field of one of 
the participating schools, several 
defects are set up in Plymouth 
cars. Each car has the same de- 
fects. At the signal, the teams— 
using a minimum of tools and test- 
ing equipment—attempt to diagnose 
and correct the difficulties. 

First team to get the car running 
and drive it a prescribed distance 
is declared winner, Prizes are 
awarded the winners and their 
school, 

Contests this year are scheduled 
for six cities, with a number of 
others still tentative. Contest cities, 
dates and number of participating 
schools and teams follow: 

Oakland, May 6, 21 schools, 30 
teams; Boston, May 13, 21 schools, 
21 teams; Los Angeles, May 15, 60 
schools, 85 teams; San Diego, May 
8 or 22, 13 schools, 20 teams; Buf- 
falo, May 23, 25 schools, 25 teams; 
Detroit, sometime in June, 25 
schools, 30 teams. 

Contests are conducted jointly by 
the local Plymouth dealers an 
regional Plymouth service repre- 
sentatives working in cooperation 
with local school officials, 


Gene’s Sells City 2 Larks 


FAIRBANKS, Alaska —Gene’s 
Auto Service, submitting the low 
bid of $6,453.54, has been awarded 
the order for two Studebaker Lark 
police patrol cars, according to 
City Manager Clifford A. Nordby. 
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Every Rambler Dealer has 
: an army of enthusiastic, 
“ unpaid salesmen... 


HIS CUSTOMERS: 
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te Here’s what Rambler Owners 
ub, 
lis- « ° 
7 told Popular Mechanics Magazine... 
Net 
of Every year, Popular Mechanics asks 1,000 new owners of each make of 
- car to tell about their new automobiles. What did they find when they 
-~ talked to 1959 Rambler owners picked at random from coast-to-coast? 
la- Says Popular Mechanics in the May, 1959 issue: 
= “RAMBLER OWNERS are a happy bunch .. . less than one per cent 
- (0.9 per cent to be precise) of all Rambler owners in the PM survey give 
. their cars a poor rating. This is the best record achieved by any U.S. 

car since our Owner’s Report series began in 1950. . . usually four or five 

per cent rate their cars ‘poor’. Occasionally, as many as 10 per cent.” ae tad 

POWER A 
ee ON FISHING 
o. CAR ENGINES FOR Boats | | 

f Typical Rambler Owner Quotes Reported In Popular Mechanics a —————— 
ym 
to 
rs “‘Handles in traffic like a small car and on the highway like a large “‘Body is very tight. Usually by check-up time there are rattles to 
th car.” —California Truck Driver. be taken care of. Rambler has none.”’—Maine Housewife. 
™ ““My gasoline and oil bills are almost half what they were in my Stiding, PORTING SONS GE POTOEN-Oh OE WES.” = Re 

. » ‘ Retired Owner. 
” previous. car.’’—New Mexico Secretary. 
al “This car was built and finished at the factory. The dealer didn’t 
7 “IT like the ability to park in places I once had to pass up.” — have to finish the job as is the case with so many other makes.” 

California Navy Officer. — Nebraska Banker. 
i. 
to 
S. . ” 9 
. é. / ¢ No Wonder Rambler is America’s 
ly 1) sf 2 — “~ 5 ee 
: | ao " SB. fells No. 1 Sales Success Car! 
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GO AND GROW WITH 


RAMBLER? 
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obligation and my inquiry will be held in the strictest confidence. 


YOU Have the opportunity! 


Rambler Frenchises Alse Available in Canada ond Impertent Export Markets. 
In Canada Write te: American Moters (Canada) Lid., 2951 Danforth Ave., Teronte. 
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NEWS else in the world. 





The Push for Greater Sales 
Is Under Scrutiny 


Ar some of the factories getting a little too enthusiastic 
about sates stimulation? 


Generally, dealers tell us, the auto makers are playing 
it straight. There is no pressure, they say, beyond the 
normal and legitimate appeals for sales. 


However, H. L. Galles jr., president of NADA, told a 
joint meeting of Illinois and Missouri dealers that the 
“sell at any price” tactics have been resumed in some 
quarters. 

And dealers at the convention cited the first-place fric- 
tion between Ford and Chevrolet, and sparks from the 
third-place struggle by Oldsmobile, Plymouth, Pontiac and 
Rambler. 

There is a tradition in the industry that you ride a fav- 
orable tide hard. You push the hardest for more sales at 
a time when the selling is good. 


Doubtless this works up to a certain point. But dealers 
have found to their sorrow in recent years that volume 
isn’t everything; that unless there is a profit on each deal, 
volume can be a-dealer’s worst enemy. 


So far we have the feeling that there is no conscienceless 
drive for volume at the expense of the dealers’ welfare. 
Reports of undue factory pressure for sales are the excep- 
tion rather than the rule, judging from our own checks 
with dealers. 


But this effort to ride the tide of sales is something 
that can get out of hand very easily. 


Surely we do not need another lesson in profitless pros- 
perity.for auto dealers. 





AUTOMOTIVE NEWS, MAY 25, 1959 


Coming 
Events 


Dealer Conventions 


June 45—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June &8— Delaware Automobile Dealers 
Assn., Henlopen Hotel, Rehoboth Beach, 


Del. 
June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
apres Whiteface Inn, Whiteface, 


June 1820—Automobile Dealers Assn, of 
Indiana, French Lick Springs, Ind. 
June 21-24—Michigan Automobile Deal- 
ers Assn., Gratiot Inn, Port Huron, 

Mich. 

Aug, 7-8— Montana Automobile Dealers 
Assn., Butte, 

Aug. 911 — Georgia Independent Auto- 
mobile Dealers Assn., General Ogle- 
thorpe Hotel, Savannah. 

Aug. 23-26—Automobile Dealers Assn. of 
West Virginia, Greenbriar Hotel, White 
Sulphur Springs, W. Va, 

Sept. 45—Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland, 

Sept. 13-15—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-22—3éth Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 
Assn.. Broadmoor Hotel, Colorado 


Springs. 

Sept. 26-22—Kentucky Automobile Dealers 
Assn., Kentucky Dam Village, Gilberts- 
ville, Ky. 

Sept. 20-22—New Jersey Automotive Trade 
Assn., Hotel Chalfonte-Haddon Hall, 
Atlantic City. 

Sept. 21-22—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, 
Sept. 27-28—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 


Bretton Woods, N. H., 

Oct. 11-13—Automotive Trade Assn, of 
Virginia, John Marshall Hotel, Rich- 
mond. 

Oct. 18-20—Florida Automobile Dealers 
Fam. Hotel Pobert Meyer, Jackson- 
ville. 


Oct. 2%-26—Oklahoma Automobile Deal- 
ers Assn., Hotel Tulsa. Tulsa. 

Nov. 15-17—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov. 10—Connecticut Automotive Trades 

Assn., Statler-Hilton. Hartford, 

Nov, 21-23—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 
Dec. 2—Utah Automobile Dealers Assn., 
Utah Hotel Motor Lodge, Salt Lake 

City. 
Jan. 30-Feb. 3—National Automobile Deal- 
ers Assn.. Washinaton. D. C. 
* * * 


Auto Shows 


Oct, 21-25—International Foreign & Sports 
Car Show, Commonwealth Armory, Bos- 


ton. 

Oct, 31-Nov, I1—4Ist International Motor 
Show, Turin, Italy. 

Dec. 1-4—Tampa Auto Show, Fort Homer 
Hesterly Armory, Tampa. 

Jan. Ie 
Show, 


2nd Annual Chicago Auto 
International Amphitheatre, Chi- 


cago. ; , 
Jan, 24-28—international Foreign & Sports 
Car Show, Dinner Key Auditorium, Mi- 


ami. 

Feb. 614—Detroit Auto Show, Artillery 
Armory. 

Feb. 10-13—Automotive Service Industries 
Assn. Show, Coliseum, ew York, 


General 

May 25-28— Design Engineering Confer- 
ence and Design Engineering Show, 
Convention Hall, Philadelphia, 

June 14-19—SAE Summer Meeting, Chal- 
fonte-Haddon Hell, Atlantic City. 
Aug. 10-13—National West Coast Meet- 
ing, Hotel Georgia, Vancouver, B. C. 
Sept. 14-17—National Farm, Construction, 
and Industrial Machinery Meeting, Pro- 
duction Forum and Display, Milwaukee 

Auditorium, Milwaukee, 

Oct. 5&7—Annual Truck Body & Equip- 
ment Assn. convention and exhibit, Hotel 
Sherman, Chicago. 

Oct. 5&10—National Aeronautic Meeting, 
Aircraft Manufacturing Forum and Air- 
craft Engineering Display, The Am- 
bassador, Los Angeles. 

Oct. 1823— Annual American Trucking 
Assn, convention. Hotels Biltmore and 
Statler, Los Angeles. 

Oct. 21-24—Automotive Wholesalers of 
Texas, Adolphus Hotel, Dallas, Tex. 
Oct. 2%-28—Nationa!l Transportation Meet- 

ing, La Salle Hotel, Chicago. 

Oct. 27-28—National Diesel Engine Meet- 
ing, La Salle Hotel, Chicago. 

Oct. 28-30—Annual convention and trade 
show, Automotive Parts Rebuilders Assn., 
Roosevelt Hotel, New Orleans. 


30 Years Ago... 









Automotive Cartoon 


Of the Week 





"See! Another prospect has flipped over our ferrific deals." 


Letterbox 











‘Tax and Tariff ......’ 





This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 7, Mich. 





At Home Abroad 


I have found your newspaper 
very educational and packed with 
useful information and statistics 
about the auto industry. Also being 
a government employe who has 
been working in Europe the past 
14 years (since the war) and a 
native Detroiter, I find it very inter- 
esting to learn the news from our 
dynamic industry in my old home 
town. 

Also from your paper, I have 
noticed the little cars I see so 
often on the narrow crown-topped 
French roads here have been 
catching on in the States very 
rapidly. I believe in this region 
(Central Western France) I have 
seen mostly the Peugeot 403, which 
is about the same size as the Stude- 
baker Lark at home, and an excel- 
lent car... 

Another reason I am interested 
in receiving your paper is to follow 
the progress of my company, Stude- 
baker-Packard Corp., in which I 
am a moderate stockholder. In re- 
spect to foreign imported cars, I 
believe the Detroit auto industry 
can take care of itself, but am very 
surprised that U. S. tariffs have not 
been raised any higher, as com- 
pared with the extremely high tar- 


The Big Stories 


Production of the Ruxton, America’s first front-wheel-drive auto- 
mobile, was started this week in 1929 in a private plant, and 500 cars 
were scheduled to be ready for delivery by July 1, according to A. M. 
Andrews, president, New Era Motors, Inc., which was organized to 
build the new car. Construction of the car was planned for two plants 
to be located in Cleveland and St. Louis. 

Careful planning and sound business methods were credited with 
making Ormsby Chevrolet Co., San Antonio, the top Chevrolet dealer 
in the Southwest in 1929. “It is our plan to not only inject a thorough 
and vigorous sales effort behind new-car sales,” an official of the 
company said, “but to follow up these sales and make sure that the 
customer has been thoroughly satisfied with the purchase. To do this 
we employ a man who devotes his entire time to his work, We have 
a special form that he fills out following each interview, If the cus- 
tomer reports satisfaction with the purchase, we go after him for 
prospects, If, however, the customer reports some trouble with the 
car, then our man makes out his report in detail and he is charged 
with the responsibility of staying with that customer until the trouble 
has been adjusted and the customer is completely satisfied.” 


—From the Files of Automotive News 





iff that European countries like 
France and Germany impose on 
American cars. 

In France, one pays approxi- 
mately $6,500 for a new Dodge, for 
example, that costs about $3,200 
in the States. And in addition there 
is a license tax for each horse- 
power. And due to large number 
of American horses, this is very 
high. Also lately they have added 
another $285 tax on top of this. 
I imagine then the price is well 
over $7,000 for a $3,000 product. 

In Germany it is only slightly 
lower. But in view of such high 
discrimination against American 
cars in Europe (France and Ger- 
many), I would not be surprised 
that the U. S. might slightly raise 
the present small import tax on 
European cars.—Rosert KocuoiaNn. 

~ * © 


Arithmetic 


I would like to comment with 
regard to an article in your Apr. 27 
issue concerning a report that 
BMW-NSU cars top 30 other im- 
ports. 

Although reading the article as it 
stands, it would appear to be 
correct, I would like to point out 
that by adding Ford and Stude- 
baker you would exceed Chevrolet 
sales, the point being, that, manu- 
facturewise, there is no connection 
between BMW and NSU. 

If grouping of any sort, whether 
manufacturer, importer or dealer 1s 
msed for comparison, the same type 
of grouping should be used for the 
compared vehicles. 

As such, I would point out that 
Austin and Austin-Healey figures 
added together would by far exceed 
the BMW and NSU sales, or, al- 
ternatively, Riley, MG and Morris, 
as forming the Nuffield groupP, 
would also exceed this total; fur- 
thermore, if we added all the BMC 
(British Motor Corp.) vehicles to- 
gether (which is a combination of 
all the Austin and Nuffield ve 
hicles), our total is, of course, con- 
siderably in excess of the afore 
mentioned BMW-NSU figures. 

In fairness to other manufactur- 
ers, I would also point out that 
this would hold true in turn for 
Sunbeam, as part of the Rootes’ 
Group (Hillman, Humber, Singer). 
—Import READER, 
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FROM NEW YORK: “All four of my brakes are always perfectly adjusted whether 
I'm on the throughway or driving in bumper-to-bumper traffic in the city.” 


FROM ATLANTA: “Knowing our brakes are never out of adjustment gives me a 
wonderful safe feeling. I’m at ease even when taking the children to school.” 


Bendix* Self-Adjusting Brakes give dealers 
a double-barreled sales appeal: safety plus 
economy. And those in close touch with 
today’s market know that these two appeals 
—safety and economy—are among the most 
powerful sales points that can be made to 
the American buying public. 

Car prospects quickly realize that there’s 
real safety in always maintaining the brakes 
at maximum stopping power. And the 
obvious savings that they make by elim- 
inating the expense and bother of periodic 
brake adjustments. What’s more, with all 


Bendix fivrsion SOUth Bend, wo. 


brake shoes always correctly adjusted, 
there’s always the right clearance between 
pedal and floor. And that’s a feeling any 
car buyer appreciates. 

Reasons like these make self-adjusting 
brakes a good “talking piece”’ for dealers. 
It won’t be long before car buyers every- 
where will know about self-adjusting brakes 
—and want them. But this latest advance- 


ment in brakes joins power brakes and — 


power steering as examples of how Bendix 
pioneers and develops improvements to 
meet the needs of the automobile industry. 


*REG. U. S. PAT. OFF. 





FROM DENVER: “There’s new pleasure in mountain driving now that | know 
my brakes always have maximum stopping power.” 


FROM MINNEAPOLIS: “In all kinds of weather, self-adjusting brakes give me 
stopping power at its best—and save the cost of brake adjustments.” 








When shoe clearance exceeds a prede- 
termined amount, a ratchet sets up the 
star wheel adjuster one notch—as the 
brakes are applied when the car is in 
reverse. This automatically adjusts the 
shoes to exactly the right fit within the 
drum and compensates for lining wear. 
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PROVED AT HIGHER THAN TURNPIKE SPEEDS G 


Laboratory tests had indicated that TYREX viscose tire cord showed prove it, an independent tire testing company conducted a series of road th 
superior performance qualities at higher temperatures than nylon. To tests over a hot, abrasive pavement at speeds up to 128 miles per hour. 





Pa m™M, 24.4.8 0.40.4 ow 


60% LESS CHUNK OUT! 
At these far-greater-than-normal speeds, tread chunking naturally occurred. 


But the number of linear inches of tread chunking on nylon tires was 2% 
times as much as on tires made with TYREX viscose cord. 


77% LESS GROWTH! 


The combination of high speed and high temperatures (tire temperatures 
rose to over 200°) affected the nylon cord more than the TYREX viscose 
tire cord. The nylon tires showed 3 times as much growth. 


24% LONGER TREAD LIFE/ 

At the end of this grueling series of tests, careful measurements of all the 
tires showed that the tires containing TYREX viscose tire cord delivered 
24% greater tread mileage than the tires made with nylon. 


; : : : . TYREX INC., Empire State Bldg. 
Give your customers more tire power with TYREX viscose tire cord—the tough new cord tification mark of TYREX Ine, for 


viscose tire cord and yarn. TYREX 


that makes any tire run cooler, softer, quieter and safer... with no morning thump. ee ee 


xVY ower ene. bar > | 















AUTOMOTIVE WASHINGTON 


New Highway Liaison 
Proposed by Chayne 


By William Ullman 

Washington Bureau Chief 
oo MOTORS wants the auto industry and highway 
traffic authorities to develop a closer working relation- 
ship—perhaps through some new organization—to work on 
plans for the future of highway travel. The proposal was 
made by Charles A. Chayne, GM engineering vice-president, 


at a GM luncheon in Wash- 
ington for some 300 members 
of the military, highway or- 
ganizations and the press, 

Chayne said that there already 
are many examples of coordination 
between the auto industry and 
public officials. 

“One of the most productive has 
been our long-term liaison with 
the American Assn. of Motor Ve- 
hicle Administrators,” he said. 
Through the Highway Research 
Sa is Board, National 
Safety Council 
and Cornell Uni- 
versity Medical 
College, GM also 
has had a chance 
to work with 
highway officials, 
traffic engineers, 
police and other 
groups, Chayne 
added. 

“The merits of 
liaison already established clearly 
indicate that still closer coordina- 
tion could produce still more rapid 
and efficient progress,’ Chayne 
told his audience. 

“Now, as we stand on the 
threshold of vastly more sophis- 
ticated techniques of vehicle and 
traffic control, such a develop- 
ment appears virtually impera- 
tive.” 

He explained that there may be 
new developments in the near 
future “that will bring the motor 
vehicle and the highway into a far 
more intimate functional relation- 
ship than the mere contact of tires 
and pavement.” 

As an example of what he was 
talking about, Chayne and Dr. 
Lawrence R. Hafstad, GM research 
vice-president, showed guests a 
scale working model of an elec- 
tronic highway. It represents GM’s 
= work on “driverless” motor- 





ng. 

During the demonstration, tiny 
cars and buses scurried around a 
miniature oval highway, slowing 
and stopping automatically when 
obstructions appeared in the road 
ahead. The cars received their 
steering directions as well as speed 
commands from wires buried in 
the road bed. 

= * 

Automatic Roads 
vos model was a development of 

an idea revealed in January, 
1958, by RCA’s V. K. Zworykin, 
who invented the television picture 
tube. Dr. Zworykin proposed such 
a highway before the annual meet- 
ing of the Highway Research 
Board in Washington. 

Less than two months later, 
GM demonstrated an automatic- 
ally guided car steered by an 
electrical cable buried in the 
road at its Technical Center in 
Michigan. The model on display 
in Washington included several 
improvements on this system. 
While any practical application 
of the auto-control highway may 
be decades away, Chayne thinks it 
is time now to bring auto makers 
and highway people closer to- 
gether. 

He said he would not propose 
any formal means of doing this, 
adding that he was not in a posi- 
tion to speak for the entire auto- 
mobile industry. But he said he 
felt that auto makers “should be 
afforded the opportunity for liaison 
with a single coordinating agency 
that is broadly representative of 
ali the groups of public officials 
having major highway traffic re- 
sponsibilities.” 

Such an agency, Chayne empha- 
sized, should supplement—not re- 
place—existing machinery for liai- 
son in various areas. 


- os a 

Treading Carefully 
Gata was treading carefully 
in a field that has been dis- 





cussed many times before. Many 
different organizations have grown 
up around automobile travel—or- 
ganizations for auto makers, for 
safety men, for dealers, for parts 
men, for highway builders, for 
highway planners, for traffic offi- 
cials, for driver licensing officials, 
for highway engineers, and for 
sheriffs, police chiefs, and just 
plain policemen. There are 101 
other groups, too. 

As Chayne said in a diplo- 
matic understatement, “We have 
achieved a substantial measure 
of success in the face of a divi- 
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sion of responsibility whic h— 
considering the intimate rela- 
tionship of the motor vehicle and 
its operating environment— 
might theoretically seem un- 
workable.” 

The truth is that many organiza- 
tions in the field have been at 
cross-purposes for years. Chayne’s 
plea for a single agency to coordi- 
nate efforts toward better highway 
planning and safer highways is a 
needed one, 

As Chayne said, the future suc- 
cess of highway transportation will 
depend as much on actions in the 
conference room as on actions in 
the laboratory and on the test trip. 


* * * 


The Practical Man 


HIGH-RANKING Naval officer 

at the GM luncheon remarked 
to a companion, “I don’t want to 
appear irreverent, but I still think 
more good inventors are going 
to come out of greasy machine 
shops than out of fancy labora- 
tories.” He cited the late Dr. 
Charles F. Kettering as a case in 
point. 

The officer might have recalled 
that Boss Ket did a pretty good 
job of inventing no matter where 


he was. He did all right with the 
self starter in a barn in Dayton, 
and he did all right in GM’s mod- 
ern laboratories, too. 

But like the officer, Kettering 
always had faith in the independ- 
ent inventor, in the practical man. 
He called him a “screwdriver and 
pliers” man. That is one reason 
that Ket served without pay from 
1940 until his death as chairman 
of the Government’s National In- 
ventors Council. The Council 
screens ideas for the military that 
come in from lone-wolf inventors. 

Kettering’s successor as chair- 
man of NIC is Dr. C,. S. Draper, 
who took office last week. Draper 
is head of the department of aero- 
nautics and astronautics, Massa- 
chusetts Institute of Technology. 


* * * 


Inventions Wanted 


a. and his group released 
28 new problems to America’s 
inventors, and asked for all the 
ideas they could get to help solve 
them. The Council doesn’t care 
about a man’s education or the 
grease on his hands, so long as 
his idea is workable. 

Among the new devices wanted 
by the Government is a control- 


i, 


lable lift device to permit the 
slow descent of a man from an 
air vehicle to the earth. It should 
be responsive enough to contro] 
to permit an infantryman to use 
it to get over rough terrain, 

Also wanted are the following: 

A way to make a damaged gub. 
marine cable rise to the surface 
of the water when injury occurs, 
It might be done by putting chem. 
icals inside the cable which would 
interact with the sea water when 
a break occurs. 

New concepts for mixing a gojj 
stabilizer into wet, sticky soils 
Present techniques require either 
cumbersome machinery—or don't 
work. 

A small pressure sensor not de. 
pendent on bellows, diaphragms, or 
bourdon tubes, to provide an ac. 
curate indication of pressure in 


fluid lines and combustion areas, 
ok ~ . 


Price-Wage Power 


EP. LESTER HOLTZMAN, 

New York Democrat, hag of- 
fered a bill to allow the President 
to freeze all prices and wages for 
90 days. 

The lawmaker said that the 
standby controls. could be used in 
an emergency to give Congress 
time to consider imposing controls 
for a longer period. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Watertown, N. Y. 


Chevrolet was far out in front 
in new-car sales in Jefferson 
County (Watertown), N, ¥., | in 
April with a total of 73, according 
to a report by the county clerk’s 
office. Ford was second with 56 and 
Plymouth third with 38. 

Sales of other makes include: 
Buick, 36; Oldsmobile, 32; Rambler, 
31; Pontiac, 15; Cadillac, 13; Stude- 
paker, 9; Dodge, 8; Chrysler, 8; 
Mercury, 5; DeSoto, 3; Lincoln, 1, 
and miscellaneous, 14.—(George E. 


Toles.) - 6% 


Detroit 


New-car sales in Wayne County 
(Detroit) in April numbered 14,103, 
compared with 15,380 in March and 
9,553 in April a year ago. 

Used-car sales totalled 11,118, 
compared with 12,719 in March and 
9,969 in the 1958 month. 


Now available, N-A-XTRA HIGH-STRENGTH 
is a low-alloy heat-treated steel, fully quenched 
and tempered. The minimum yield strength range 


of N-A-xTRA steel is from 80,000 to 110,000 psi. 


The great strength of N-A-xTRA (nearly three 
times that of mild carbon steels) gives designers 


the opportunity to eliminate costly dead weight 


from your products. 


N-A-XTRA is tough at normal and subnormal 
temperatures. It can be readily cold formed into 
difficult shapes. And it welds beautifully by any 
process—with no underbead cracking. For a job 
where only the strongest of steels will do... 


specify N-A-XTRA HIGH-STRENGTH steel. 


Write today for your copy of new illustrated 
technical brochure. Address Great Lakes Steel 
Corporation, Detroit 29, Michigan, Dept. R-6. 


GREAT LAKES STEEL 
A DIVISION OF NATIONAL STEEL CORPORATION 
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By makes, new-car registrations | were: 


were: Ford, 4,390; Chevrolet, 3,102; 
Plymouth, 1,120; Pontiac, 978; 
Oldsmobile, 891; Mercury, 646; 
Rambler, 642; Buick, 417; Dodge, 
394; Cadillac, 320; Edsel, 232; 
Chrysler, 153; DeSoto, 134; Stude- 
baker, 116; Renault, 76, and Volks- 
wagen, 62. 

Imperial, 52; Simca, 51; Lin- 
coln, 45; Continental, 43; Fiat, 
43; Opel, 32; English Ford, 27; 
Metropolitan, 22; Austin-Healey, 
16; Hillman, 14; Volvo, 14; Vaux- 
hall, 13; Triumph, 11; MG, 8; 
SAAB, 8; Mercedes-Benz, 7; 
Willys, 6; Peugeot, 4; Jaguar, 3; 
Morris, 3; Borgward, 2; Citroen, 
2, and miscellaneous, 4. 

New-truck registrations num- 
bered 742 in April, compared with 
847 in March and 486 in April, 1958. 
Used-truck sales totalled 459 in 
April, compared with 623 a month 
earlier and 472 a year earlier. 

New-truck registrations in April 
Ford, 334; Chevrolet, 219; 











Dodge, 63; GMC, 39; International, 
16; Willys, 11; Autocar, 9; Mack, 
9; White, 4; Divco, 3; Studebaker, 
1, and miscellaneous, 34.—(Robert 


M. Lienert.) 
* *” * 


Baltimore 

April new-car registrations in 
Baltimore totalled 2,399, compared 
with 2,557 in March. 

By makes, registrations were: 
Ford, 607; Chevrolet, 581; Plym- 
outh, 245; Oldsmobile, 173; Ram- 
bler, 150; Pontiac, 102; Buick, 72; 
Dodge, 63; Cadillac, 55; Stude- 
baker, 52; Mercury, 48; Chrysler, 
37; DeSoto, 22; Lincoln, 15; Impe- 
rial, 10; Edsel, 7, and miscellane- 
ous, 160. 

For the entire state, including 
Baltimore, April foreign-car reg- 
istrations were: Volkswagen, 109; 
Fiat, 108; English Ford, 101; Re- 
nault, 84; Opel, 73; Simca, 73; 
Hillman, 47; Triumph, 44; Vaux- 
hall, 32; Mercedes-Benz, 27; 











“They worked out a deal that 

we can afford. The sales manager 
phoned around and got you a job 
as a car hop.” 
Volvo, 26; Austin, 21; Morris, 20; 
Jaguar, 13; Taunus, 13; Peugeot, 
12; MG, 9; Borgward, 6; SAAB, 
6; Alfa Romeo, 5; Singer, 4; Sun- 
beam, 4; Porsche, 2, and miscel- 
laneous, 6. 

New-truck registrations in Balti- 
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more amounted to 408 in April, 
compared with 273 a month earlier. 
By makes, they were: Chevrolet, 
124; Ford, 88; International, 71; 
GMC, 30; White, 15; Dodge, 12; 
Mack, 11; Willys, 7; Brockway, 3; 
Reo, 1, and miscellaneous, 46.— 
(Kate Savage.) 

* 


* 
Chillicothe, O. 

April saw 135 new cars titled in 
Ross County (Chillicothe); O., with 
the total shared as follows: 

Chevrolet, 31; Ford, 30; Buick, 
17; Plymouth, 13; Pontiac, 13; Mer- 
cury, 8; Studebaker, 5; Oldsmobile, 
4; Simca, 4; Chrysler, 2, and one 
each for DeSoto, Dodge, English 
Ford, Goliath, Lincoln, Triumph, 
Willys and Volkswagen. 

* * * 


Sioux City, Ia. 

A total of 294 new cars were sold 
in Woodbury County (Sioux City), 
Ia., in April, fewer than the 303 
registered in March. 

Ford led Chevrolet in April, 90 
to 53, as opposed to the previous 
month, which found Chevrolet in 
front by a count of 90 to 69. 

Other April registrations were: 
Pontiac, 32; Buick, 24; Plymouth, 
23; Oldsmobile, 15; Rambler, 12; 
Cadillac, 9; Mercury, 7; DeSoto, 

6; Studebaker, 4: Volkswagen, 
4; Chrysler, 3; Dodge, 3; and one 

each for Edsel, Imperial, Lincoln, 

King, Mercedes-Benz, Triumph, 

DKW, Opel and miscellaneous. 

New-truck registrations totalled 
82 in April, compared with 71 in 
March. By makes, they were: Chev- 
rolet, 34; Ford, 19; International, 
17; White, 5; GMC, 3; Mack, 2; 
Dodge, 1, and Studebaker, 1. 

*~ * - 


Omaha 

Chevrolet, Ford and Plymouth 
ran one-two-three in April car sales 
in Omaha with 376, 342 and 95 reg- 
istrations, respectively. Pontiac and 
Oldsmobile came next with 92 and 
76 sales. Rambler, with 60 regis- 
trations, was sixth. The total for 
April was 1,322, against a March 
total of 1,216. 

In trucks, the leaders were vir- 
tually bunched: Chevrolet, 63; In- 
ternational, 62, and Ford, 61. A 
total of 239 trucks were sold, re- 
fiecting a healthy increase over 
March’s 172. 

All indicators in the Omaha mar- 
ket area point to increasingly good 
economic climate. Retail automo- 
tive dealers are splurging on extra 
newspaper advertising.—(Arthur R. 


Oleson.) 
* * ~ 


Dallas 


The 3,899 new cars registered in 
Dallas during April were broken 
down as follows: 

Chevrolet, 1,157; Ford, 802; Olds- 
mobile, 327; Pontiac, 318; Plym- 
outh, 212; Rambler, 189; Buick, 169; 
Volkswagen, 91; Cadillac, 79; Ren- 
ault, 57; Studebaker, 54; Dodge, 53; 
Simca, 46; Mercury, 40; Opel, 38; 
Vauxhall, 35; Triumph, 30, and 
Chrysler, 28. 

Fiat, 27; Metropolitan, 26; Volvo, 
16; DeSoto, 12; English Ford, 13; 
Mercedes-Benz, 10; Peugeot, 10; 
Lincoln, 9; Austin-Healey, 7; Im- 
perial, 7; Lloyd, 7; Edsel, 5; MG, 
5; Hillman, 4; Morris, 3; Alfa Ro- 
meo, 2; Austin, 2; Sunbeam, 2; 
Willys, 1, and miscellaneous, 6. 

The 682 new-truck registrations 
included: Chevrolet, 300; Ford, 155; 
International, 97; White, 44; GMC, 
38; Mack, 16; Dodge, 9; Volks- 
wagen, 6; Willys, 4; Kenworth, 3; 
Peterbilt, 3; Diamond T, 2; Stude- 
baker, 2; and miscellaneous, 3.— 
(Ruby Fenoglio.) 

a * 


7 
St. Joseph, Mo. 

New-car sales are climbing and 
a are optimistic in St. Joseph, 

oO. 

Profits vary, but many dealers 
show an increase in gross. New-car 
inventories rated at slightly below 
normal in some lines, adequate in 
all lines and a little up in some 
instances. This averages out to 
below-normal ‘stocks, according to 
some dealers. 

Used cars are moving good, prices 
are steady and stocks are rated 
low. 

Credit conditions are normal and 
service business throughout the 
area is reported showing a strong 
spring upsurge.—(L, H, Houck.) 


Rosewall Motor Sold 


Rosewall Motor Co. (Ford-Mer- 
cury) has been sold by W, C. Rose- 
wall to James Bruce and John 
Proudfoot, Ione, Ore. The name 
has been changed to Bruce Motors. 



























































































GM Third Again... 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Today’s advertising men must 
learn to build their campaigns 
upon the sound basis of researched 
fact, not upon the shifting sands 
of dream, fantasy and preconceived 
notions, according to W. D. Moore, 
Dodge director of advertising and 
sales promotion. 

Speaking before the Toledo Ad- 
vertising Club, Moore said “Pres- 
sures of competition have become 
so intense, and the stakes so 
high, that the rules of advertis- 
ing have changed drastically.” 

Moore declared that as an agency 
man for 15 years and advertising 
director of Dodge for five years, 
he has observed that advertising 
men in general are not making 
full use of research in their cre- 
ative approach to today’s sales 
problems. 

“The advertising business enjoys 
many privileges, and it is time that 





we also assumed more responsibil- 
ities,” he said. 

“We must use the responsible 
facts of research to determine 
our overall advertising strategy. 
And then we must use the re- 
search data to create specific 
copy platforms—specific advertis- 
ing campaigns—and specific ad- 
vertising goals. 

“This research will also provide 


us with good, solid reasons to sup-| 


port new selling ideas—or to re- 

affirm. our current and past 

emphasis and direction, Research 

cannot do the complete job, but we 

can do our job better through bet- 

ter use of research,” Moore said. 
* a * 


Name Change for Calif. Oil 


California Oil Co. has joined sev- 
eral other advertisers in a $1 mil- 
lion split-run advertising contract 
with Saturday Evening Post and 
will use its insertions to announce 
the change of all Calso retail sta- 
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tion identifying signs from Calso 
to Chevron. 

The insertions, which began in 
the May 16 issue of the Post, will 
appear in 12 northeastern states 
and the District of Columbia. 

* * + 
Fleet-Wing Picks Agency 

Fleet-Wing Corp., a subsidiary of 
Standard Oil Co. of Ohio, has 
selected Gris wold-Eshleman Co., 
Cleveland, to handle its advertis- 
ing. 

Following a market analysis, de- 
signed to pinpoint key petroleum 
marketing areas, the agency will 
conduct a radio, newspaper, tele- 
vision and direct mail advertising 
program that will approach $250,- 
000. 


* * * 


TV Guide Circulation Up 


TV Guide magazine will increase 
its circulation guarantee to adver- 
tisers to 7,250,000 copies effective 
with the Oct. 31 issue. The new 
rate base represents an increase of 
750,000 copies over the magazine's 
present guarantee. 

Advertising rate changes also 
will go into effect with the Oct. 31 
issue. The present $2 per thousand 
black and white page rate will re- 
main intact, but rates for a page 





in two-color will be reduced to 
$2.40 per thousand and the rate for 
a four-color page will be lowered 
to $2.89 per thousand. 

The one-time rate for a black 
and white page under the new card 
will be $14,500. The one-time rate 
for a page in two color will be $17,- 
500 and the rate for a four-color 
page will be $21,000. 

* * * 


Firestone’s ‘Voice’ Silenced 


A:spokesman for Firestone 
Tire & Rubber Co. has announced 
that at the conclusion of the June 
1 broadcast of the 30-year-old 
“Voice of Firestone” radio-tele- 
vision program it will be with- 
drawn because no suitable net- 
work time is available. 

Presentations by the television 
networks were heard by Fire- 
stone but no suitable evening 
time period was offered, the 
spokesman said. Firestone has 
announced no further plans about | 
its participation in television pro- 
gramming. 


* * 


Export Facts on Chart 


An analysis of U. S. automotive | 
exports in 1958 to 122 foreign mar-| 
kets has been published in wall} 
chart by Automotive World, 386 
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(Q@RBX — APS-402 (RED) 


APS-403 (GREY) 
UNIVERSAL UNDERCOATS 
A true Combination Primer— 
Surfacer—Seater. Top-coat with 
either Lacquer, Acrylic or Enamel. 
Minimizes sand scratches. Su- 


perior hold-out. 




















Mo. 886 
COMBINATION 
THINNER 


Ideal solvent to reduce Lacquer 
and Acrylic colors plus under- 
coats. Companion product for 
new APS Universal Undercoats. 
Excellent solvency, flow, gloss. 















© No. 852 (WHITE) (We. 54 (WHITE) 
UNIVERSAL COMBINATION 
HAND RUBBING COMPOUND WHEEL POLISHING COMPOUND 


Ali purpose. Fineness of abrasives 
produces glistening lustre on all 


finishes. No discoloration; 
news old colors. 


RINSHED-MASON CO., 5935 Milferd Ave., Detroit 10, Michigan 
Send me information on the following: 











Used on automotive production 
lines for both Acrylic and Lacquer 
wheel polishing. Fast controlled 
cutting action. Quick cleanup. 
High lustre. 
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Be vem 

COMBINATION 
RETARDER 
Designed for use in both Lacquer 


and Alpha-Cryl colors. Improves 
flow, eliminates blushing. 










s Ne. 850 
UNIVERSAL 


FLATTING CONCENTRATE 


Produces non-giare flat finish 
when added to regular Lacquer, 
Acrylic or Enamel colors. Effec- 
tively used. on interiors, including 
buses, mobile hemes, etc. 











manufactured by 


Safely removes silicone, wax, 
grease, tar from Lacquer, Acrylic 
and Enamel. Conditions old sur- 
face for better adhesion. 
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© COLOR COATS 


R-M PeR-Max Enamel 
R-M Alpha-Cryl Acrylic Finishes 
R-M Lacquer 


RINSHED-MASON COMPANY 


Anaheim, Calif. 


Windsor, Ontario 


| 

| 

| 

| 

Detroit 10, Mich. 
| 

| Canada 
| 
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Fourth Ave., New York 16, N. y, 

The tabulation covers U. S. ex. 

ports of vehicle parts, accessories 

and garage equipment. It also in. 

cludes comparative figures for 1957 
and 1956. 


* * * 
Borg-Warner Moves Account 
Borg-Warner Corp. has moved its 
$1,250,000 corporate advertising ag. 
count from .J. Walter Thompson 
Co. to Clinton E. Frank, In 


Twenty-five agencies were 
screened and interviewed for the 
account. 

The corporation said that it is 


not contemplating any other 
changes in its agency setup at this 
time. B-W has some 13 other agen- 
cies for its various divisions ang 
subsidiaries. 
* * * 

Peugeot Ad Wins Award 

A Peugeot, Inc., advertisement, 
one of those used to introduce the 
French car to the American pub- 


|lic last year, has been awarded a 
| Certificate of Distinctive Merit in 
the Art Directors Club of New 


York annual national competition 
which attracted more than 14,009 
entries. 

Peugeot’s prize-winning adver. 
tisement for its sports sedan ap. 
peared in a number of magazines 
of national circulation including 
Holiday, U. 8. News & World Re- 
port, New Yorker, Sports Illus- 
trated, Road & Track and Sports 


Car Illustrated. 
* * +. 


Auto Ad Council Meets 


A motivation study of wholesaler 
salesmen will be among the fea- 
tured sessions of the spring meet- 
ing of the Automotive Advertisers 
Council at Hot Springs, Va., May 
25-28. 

In addition, discussions and 
workshop periods will include the 
evaluation of advertising and its 
relationship with sales, the use of 
radio, how to make trade paper ad- 
vertising more readable, how to 
pretest and check the results of 
display and promotion material, 
how to assist in obtaining jobber 
prospects, and the use of contests 
for manufacturer and distributor 


salesmen. 
* * * 


N. C. Ad Bill Passes House 


The North Carolina House of 
Representatives has passed and 
sent to the Senate a bill prohibit- 
ing advertisers from installing dis- 
tracting lighting devices along 
highways. 

The bill, which has an effective 
date of Oct. 1 “to give the people 
time to correct the situation,” has 
the support of state officials con- 
cerned with highway safety, ac- 
cording to Ralph Strayhorn, one of 
three representatives who _ intro- 
duced the bill. 


The legislation provides for adé 
vertisers to be given a 10-day no- 
tice before action is taken to 
prosecute them. It was amended 
to carry a penalty of up to $50 
fine and/or a jail term not to ex- 
ceed 30 days. 

oa 


* * 


Personnel Changes 


Walter A. Barker from national 
advertising department of the Des 
Moines Register & Tribune to na- 
tional advertising manager of the 
Peoria (Ill.) Jowrnal Star, succeed- 
ing Orville Summers, who has 
been named credit manager of 
the Peoria newspaper . . . Richard 
C. Sheldon from McCann-Erickson, 
Inc., to director of research for the 
New York Herald Tribune ...- 
John A. Stair from sales promotion 
manager of Automotive, Ine., Fort 
Smith, Ark., to managing editor of 
Jobber Products News, Chicago ..- 
Robert D. Fulton from advertising 
staff of Woman’s Home Companion 
te western sales staff of Suburbia 
Today ... Philip A. Young from 
copy director specializing in radio- 
television for Calkins & Holden to 
radio-television service representa- 
tive on the Plymouth account at 
N. W. Ayer & Son, Inc.. 

J. Henderson from vice-president 
of creative services of Wilding- 
Henderson, Inc., Detroit, to vice- 
president of creative development 
of Wilding, Inc., Chicago ... B. & 
Petersen from advertising man- 
ager of Thermoid division of H. K. 
Porter Co. to advertising staff of 
Aitkin-Kynett Co., Inc., Philadel- 
phia ad agency... Robert V. 
Merrick from advertising sales 
staff of American Weekly to na- 
tional advertising staff of 

Guide. 
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A Monthly Section Describing and Interpreting Technical Developments 
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by Joseph M. Callahan 








White Light Feature 


Of Electroluminescence | 
| 


LECTROLUMINESCENT light- 
ing, the advanced type of light- 
ing that will be introduced on two 
Big Three cars this fall, will be 
appearing on the market in a wide 
variety of colors in a year or two.| 
With this type of lighting, an en-| 
tire metal or glass panel can be il-| 
luminated, shedding an attractive. | 
glare-proof and shadowless light 
over an entire area. 

Originally, EL lighting was 100 
percent green, But this year, 
lighting engineers for the first 
time developed a blue light that 
was sufficiently bright by in- 
creasing the frequency of the 
electrical current, 

In recent months, Sylvania Elec- | 
tric Products, Inc., which developed 
the EL system to be introduced by 
the auto makers, came up with a 
yellow EL light almost as bright} 
as the green and blue. 

The Sylvania people then com-| 
bined the blue and yellow EL| 
lamps and produced the long- 
wanted white light which will be! 
introduced on some electrolumi-| 
nescent products such as clocks 
and thermometers later this year. | 
Also. some instrument clusters on 
the ’61 cars will feature white EL 
lighting. 

* = * ! 

S YET, there is no natural red| 

EL light. Electroluminescent 





(Continued on Page 30, Col. 3) 


SAE ‘Nemesis’ 
To Speak at 
June Meeting 


EW YORK.—American auto 

engineers will assemble in 
audience next month to hear their 
Most outspoken domestic critic, 

urence Crooks, of Consumers 
Union. 

Crooks, whose new-model test re- 
ports in Consumers Research mag- 
azine have rankled Detroit. execu- 
tives for years, will address the 
Society of Automotive Engineers 
Summer meeting on “Small Cars, 
Pro and Con.” The meeting is 
Scheduled for June 14-19 at the 
praltonte-Haddon Hall, Atlantic 

y. 

Another highlight will be a re- 
Port on the automotive effects of 
the Common Market by Andre 
Laurent, general secretary of the 
Belgian SAE. 

Subjects of other sessions will be 
as follows: 

Two-cycle engine fuels and lubri- 
Cants, development. of. car seating, 
European research and devel- 
opment, military ground transpor- 
tation, new particle accelerators, 
off-the-road testing, diesel develop- 
Ment, radiotracers. 

A review of metallurgy, glazing 
Materials, automation. in Europe, 





auto safety, truck ‘transmissions, 
cooling systems, engine noise, spare 
tire elimination, engine and speed 
8overnors, heavy-duty electrical 
Systems, automotive adhesives and 
new non-metallic materials. 





|What GM’s Corvair Means... 





Rear Engine to Usher in New Era 


By Joseph M. Callahan 
Engineering Editor 


N ERA of innovation in Ameri-| 


can autos, starting with the 
rear engine, will arrive this fall 
when the Big Three enter the light- 
car field. 
The rear-engine car will be Chev- 
rolet’s Corvair (a contraction of 
Corvette and Bel Air). It will fea- 


| ture an air-cooled, aluminum-block, 


six-cylinder engine, capable of 90 
to 100 horsepower, about 25 miles 
to the gallon and a speed of about 
90 miles an hour. 

The engine is of the pancake 
type, with six horizontally-op- 
posed cylinders and pistons lying 
on their sides, resulting in a 
power plant twice as wide as it 


| is high. The aluminum block is 


split down the middle and bolted 
together. 

As in most rear-engine cars, 
power in this unit will be trans- 
mitted forward via a stub shaft 


| (located above the differential) to 
| the transmission, and then back to 
the differential and to the swing 
axles sprouting from each side. 

* * * 


oe logical alternative of this 
power train would be for the 
| transmission to be just forward of 
| the engine and the differential just 
forward of the transmission. But 
this would cause the engine to pro- 
trude too far to the rear. 

Not since the front-wheel-drive 
Cord went kaput in 1937 has there 


tion car, although prototypes of the 
ill-fated Tucker Torpedo had rear 
engines. 

The Corvair is unusual not 
only because it has all these fea- 
tures, but because these features 
are being combined in a “com- 
pact car” of 105 to 108-inch 
wheelbase—not a small car which 
is much more compatible with a 
rear, air-cooled, pancake engine. 
Of all the unorthodox features on 











By Martin L. Whitmyer 
Staff Writer 
OLEDO. — One company has 
been the forerunner in the auto 
industry’s efforts to come up with 
the aluminum engines that will be 
installed in some 1960 model cars. 

The company is the Doehler- 
Jarvis division of National Lead 
Co. The man responsible for the 
project 
general manager and chief engi- 
neer. 

The story of the first die-cast 
aluminum engine 
block for cars 
began in April, 
1951, when a joint 
program for a 
four-cylinder en- 
gine block and 


casting facilities 
were initiated be- 
tween Kaiser Alu- 
minum & Chem- 
ical Sales, Inc.; 

A. F. Bauer its automotive di- 
vision, Kaiser-Frazer, and Doehler- 
Jarvis. 

Since existing die-casting fa- 


Engineers 


is A. F. Bauer, assistant | 


Die-Caster Tells History 
Of Aluminum Engine 


| cilities were too small for this 
| engine block, the design of the 
world’s largest die-casting ma- 
chine was started in 1951, This 
machine was completed and made 
its first test run in October, 1953. 
It had a locking pressure of 2,000 
tons, more than twice that of the 
largest die-casting machine then on 
the market. 
| In the meantime, a number of 
large die-casting machines had 
| been designed and erected to close 
the gap between the existing 800- 
ton presses and the Doehler-Jarvis 
2,000-ton unit. 


of 1,200 tons were set up to produce 
| transmission housings up to 25 
| pounds, and larger machines with 


nd) 1,400 and 1,600-ton locking pressures | 
the necessary die-| capable of producing engine blocks | 
up to 50 pounds are under con-| 


| struction, 
* cd ak 

| E first of these 1,600-ton die- 

casting machines—designed and 
built by Cast-Master, Ine., Cleve- 
land, to produce a medium-size 
six-cylinder engine block—already 

(Continued on Page 24, Col, 3) 


Showcase 


@ A safety device for sleepy motorists, invented in 
Italy, consists of a metal ring that fits almost flush 
with the ordinary steering wheel. If a driver falls 


asleep and lets his hand 


fall away from the steering 


wheel, the device actuates a horn and a hand brake. 
Four tire company representatives will discuss spare 


tire elimination at next 


month’s SAE meeting. New 


Willys Maverick is first station wagon to dispense 
with fifth tire as standard equipment. 


Long-rumored stainless steel muffler may be around 
the corner. Allegheny Ludlum and a number of muf- 
fler producers are experimenting jointly with “life- 
time’”’ muffler. 


Largest production car with a rear-mounted engine 
is 108-in. wb. Czech Tatra. Newest model has V-8 
in the rear, with independent. suspension on all four 
wheels. Engine is air-cooled, yields 100 h.p. 


Los Angeles Air Pollution Control tested new “anti- 
smog” fuel, found no promise of a solution to the 


area’s big problem. 





the coming Corvair, its rear engine 
is certain to produce the most con- 
troversy for the next year or two. 


And it’s the rear engine on “For-| 


ward Project,” as the new car is 


called in security-conscious GM} 


circles, that’s causing Chevrolet 
engineers to work long hours, 

L, L. Colbert, president of Chry- 
sler Corp., probably struck the first 
blow in this controversy a few 
weeks ago when he said that Chry- 
sler’s Valiant light car, when it is 
produced, will have the engine in 


front engines—as do the European 
GM and Ford cars. 
* * 


* 
Entrenched in Europe 
HERE’S much to be said for 


and against the rear engine. 
* * ea 





Chassis of Rear-Engine Car— 





been such a daring U. S, produc-; front “where it belongs.” Chrysler's | 
imported Simcas, of course, all have | 


| 





It’s firmly established among the 
European auto makers, although 
they generally make a smaller, less 
powerful car. 

The two most popular European 
makes in this country have rear 
engines. They are the Volkswagen 
and Renault. Fiat 500 and 600, NSU 
Prinz, Porsche, Totra and Isetta 
also have rear power plants, 

So common is the rear engine 
in Europe that engineers who 
developed the Hillman, the sev- 
enth most popular foreign car in 
the U, S., felt called upon to ex- 
plain why they didn’t install a 
rear engine in a new model at 
the Society of Automotive En- 
gineers meeting in March. 

But these are all smaller cars 
than the four-door Corvair whose 
(Continued on Page 24, Col, 1) 
af * * 





A drawing of the chassis of a rear-engine car, indicating why this power train 


configuration has its own special problems. Although a rear-engine car needs no 
Machines with locking pressures | tunnel hump, this Volkswagen chassis has one for housing engine controls and 


| heater tubes. 





OYAL OAK, Mich.— Jim Rob- 
bins, an automotive supplier 
who takes an engineer’s approach 
|to automobile racing, will field a 
car for the 10th straight year Sat- 
urday (May 30) in an effort to 
win again the Indianapolis 500-Mile 
Race that’s worth $100,000. 

His only objective is to do as 
well as he did with his first entry 
in 1950, when Johnny Parsons 
won in a Robbins car. This vic- 
tory was diluted a little because 
Robbins had to split the owner’s 
share —60 percent of the prize 
money — with the former owner 

- who sold him the car nine days 
before the race. 

Other Robbins’ cars have finished 
second (1951) and 10th three times 
(1952, 1953, 1956). Four failed to 
finish because of mechanical trou- 
bles, such as the simple oil-line 
fracture that eliminated his 1955 
car after it won the No. 1 pole 
position. 

Last year his car was involved 
in the first-lap pileup that resulted 
in the death of driver Pat O’Con- 
nor. Robbins’ car was struck in the 
rear and its fuel tank punctured by 
the car driven by Ed Elisian, who 
was accused of causing the crackup 
and who has been suspeaded. 

oe * *” 





Rees. 42, has spe’nt about 
half of the last month in In- 
dianapolis, working with his driver 


Robbins in 10th Bid... 


Engineer Eyes the 500 


and mechanics to prepare his car 
for the race. The other half of his 
time has been devoted to the super- 
vision of the 14 diversified divisions 
that make up Jim Robbins Co. 
His optimism this year is based 
on a new driver, an important 
engine change and on some mod- 
ifications he declined to discuss. 

The new driver is Don Freeland, 
considered by many as about the 
fifth best Indianapolis driver in the 
country. 

Concerning the engine change, 
Robbins told Automotive News 
“almost everybody in the Indian- 
apolis race goes at about the same 
r.p.m, This year we're going to try 
to get a little more speed with 
more rpms. 

“We don’t want to ‘wind’ the en- 
gine too fast, but feel that if we 
cut down on the length of the 
stroke slightly, we can get a few 
hundred-.more r.p.m. We'll get down 
the straightaway just as fast and 
we'll take the turns a mile or so 
an hour faster.” 

*~ * * 
N IRONIC feature of “500-mile” 
racing, Robbins said, is that: it 
takes a certain amount of effort to 
(Continued on Page’ 28, Col. 1) 
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Super Tool Introduces 
Cemented Carbide Drill 


This tiny drill (on the above dime “‘in- 
flated" seven times) is four times the 
thickness of a human hair, five times 
smaller than a dentist's drill and is twice 
as long as the dime is wide. It is the 
latest perfectly fluted, solid cemented car- 
bide drill produced by Super Tool Co., 
Detroit, a division of Van Norman Indus- 
tries. 

The drill is manufactured to a diameter 
of 0.0135-inch for precision drilling non- 
ferrous and other abrasive materials. 
Highly wear resistant, it will produce hun- 
dreds of holes without size variations, 
and represents another first in cutting 
tool miniaturization for industry, it is 
claimed. Cemented carbide is a man-made 
metal produced by the powdered metal- 


lurgy process. 
a “@ 


Yale & Towne Develops 
All-Purpose Key Machine 


A double-cutter, all-purpose key ma- 
chine has been developed by Yale Lock 
& Hardware Division, Yale & Towne Mfg. 





Co., 11 S, Broadway, White Plains, N. Y. 

The bench-model machine is set up to 
cut cylinder, vertical cut, bit and barrel, 
double side, flat and seven-pin-length 
keys. 


Stapler Designed to Handle 
1,600 Cartons Per Hour 


Model CSC-1 Duplex machine staples 
tops or bottoms of corrugated and fibre- 
| board boxes of any style, after they have 
been packed. Twin top stapling heads 
can close up to 1,600 cartons per hour, 
it is claimed. 

There are no electrical connections to 
the machine. The only connection neces; 
sary is to a supply of compressed air at 
a minimum of 60 psi. Simple in design, 
there are only six moving units in each 
stapling head. The chassis is constructed 
of stainless steel throughout, Container 
Stapling Corp., P. o. Bon 247, Herrin, Ill. 


| Glass Bending Furnace 
Opened by Shatterproof 


Shatterproof Glass Corp., Detroit, an- 
nounces opening of the company’s new 
glass bending furnace. 

President W. B. Chase said the opening 
was the climax of the company’s expan- 
sion program, started two years ago. 


Ice-Melting Chemical 


Ice Rem Super, an ice-melting chemical 
for large-scale industrial use, has been 








To Usher In New Era... 





Rear Engines on Way 


(Continued from Page 23) 


engine will have a displacement of 
120 to 130 cubic inches, about 
double the one liter or 61 cubic 
inches of displacement that Euro- 
pean engineers consider maximum 
for a rear engine car. 

With few exceptions, the larger 
and more powerful engines in U.S. 
cars have traditionally been placed 
over the front axle and balanced on 
the rear axle by the weight of the 
passengers and the fuel. It’s gen- 
erally agreed that the ideal situa- 
tion is to have 50 percent of the 
weight on each axle when the car 
is carrying four passengers and a 
tank of fuel. 

* * 7“ 

7as biggest problem with the 

rear-engine car is its tendency 
to be tail-heavy which can result 
in “directional instability” or over- 
steering. This is the tendency of a 
vehicle to suddenly turn toward a 
side force such as a wind or the 
crown of a road because the side 
force acts mostly on the center of 
gravity—the rear of the car in this 
case. This generates a centrifugal 
force that, when added to the initial 
force, makes a car extremely diffi- 
cult to control. 

Volkswagen and the Fiat small 


* * * 


ears reportedly had oversteering 
problems but overcame them with 
improved steering geometry and 
balanced springs. Volkswagen has 
58 percent of its weight on the rear 
wheels. 

Oversteering has also been a 
major problem for the Corvair 
engineers reportedly, but it’s very 
likely that this will be solved by 
the time production of the Cor- 
vair begins in August, at least for 
the ordinary motorist, if not for 
the hard driver and the racer. A 
fundamental rule is that over- 
steering increases as the length of 
the car increases. 

“Directional stability” or under- 
steer is the opposite and more de- 
sirable characteristic in a car. This 
is a trait of most current U. S. 
cars, since their front ends carry 
about 55 percent of total loaded 
weight, Understeering is the ten- 
dency of a vehicle to turn away 
from the source of a side force like 
the wind, which again acts mostly 
on the center of gravity. 

The understeer force and the 
side force combine into one force, 
making it relatively easy for the 
driver to compensate for, by turn- 

(Continued on Page 25, Col. 1) 


* * * 





. The Rear-Engine Fiat 500— 


A cutaway of the Italian Fiat 500 which has a rear, air-cooled engine. It also has 
@ tunnel hump for giving the body rigidity and for housing engine controls. The two- 


cylinder engine develops 15 horsepower. 
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Engineering and Production 
New Products 


announced by Speco, Inc., 7308 Associate 
Ave., Cleveland 9, O. It is a companion 
product to Ice Rem regular and Ice Rem- 
CF (chloride free). The new chemical is 
composed of thin, crystalline chips. When 
in contact with ice, these faces immedi- 
ately generate heat and melting action 
begins. 
¢ ¢ 8 


Aluminum Alloy 5083 


Offered in Sheet Form 


Aluminum alloy 5083, one of the high- 
est strength non-heat-treatable aluminum 


alloys ever marketed, is now available | 


in sheet form, according to Kaiser Alu- 
minum & Chemical Sales, Inc., 919 N. 
Michigan Ave., Chicago 11, Ill. 
Formerly available only in plate form, 
5083 is a weldable magnesium-manganese 
alloy developed by Kaiser Aluminum. It 


| has proven exceptionally well suited for 
a variety of structural applications, the 


firm said. 
* * 


Kelmore Refrigerator 
Listed by Underwriters 


What it says is the first explosion-proof 
refrigerator ever listed under reexamina- 
tion service of Underwriters’ Laboratories 
has been introduced by Kelmore Service, 
Inc., Newark, N. J. 

The unit is especially designed for use 


in hazardous locations. 
 -s 


Rust Deterrent 


“Rustikote,” available either as a clear 
or aluminum coating, checks the spread 
of rust and improves appearance, accord- 
ing to Tropical Paint Co., 1210 W. Seven- 
tieth St., Cleveland 2, O. 





Doehler-Jarvis, German Scientist Are Pioneers . . . 





Appco Corp. Introduces 


Hydraulic Power Check 


Appco Corp., P. O. Box 6, Olmsted 
Falls, O., has introduced a hydraulic 
power check designed to provide smooth, 
| precision control of air-cylinder piston 
| rods and machine components. 

Known as the model 3000, the hydraulic 
check provides a fully adjustable, opposed 
| force to the movement of a machine ele. 
| ment such as the feed on drill presses, 
| lathes, saws and other machine tools, for 
| work holding devices, assembly fixtures, 
|and a wide variety of production mo. 
| chines. Applied to pneumatic cylinders a; 
well as to hand fed machines, it prevents 
chatter or flutter and provides uniform 
| feed that is uneffected by variations in 
| power thrust, it is claimed. 





Die-Casting an Aluminum Engine 


(Continued from Page 23) 
has made its first trial run at Chry- 
sler Corp.’s die-casting plant in 
Kokomo, Ind., according to in- 
formed sources. 

Construction of the 28-pound, 
four-cylinder engine block, built 
for Kaiser-Frazer actually was 
the first aluminum unit ever built 
in the U. S. Several prototypes 
in aluminum sand casting iden- 
tical to the die-cast design were 
built and tested by Kaiser. 

The aluminum engine block, ac- 
cording to Bauer, stood up quite 
well and all novel design features 
introduced with aluminum die cast- 
ing “worked out very well on the 
sand-cast prototype.” 

The engine efficiency “was be- 
yond expectations and a cost com- 
parison of the completely machined 
four-cylinder engine block revealed 
that the aluminum die-cast engine 
block was appreciably cheaper than 
aluminum permanent mold and 
presented a saving over gray iron 
of more than 10 percent,” Bauer 
said. 

> oa 


x 

HE former German scientist, 

who came to the U. S. in 1947 
under U. S. Government program 
that brought this country its rocket 
experts, said that before the four- 
cylinder block was completed, two 
more cylinders were added, result- 
ing in a six-cylinder engine block 
for a 200 horsepower engine. 

It was intended to produce 
these engines at a rate of 400 per 
day, but before the die was com- 
pleted, basic changes in the 
Kaiser car program led to the 
cancellation of the whole pro- 
gram. 

Since the die-casting die was 75 
percent completed, Bauer said, con- 
struction of the die was continued 
and the first die-cast six-cylinder 
engine block was produced in 
March, 1954. 

The first die-cast six-cylinder en- 
gine block weighed 43 pounds and 
was about 130 pounds lighter than 
its counterpart in gray iron. 

The engine block made in 1954 
still is the largest aluminum die- 
casting ever produced but, said 
Bauer, “I’m afraid that it will hold 
this record for only a few more 
months when heavier blocks will 
be produced.” 

* + 


Program Interrupted 


Ne of the die-cast engine 
blocks was completely ma- 
chined or assembled and tests were 
restricted to checking the quality 
of the part as a die casting. 

Actual field tests with engines 
using the die-cast design with 
wet sleeves were confined to the 
four-c ylinder aluminum sand- 
cast engine, Bauer said. 

“For us, who spent much time in 
the development of the first six- 
cylinder engine block, it was most 
regrettable that none of these die- 
cast blocks ever was completely 
machined, assembled and _ tested 
under field conditions,” he con- 
tinued, 

“Such tests would have given us 
important information on the wet- 





| sleeve sealing program, on the cor- 
rosion problem, on the expansion 
problem, on the strength and rigid- 
ity of an aluminum block, on the 
noise problem and other objections 
|; which we have to answer daily. 
* * « 

a the die-casting of the 

first engine block accom- 
plished,” said Bauer, “was to prove 
that such large intricate castings 
can be successfully produced in 
aluminum die-casting to confirm 
the many advantages they have 
over other casting methods, and 
to encourage others to go to die- 
casting designs on future engine 
blocks.” 

“And judging by the present ac- 
tivities, I believe that this has 
been accomplished.” 

When Doehler-Jarvis had die- 
cast the first six-cylinder engine 
block in 1954, nobody was inter- 
ested in that type engine. The 
V-8 engine held the limelight 
then, and the company imme- 
diately began casting an eight- 
cylinder engine. 

While many companies carefully 
studied the details of the Doehler- 
Jarvis V-8 design and accepted its 
basic features, Bauer said the cost 
analysis revealed in several cases 
that the wet-sleeve arrangement 
was very expensive and offset all 
the cost advantages the die-cast 
aluminum block offered. 

In addition, fear of water leak- 
age affected the adoption of the 
wet-sleeve design. Electrolytic cor- 
rosion between the two dissimilar 
metals also was considered to be a 
serious problem. 

And lastly, he added, the wet- 
sleeve arrangement presented an 
assembly problem which would 
interrupt the smooth flow of the 
block through the transfer machin- 
ing line. 

* + 
Att™ two years of concentrat- 
ing on a die-cast V-8 cylinder 

of * *” 





World's Largest Die-Casting 


As a part of a joint program between Kaiser-Frazer and Doehler-Jarvis, this 
machine was completed in 1953. The world's largest die-casting machine it had 
a locking pressure of 2,000 tons, or more than twice that of any machine on the 
market at that time. This picture was taken with the first aluminum engine-block die 


mounted in the machine. 


| design, the six-cylinder came to life 
|again as the American automotive 
industry shifted its interest to 
smaller cars to combat the influx 
of European cars. 

| “For us diecasters,” said Bauer, 

“the basic conversion problems 
from gray iron to aluminum die- 

casting remain the same— 
whether it is a four, six, or eight- 
cylinder engine of the V type or 

straight in-line type, whether it 
is water cooled or an air-cooled 
type engine.” 

This conversion into aluminum 
presents three major problems, he 
said, They are: 

1. Elimination of undercuts. 

2. Solution for a wear-resistant 
cylinder bore. 

3. Solution for the expansion 
problem of crankshaft bearings, 

“These are difficult problems for 
which solutions can be found only 
through close cooperation between 
engine designer and die-casting ex- 
pert,” Bauer explained. 

“The last few years have shown 
us that solutions to these problems 
are possible, but that the success 
of conversion depends very much 
on the automotive engineer, on his 
goodwill to cooperate and on his 
courage to take a chance toward 
new solutions.” ; 

* 





* * 


New Method Tried 


rr AN effort to find an economical 
solution to the sleeve problem, 
Doehler-Jarvis has developed a new 
die-casting method with which 
liners for water-cooled engines and 
cylinder barrels for air-cooled en- 
gines can be produced with a weal 
resistant metallic coat of extreme 
smoothness and high accuracy. 

This coat, Bauer said, can be 
produced in almost any material, 
in any thickness and in any de- 
gree of porosity, therefore most 
versatile. 

“We call this new coating method 

(Continued on Page 40, Col. 1) 
aa * ok 






Machine— 











ing tow 


Best 
MA 
Pre 

lighten 

possible 
plished 
alumin' 
cylinde 
camshe 
the mo 
ratio © 
gine ev 
The 
accepte 

they r 

and he 

poor h 

they 2 

sulator 

rangen 
rings 1 
For 
the e 
from 
long-" 
but p 
been | 
Furt 
ness 0! 
air-coc 
largely 
cated 
driven 
rear. 7 
Renau 
explai! 
60 per 
tively, 


NAT 
gil 
water 
reduci 
keep ¢ 
no bo 

How 
featur 
under: 
peratu 
outsta 
will p 
proble 
heat \ 
This « 
weigh 
will b 
minur 






















































































slic 
th, 
‘on 


lic 


es, 
for 


Se zee 


= 


fe 
e 


AUTOMOTIVE NEWS, MAY 25, 1959 


25 





What GM’s Corvair Means... 
ee 


With Engine in Rear 


(Continued from Page 24) 


ing toward the source of the force. 
* x * 


Best U. S. Ratio? 
MAJOR chore for the Forward 
A Project engineers was to 
lighten the rear end as much as 
ible. This was largely accom- 
shed with an engine that is all 
aluminum except for its cast iron 
linder liners, crankshaft and 
camshaft. This engine probably has 


the most favorable power-to-weight | 


ratio of any U. S. production en- 
gine ever built. 

The iron cylinder liners were 
accepted with reluctance ‘because 
they result in. a considerable cost 
and heat penalty. The sleeves have 
poor heat-transfer ability because 
they act somewhat like a heat in- 
sulator, as contrasted to the ar- 
rangement in which the piston 
rings rub directly on the block. 

For a time, it was believed that 
the entire block would be made 
from one of the high-silicone, 
long-wearing aluminum alloys 
but progress in this field has not 
been as rapid as was anticipated. 

Further contributing to the light- 
ness of the rear end is the engine’s 
air-cooling system which consists 
largely of a horizontal blower lo- 
cated just above the engine and 
driven by a V-belt at the engine’s 
rear. The VW is air-cooled and the 
Renault Dauphine is liquid cooled, 
explaining why they carry 58 and 
60 percent of their weight, respec- 
tively, on the rear axles. 

* * * 


ATURALLY, an air-cooled en- 

gine requires no surrounding 
water jacket or coolant, Besides 
reducing construction cost and up- 
keep expense, this engine will have 
no boiling or freezing problems. 

However, air cooling is another 
feature that will increase the 
under-the-hood and engine tem- 
peratures, although aluminum’s 
outstanding ability to transfer heat 
will probably take care of this 
problem nicely. Also, any surplus 
heat will<-be behind the passengers. 
This engine’s aluminum block will 
weigh 40 to 45 pounds and there 
will be another 15 pounds of alu- 
minum components in the engine 
compartment. 

Because air-cooled engines run 
at a higher temperature, bearing 
life is generally reduced. The 
lack of a water jacket also pro- 
duces a noisier engine. 

Closely related to oversteering is 
“breakaway,” the tendency of a 
tail-heavy car to begin skidding at 
the rear without warning, In some 
cases when this skidding begins at 
high speeds on turns, the driver 
completely loses contro! of his 
vehicle Some engineers report 
they've experienced some break- 
away in a Volkswagen while taking 
sharp curves moderately fast in 
slippery weather. 

oe OK * 
Little Loss of Safety 

S OFTEN said that a rear- 

engine car is not as safe as a 

t-engine vehicle because the 
engine is not available as a buffer 
in case of a front end collision. In- 
Stead, the engine has a hammer 
@ffect in a crash. 


Impartial engineers, however, 

t out that (1) a more collapsible 

t end could act as a better 
buffer and (2) the instances in 
Which front-end engine protects 
engers are very rare. Insurance 

is higher on rear-engine cars in 
= European countries, neverthe- 


A more legitimate safety criti- 
Cism of rear-engine cars is that 
the fuel tank located ahead of 
the passengers could be a serious 
fire hazard in a collision. 

Insufficient luggage room and 

mt passenger foot space is often 
Characteristic of rear-engine cars. 

ring and suspension gear in the 
front trunk usually take up con- 
siderable space. 

To get enough weight on the 
front axle, passengers are placed 
as far forward as is practical, but 
the front wheel housings cut into 
the foot space, especially on a car 











with a wide body, Volkswagen has 
additional luggage space behind 


the back seat. 
* * 


—_— is often a problem on 
an air-cooled or rear-engine Car. 
Generally, heat 


fold or pipe to the passenger com- 


partment. Frequently, this results| 








AMC Ups Brookshire 


John Brookshire has been ap- 
pointed planning superintendent at 
American Motors’ Milwaukee body 
plant, succeeding Val Jacobi, who 
has retired after 37 years with the 
company, 13 of which he served as 
planning superindendent. Brook- 


shire joined AMC in 1946 and has 
been with the planning division 
nine years. 


is taken from 4a) 
jacket around the exhaust mani-| 





in unsafe heating, if the 

However, Chevrolet reportedly 
will solve this problem by provid- 
ing a gas heater that is being 
built by GM’s Harrison Radiator 
division at Lockport, N. Y. Sim- 
ilar heaters were used in the 
1930s and 1940s and are still used 
by those who want heat in a 
hurry. 

A manufacturing disadvantage of 
the rear engine is that it is gen- 
erally impossible to use the same 
underbody for producing a station 
wagon. 

Another manufacturing and en- 
gineering problem is “How do you 
obtain smooth and positive control 
of your engine when it is so much 
farther from the driver?” 

Despite all this, there are many 
advantages to the rear-engine car, 
including the not-to-be-ignored 
merchandising advantage of being 
extremely novel in an American 
car. 

Bo of * 


Goodbye to the Tunnel 


ee speaking, the 
biggest advantage is that the 
tunnel hump, which has been 
mounting like the national debt in 


Many Americans will be thoroughly 

| charmed when they again step into 
la car with a flat or nearly flat 
| floor. 


| Elimination of the tunnel also} 
| permits the design of a lower car, | 
which may make for better styling, | 


| ride and roadability. 

Curiously, Volkswagen and Fiat 
have retained the tunnel for body 
rigidity and to house engine con- 
trols and heater tubes. 

Other advantages of the rear- 
engine car are: 

1. Greater traction, and conse- 
quently economy, is attainable be- 
cause the heaviest weight is on 
the driving wheels. This is doubly 


true on icy, muddy or slippery) 


roads. Road-holding when going up 
hills is particularly good. 

2. A better ride is possible be- 
cause the passengers can be kept 
entirely between the two axles. 

” * * 


3 THE lighter weight that results 
* from having the engine, trans- 
mission and differential in one 
unit, plus the aluminum, air-cooled 
engine, should provide very good 
fuel mileage. 

Lighter weight is also achieved 
by eliminating the long drive shaft 
and the long muffler pipes, Lighter 


| in inadequate heating and, some-| recent years, can be eliminated. | front-end suspension can be used, 
| times, 
| manifold develops a leak. 


New U.S. Era Coming 


| while the rear-end springing doesn’t 


|have to be strengthened gieatly 
| because the power unit is unsprung 
| weight. 

4. Easier steering results, This 
is due to less front-end weight 
and shorter turning radius—the 
latter made possible because 

| turning is not restricted by the 
engine. 

The Corvair’s rear engine will be 
produced by an unusual form of 
permanent mold casting at Chev- 
| rolet’s engine plant in Tonawanda, 
N. Y., from molten aluminum 
|trucked in from the Reynolds 
Metal’s reducing plant in nearby 
Massena, N, Y. 

Axle assemblies will be built at 
Buffalo and interior and exterior 
trim at GM’s Ternstedt plant in 
Flint. Final assembly will be at the 
former Chevrolet truck assembly 
plant at Willow Run, Mich. 

The degree of success of the GM 
Corvair will provide the answers 
to many questions. But none will 
be more important than this one: 

“Can a U. S, manufacturer adapt 
to the changing American auto 
demand and produce a car that 
will compete successfully against 
the European cars?” 





FIRST TIME EVER AVAILABLE TO 
INDEPENDENT DEALERS AND DISTRIBUTORS 


Meet mae 


For 1959 RAMBLER, push-button model 


For 1959 DODGE, push-button model 


For 1959 LARK, push-button model 





Total of 10 models for 1959 
cars, plus 2 “universal” models 
for in-dash mounting on many 
new and older cars. 


STROMBERG-CARLSON 


CUSTOM-BUILT AUTO RADIOS 


Your sales and profits are directly re- 
lated to the acceptance your customers 
display for brands of products you offer. 

In radios, what better brand can you 
offer than Stromberg-Carlson—the 


Radios. | am a () dealer 


ee ey 


for most cars: (1) 


“There is nothing finer than a Stromberg-Carlson” 
STROMBERG-CARLSON A DIVISION OF GENERAL DYNAMICS CORPORATION 


SEND THIS COUPON TODAY! 


STROMBERG-CARLSON Special Products Division 
1485 N. Goodman Street, Rochester 3, New York 


COMPANY 


ADDRESS 


Please send complete details on your Auto 
0 distributor 


standard of quality for over 30 years? 
Stromberg-Carlson makes two types 


push-button model, and (2) 7-tube, 2- 
transistor push-button model with the 


5-tube, 2-transistor 
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extra “Town” and “Country” auto- 
matic signal-seeking feature. 

Great name, top quality, competitive 
prices. Why not call now or send coupon 
immediately for details on franchises. 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 136 OF A SERIES 


FOUR GREAT NEW TRAVELING SHOWS 
BEGIN TOUR OF MAJOR SHOPPING CENTERS 


Four Ford Motor Company American Road Shows are touring major shopping 

centers throughout the United States. Separately routed, these shows will be seen this 
year by an estimated one and a half million Americans—mostly suburbanites. Each show 
displays the Ford Family of Fine Cars in attractive settings with special appeal for 
suburban families to whom the automobile is an essential part of everyday living. 


What will American Road Show audiences see? 


Design for Suburban Living has real family appeal—with two identical shows touring 
different territories. Audiences will discover the fun of gracious patio living—see the very 
newest in everything from barbecue grilles to garden puttering tools. Road Show 
visitors will marvel at the ‘“Talking Police Car’ that tells a unique product story. 
Children will be especially intrigued by the robots Sergeant Stanley and Friend—their 
message on suburban safety. And, a most unusual four-screen color movie in new Quadra- 
vision will point out the important role played by the automobile in suburban living. 


Design for Country Living is showcased with real farm flavor—complete with model 
farm and live barnyard animals. This informative show tells and demonstrates to 
“‘weekend”’ suburban farmers what’s new down on the farm—like the experimental 
tractor of the future. Green thumb experts can even get a free soil analysis. 


Design for Station Wagon Living is a vastly expanded version of last year’s 

successful show—how station wagons contribute to the increased enjoyment of family 
outdoor living and recreation. Star of the show is the ‘‘push-button” station wagon 

of the future—a week-end cottage on wheels which features everything from hot and cold 
running water to a car-top rowboat that unloads automatically. 


Audiences who see these four Road Shows are your kind of prospects—people 

who depend upon cars. To take advantage of this interest, American Road Show visitors 
who can qualify will be offered valuable premiums in return for taking a demonstration 
drive at any Ford Motor Company dealership of thetr choice. 


The American Road Shows are planned expressly to attract and develop prime prospects 
for you—another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 


' 
TRUCKS + FARM AND INDUSTRIAL TRACTORS AND DEARSOAN, CSenaaN 


IMPLEMENTS + INDUSTRIAL ENGINES Le 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY aot, 
FORD - THUNDERBIRD +» EDSEL » MERCURY * LINCOLN dean sienna Cme 
CONTINENTAL MARK IV + ENGLISH FORD LINE « TAUNUS 
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Robbins in 10th Bid. . 





Engineer Eyes the 500 


(Continued from Page 23) 


reach a certain speed—such ag 135 
miles an hour—but it takes twice 
as much effort to get an extra five 
miles an hour. 

“You get to a point where a 
lot of forces work against you 
all of a sudden. That extra five 
miles is always the toughest. Al- 
though, I predict in a year or 
two, we'll be qualifying at 150 
miles an hour. I think the rec- 
ord now is 145.” 


Robbins, a graduate engineer and | 
a member of the Society of Auto-| 


ences is the great rigidity that 
must be built into the frame of a 
race car. A rigid frame is just 
as important to a race car ag is 
its engine. 

oa * +. 


two important variables in a 
race car that determines how fast 


|it goes through a turn. The In- 
| dianapolis track, contrary to what 


most people think, is a rectangle 
and not a bowl. Our main objective 


lis to get around the four corners 


motive Engineers, said the Indian-| a, fast as possible.” 


apolis race has a lot of interesting| 
engineering aspects to it. j 
“Ninety-nine percent of the ard 
ple who watch the race for a few| 
hours each year would be amazed) 
at the engineering thought that| 
goes into a race car,” he said. 
“Most people feel a race car is 
much like a passenger car. This) 


Robbins said it’s important to | 


remember that this track has a 
“groove,” which is an imaginary 


line that makes an oval out of | 


the rectangle and which is the 
shortest way around the track. 
The two important variables are 
“push” and “stick.” “Push” is the 
tendency of a car’s front wheels 
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“stick” is the tendency of these 
wheels to stay in the groove. 

“A driver needs to go around a 
corner with a controlled slide at 
the fastest speed. He needs just the 
right amount of ‘stick’ and, more 
importantly, ‘push’ so that the rear 
end slides a little more than his 
front end and the car heads di- 
rectly down the straightaway. 
| “The side thrust that develops 
|when a car makes a turn causes 
|it to ‘drift’ out of the groove,” he 


| added, “and the driver wants to! 
|use as much power as possible in| 
|a turn without permitting the side| 
Y is this so? Well, there are| thrust to take him any closer than| 


| six inches from the wall.” 

* * * 

i pew right amount of “pushing” 
and “sticking” is partly ob- 


“That’s why a rigid frame is 
needed,” he said. “Furthermore, 
a rigid frame permits us to con- 
trol the ‘pushing’ and ‘sticking’ 
by making a quick adjustment of 
the torsion bar springs, putting 
weight on or taking weight off a 
particular wheel. 

“It’s often very important to be 
able to adjust your torsion bars in 





isn’t so. One of the biggest differ- to slide out of the groove, and|a hurry, if different conditions de- 


helps us sell 
the complete package!” 


—says DON INGLIS 
Ford Truck Salesman, Boyer-Gilfillan 


|tained by the driver by lifting one| 
wheel of the car and putting addi-| 
tional weight on the opposite wheel. | 











One man has suggested the use 
of 15-inch extensions on the front 
and back of cars to insure the 
driver room to get out of a park- 
ing space. 





velop, such as when the asphalt 
gets hot. 

“The ‘sticking’ normally is better 
near the end of the race because 


| the skidding tires make a rubber 


mat of the track. But this is com- 
pensated for by the fact that cars 
are lighter (less fuel), 

According to Robbins, the design 





Shown left to right: Harold Garber, Sales Engineer, Smith, Inc., Gar Wood - St. Paul Distributor in 
Minneapolis, Minnesota; Don Inglis, Boyer-Gilfillan; and Ken Bjorke, Vice President, Smith, Inc. 


Don Inglis, top-flight Ford truck salesman for Boyer- 
Gilfillan, Minneapolis, has been in truck and equip- 
ment sales for thirty years, and is one of the top 
ten Ford truck salesmen in the country. 

Says Don, “We always go after the fully-equipped 
sale at every opportunity. And, believe me, sell- 
ing the complete package is 100% easier when 
we ‘double-team’ with our Gar Wood -St. Paul 


distributor. 


“Our Gar Wood - St. Paul distributor is an invalu- 
able sales partner in our complete package program. 


We can always count on him for sound technical 
advice, honest equipment recommendations, ’round- 
the-clock service cooperation and a thorough sales 
presentation to the customer. He helps us build 
customer confidence...and that builds repeat sales.” 


Why miss out on complete package profits? Take 
advantage of this same kind of sales and service help 
from your Gar Wood - St.Paul Distributor... head- 
quarters in your area for the most advanced 
line of truck equipment on the market. Call 


him soon. 


GAR WOOD INDUSTRIES, INC. 


Wayne, Michigan « 


Richmond, California 


Plants in Wayne and Ypsilanti, Mich. * Findlay, Ohio « Mattoon, Ill. + Richmond, Calif. + Exeter, Penna. 











cs 


and construction of the frarne are 
very complicated because just the 
right amount of cross-bracing must 
be used, so that there are maximum 
rigidity and minimum weight. “We 
have to keep thinking of weight 
every minute,” he added. 
+ * * 


ee 500-mile racing in 
general, Robbins said a car 
Owner can make money at it, al- 
though he engages in it primarily 
to promote his business and to 
test strenuously a few automotive 
parts he manufactures. 

This year, he added, his car 
will be testing some molded nylon 
bushings, special torsion-bar 
brackets and some plastic es- 
cutcheons and vibration dampen- 
ers. 

When asked about the accident 
in last year’s race, Robbins said: 
“TI didn’t see the crackup, but I 
made a thorough investigation of 
it. My conclusions are that it was 
no fault of the track management, 
no fault of the start and it was 
the fault of driver Ed Elisian, who 
became overanxious. 

“He went into the No. 3 tum 
faster than anyone ever did who 
still survived. Dick Rathman was 
on the inside and he was on the 
outside. Some drivers had been 
‘needling’ him to the effect that 
they were going ‘to blow him off 
on the first turn’ and he was de- 
termined to drive into the turn 
‘so deep’ that they couldn’t.” 

* * oe 

N THIS connection, Robbins said 

he feels that the safety of racing 
is declining because “as your mo- 
mentum increases, the time it takes 
a driver to get his car back into 
safe contro] decreases.” 

He said he hasn’t raced any of 
his three cars at the new Day- 
tona speedway because he wants 
to analyze the track before he 
enters there. 

Robbins concluded, “I don’t feel 
the track should be condemned 
just because of the two fatal acci- 
dents there. They might not have 
been caused by the track’s peculi- 
arities.” 

—JosEPH M. CALLAHAN 


Ethyl V-P Sees 
Further Gains 
In Octane Ratings 


CHICAGO.—Average gasoline oc- 
tane ratings will climb three to 
five points during the next five 
years, J. A. Costello, Ethyl Corp. 
vice-president, predicted at the 3ist 
annual meeting of the Lead Indus- 
tries Assn. 

Putting today’s averages at 99 
for premium gasoline and 92 for 
regular grade, 
mium “might reach an octane 
number as high as 102 to 104, and 
regular grade gasoline might get 
to 95.” 

He attributed the moderation in 
recent years of the historical rise 
of octane numbers to stabilization 
of the octane requirement of new 
engine designs and to “the very 
high cost per octane number at the 
higher levels that have now been 
reached.” 

It costs between one-half and 
three-quarters of a cent to raise 
the octane number of one gallon 
of gasoline from 99 to 100, Costello 
said. 

He forecast increased tetraethyl 
lead consumption at the rate of 
about 5 percent per year “continu- 
ing so long as we experience no 
serious business recession.” 

On the subject of automotive en- 
gines, Costello said “we do not see 
the use of gas turbine engines in 
automobiles for a good many years 
ahead.” 


Softer Ride Is Claimed 


For New Goodyear Rubber 


AKRON. — Production of a new 
“luxury” rubber named Plioprene 
that is said to provide a softer ride, 
reduces squeal and adds other im- 
provements to automobile tires was 
announced by Dr. R. P. Dinsmore, 
research vice-president, Goodyear 
Tire & Rubber Co. 


Dinsmore said Plioprene treads 
reduce vibration, road rumble and 
high-expansion-joint thud. He said 
the new rubber improves stability 
and road-holding qualities of tires 
and also results in a marked reduc- 
tion of squeal when rounding cor- 
ners and sharp curves. 


Costello said pre-° 
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Whats 
Olds 
Got... 


that makes it sell so well ? 


Olds dealers know 
the reasons why... 


Olds Is Stunningly Styled To Stay In Style! 
Fresh, clean, crisp styling that will stand the test of time... look 
good in the years ahead! 


Oids Engineering Leadership! Oldsmobile is 
the car with balanced design .. . the car with a pleasing person- 
ality! And everyone acquainted with the facts knows that Olds 
is first with advanced comfort, safety and driving features—all 
adding up to the finest car for the money! 


Olds Costs Much Less Than Many Guess! 
Surveys show that many people think an Olds costs much more 
than it actually does. Once they know the facts, they express 


their pleasure with a quick decision to get out of the ordinary 
--. into an Olds! | 


OLDSMOBILE DIVISION, GENERAL MOTORS CORPORATION e LANSING, MICHIGAN 


Olds Is A Quality Car Through And 
Through ... that’s why more Olds owners come back to 
buy again! Any Oldsmobile owner will verify that Olds delivers 
lasting pleasure and performance — because Olds is built right 
... right from the start! 


Only Olds Holds Its Value So Well! Official 
used car figures show that year after year, Oldsmobiles return a 
higher percentage on their original cost at trade-in time than 


any other car in their class! 


Olds Delivers Excellent Fuel Economy, 
Low-Cost Maintenance! There’s still nothing like 
Rocket Engine performance! Oldsmobile’s Rocket design intro- 
duced the high-compression era. Year-by-year advancements 
have resulted in the industry’s most famous combination of fuel- 


saving economy and responsive, spirited power. 


Convincing reasons like these, and many more, make it easy to 


see why Olds sells so well . . . why dealers agree, it’s smart to be 


with Olds! 
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Electroluminescent Road Sign— 


A day and night view of an electroluminescent sign on the Roseville Freeway near 
Sacramento, Calif. Developed by Sylvania Electric Products, Inc., the sign is said to 
offer much greater driver readability at half the power-consumption of a regular 
electric sign. 





Turnings «ec ec « By Joe Callahan 


(Continued from Page 23) 


red-appearing pointers are used on| 
most dials and instruments, but) 
this red is achieved by putting a| 
red coating or organic filter over| 
the green EL light, The major| 
weakness of this action is that! 
brightness is lost. 

Sylvania researchers are still| 
looking for a good red phosphor— 
the element on the EL panel that 
lights up when excited by an al- 
ternating current. 

In this connection, Howard O. 
Biggs, vice-president of engineer- 
ing and research for the Sylvania 
Lighting Products division, said 
one of the major misconceptions 
about EL lighting is that its col- 
ors can be changed. 

The only shred of truth about 
this matter is that an EL lamp’s 


|color can be changed from green 


to blue by varying the current’s 
frequency. 

Biggs said there were several 
other misconceptions about EL 


lighting that were damaging the 


process by over-glamorizing it. 
Among these are the untrue (at 
present) claims that: 

1. Whole panels—large enough 
for a room ceiling or wall—can now 
be purchased. This isn’t economical 
now, but such panels may be avail- 
able in three to five years. 

2. EL window panes are avail- 
able, 

3. Drapes that light up can be 
procured, This can be done only 
in a lab, said Biggs. 

* * oo 


Brass or Bronze? 


Vive La Difference! 


RECENT visit with the officers 
and members of the Brass & 
Bronze Ingot Institute in Chicago 
found them prepared to answer 
any question except one: 
“What’s the difference between 
brass and bronze?” 
In the early days, bronze was 
essentially an alloy of copper and 
tin, while brass was an alloy of 








Womans eye angie on an 


This 59 De Soto features beautiful, practical upholstery made with Du Pont nylon. 


extra sales point... 


the luxury and practicality 
in upholstery of Du Pont NY LONI 


He listens to the engine. But this is what she wants to hear: the luxurious upholstery is long wearing, 
too... made of the same Du Pont nylon she knows and loves in her home. Nylon upholstery offers 
designer styling... year ’round comfort in fabrics that breathe. And she cari choose from a wide 
variety of fashion-keyed colors and textures. With 3 out of 4 cars featuring upholstery of nylon today, 
don’t miss this chance to get her on your side. Then see how fast he comes over, too. 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


REG. U.S. PAT. OFF. 
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copper and zinc, Then, it was foung! 
that better effects were obtained } 

mixing both tin and zinc with the 
copper, and the metal was called 
bronze or brass, depending on 
whether tin or zinc predominated 
in the alloy. 

But this wasn’t too satisfactory 
because the tin had a greater 
effect on the metal’s appearance 
and often a smaller amount of 
tin will change the looks of an 
alloy more than a larger amount 
of zinc, Today’s most common 
alloy is 85 percent copper, 5 per- 
cent tin, 5 percent zinc and 5§ 
percent lead. 

Many officials now circumvent 
the confusion entirely by using the 
term ‘“copper-based alloy,” espe- 
cially in industry circles. 

However, in public utterances 
there is a trend to use “bronze” to 
describe all the copper alloys be 
cause in the _ public’s collective 
mind the reddish bronze is superior 
to the cheaper, more yellowish 
brass, 

* * * 

NE of the interesting charac. 

teristics of brass-bronze is that 

it is 98 to 99 percent recoverable, 
meaning that it never dissipates 
into the atmosphere and that prac- 
tically every bit of this metal ever 
produced in this country is still 
here, 

If you buy anything made from 
bronze ingot, chances are very 
good that it either came from 
an old train, the plumbing of 
some 100-year-old tenement house 
or from some 15-to-20-year-old 
car radiator, A good 20-25 percent 
of all bronze ingot comes from 
radiators. 

Regardless of its other properties, 
bronze tops all other common 
metals in one characteristic—it hag 
the greatest junk value. 

* 


Perkins Diesels Installed 


In 500 Cars in Portugal 
PETERBOROUGH, England.— 

Perkins P4 and P6 diesel engines 

have been installed in more than 


|500 Portuguese taxis and private 


cars of American and European 
make, according to F. Perkins, Ltd. 

The firm also announced that its 
direct injection and 1.6 litre diesel 


|}engines will be exhibited at the 


Lisbon Trade Fair May 20-June 14. 


‘Roberts Predicts 


Passage of His 


‘Safety Standards 


WASHINGTON. —Rep. Kenneth 
A. Roberts, Alabama Democrat, 


| believes his bills establishing safety 


standards for automobiles will be 
passed by Congress this session. 

Roberts made the prediction at 
a luncheon following the presenta- 
tion of the Cornell-Liberty Survival 
Car to the Smithsonian Institution. 

The car is an experimental model 
designed to protect driver and pas- 
sengers from crash injuries. It was 
given to the Smithsonian by Liberty 
Mutual Insurance Co., Boston, 
which sponsored its research and 
development in cooperation with 
the Cornell Aeronautical Labora- 
tory. 

Discussing his legislation, Roberts 
said, “Detroit is more interested in 
sales than in safety, so Congress 
must establish automobile safety 
standards much the same as it 
does for food and drugs.” 

He added: “The climate is such 
now that the public wants safety 
incorporated into the cars it buys 
. . . 1 believe the chances for pas- 
sage of my safety legislation are 
very good.” 


Chrysler Ups Two 
In Stamping Plant 


DETROIT.—Two major appoint- 
ments in Chrysler Corp.’s stamping 
division here have been announced 
by J. F. Kerigan, division general 
manager. 

Charles C, Me- 
zey was named to 
the newly created 
position of gen- 
eral plants man- 
ager with respon- 


|sibility for six 


plants in Michi- 
gan and Ohio, 
and A, James 
Savage was 
named manager 
of the Nine Mile 
Press Plant. 
Mezey had been manager of the 
Nine Mile plant since Nov., 1957. 


C. C. Mezey 
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... YOUR 
er 

1960 
CARS 


WHO IS HE? 


He’s the man who reads today’s Esquire. And you can spot 
him in every community: 


He’s a man who’s taken a full measure on life and found 
out just how exciting it can be. He’s possessed of a kinetic 
curiosity to know, see and experience everything going 
on around us today ... the new ideas and inventions... 
new discoveries and new disclosures. 


He’s adventuresome. Extroverted. A pace setter. And he 
looks to Esquire (in the words of Dr. Dichter) to “filter 
out the dull spots of life and let the excitement and gusto 
come through!’’ 


major consumer publications (among them Starch) have 
ranked Esquire readers first in the market for new model 
cars. In no less than five studies, Esquire has been number 
one among all magazines in “per cent of families purchasing 
a new car within the past twelve months.’’ 


Now=there’s even more reassuring evidence in the form 
of up-to-the-minute documentation of how Esquire readers 
rode through the recession in new cars...and are continu- 
ing to buy new models in ’59. 


This survey has just been completed for Esquire —and here 
are some of the highlights:* 


Number of Esquire reader households 
owning cars 


(Nationally, 73% of U. S. households own cars.) 

Owning at least 1 car 

Multi-car Esquire families 47.1% 
(Two cars, 38.9%. Three cars, 6.9%. Four or more, 1.3%. 
National figures show only 30% of all car-owning families 
own more than one car.) 


Most recent car purchased is a’59 model. . . . 15.5% 
(as of Survey cut-off date, March 30, 1959) 


Purchased new car within last two years ... . 48.6% 
(150% above the comparable national average) 


Roughly 20% of Esquire readers bought new cars in 1958 
=a comparatively poor year for the automotive industry. 


What do these figures mean to you...and to the men di- 
rectly involved in selling your new model cars? 


They mean that today’s Esquire offers you one of the richest 
markets in all America today: 


item: There are 152 cars owned per hundred Esquire 
families. 


item: 400,000 Esquire families bought one or more cars 
during the last two years. : 


item: Esquire families own 1,300,000 cars. 





These figures are limited to subscribers. When 
you figure that there are ten readers for every 
copy of Esquire, your market potential be- 
comes even more impressive. 


Men with the kind of income that Esquire 
readers have, not only can afford to drive the 
newest cars...they cannot afford not to. And 
when they buy, they take the optionals as 
well. Witness these figures from the 1959 
Esquire Automotive Survey: 


Bought white wall tires 
on most recent car 
Most recent car has 
power steering 
Most recent car has 
air-conditioning 


This kind of spending is thoroughly consis- 
tent with the Esquire man and the way in 
which he lives. Statistically, no prospect could 
be more ideal: 


60% of Esquire readers are college-trained 
against a national average of 13.4% 


60% have their names on office doors as 
executives or professionals. The national 
figure is 28.6% 


The Esquire reader’s median income is 
$9180, and 42% earn more than $10,000 
a year. 


72.4% own their own homes. 82.6% are 
married. 


40% own golf clubs, 30% have hi-fi, 4.4% 
have color TV (less than 1% of U.S. house- 
holds have color) and 3.5% have swimming 
pools (only 87,500 U.S. homes have pools.) 


All in all—a formidable prospect for a good 
1960 model year. The Esquire man is in the 
market and the money. 


All in all — an above average prospect — because 
he’s also in the mood. In Esquire he reads more 
about cars than in any other general consumer 
publication. Take the total number of editorial 
lines devoted to automobiles in 1958 —as 
measured by The Lloyd H. Hall Company: 


Newsweek 
Holiday 


Better Homes & Gardens 


House Beautiful Qoeseese eae 
Sports Illustrated. ........ 7,197 
Saturday Evening Post ...... 6,355 

‘— 5,640 


The unsurpassed market which Esquire offers 
today has not escaped the attention of alert im- 
port car manufacturers. Their limited budgets 
demand hard-working ads. Fiat, Hillman, Mor- 
etti, Renault, Simca, Volvo, Saab, Mercedes- 
Benz —all are currently advertising in Esquire. 
So heavily, in fact, that in just five years, their 
advertising investment in Esquire has grown 
by 1530%! 


isn’t it time for Detroit to retool its thinking? 


Esquire belongs in your marketing and adver- 
tising plan for the 1960 model year. And as 
a special accommodation, Esquire now makes 
it possible for you to have the latest four-color 
closing dates of any major magazine —five 
weeks preceding date of issue for the months 
of October, November and December 1959. 


Esquire gives you the man. 
Esquire gives you the personality. 


Esquire gives you the most consistently prov- 
en audience of new car buyers. 


it is your move now. 


THE FUTURE OF 

20 AMERICAN CITIES 

Ce at dad 

Ma a ie ae ah 2, i 


AUTHORITY IN A MAN’S WORLD 


*You may obtain a copy of the complete Esquire 1959 Automotive 
Survey without charge by writing Walt Wesley, Detroit Manager, 
Esquire Inc., 1750 Penobscot Building, Detroit. 
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Lawsuits Affecting Dealers ... 


Court Decisions 





By Leo T. Parker 
Attorney at Law 

ARIOUS automobile dealers have 

asked these questions: “What 
real protection does a patent give 
an inventor?” 

Another important legal question 
is: “What different kinds of patents 
are issued to inventors, and what 
is the cost to the inventor of ob- 
taining a patent?” Also, “Can an 
inventor have 
protection with- 
out filing his ap- 
plication for a 
patent in the 
United States 
Patent Office?” 

First, it is im- 
portant to know 
that patents are 
subdivided into 
classes of Ma- 
chines or Im- 
L, T. Parker provements, Ar- 
ticles of Manufacture, Compositions 
of Matter, Mechanical Processes, 
Chemical Processes and Designs. 
Each of the five first kinds issue 
for 17 years. A Design patent issues 
for 3%, 7 or 14 years as the in- 
ventor may elect, and relates only 
to the exterior appearance of the 
invention which must be orna- 
mental and attractive. 

The following U. S, Court and 
Commissioner of Patents excerpts 
are interesting: 

“The man who secretes his 
invention makes easier and 
plainer the path of no one. He 
contributes nothing to the public. 


lie and wait for one who inde- 
pendently and in good faith pro- 
ceeds to disclose the invention to 
the public would be against the 
policy of the patent laws. In the 
of the law he is not the 
inventor.” (App. D. O. 1914) 
Brown v. Campbell, 201 O. G. 
905. 


It is settled doctrine of the 
higher courts that when an inven- 
tor perfects an invention, and fails 
for an unreasonable period to file 
his application for a patent until 
someone else has invented and 
patented it, the former inventor 
forfeits his rights to a patent 
against the later inventor. 

See Mower v. Crisp, 83 O, G, 155. 
Mason v. Hopburn, 84 O. G. 147. 
Davis v. Forsyth, 87 O. G. 516. 
Mower v. Duell, Commissioner 88 
O. G. 191, Thomson v, Weston, 94 
O. G. 985. Wright v. Lorenz, 101 
O. G. 664, McDonald v. Edison, 105 
O. G. 973. 

The same rule has often been 
laid down by the other courts, See 
Robinson on Patents P. 839. See 
also Berg v. Thistle, Fed. Cas, No. 1, 
337. Curtain Supply Co. v. National 
Lock Washer Co., 174 Fed. Rep. 47. 

Another important point of law 


Tire Production 
Smashes Record 


During Month 


NEW YORK. — Production of 
passenger-car tires in March 
reached an alltime high of 9,959,002 
units, according to the Rubber 
Manufacturers Assn., Inc. 

This was an increase of 11.12 per- 
cent over the previous month’s out- 
put of 8,962,026 tires, Previous 
record month was June, 1955, when 
9,374,191 tires were produced. 

Manufacturers’ shipments of 
Passenger-car tires during March 
amounted to 9,252,580 units, an in- 
crease of 24.47 percent over the 
7,433,778 tires shipped in February, 
the association said. 

Inventories in the hands of man- 
ufacturers at the end of March 
amounted to 20,181,357 units, an in- 
crease of 3.84 percent over Febru- 
ary inventories of 19,435,050 units. 

Shipments of truck and bus tires 
during March came to 1,304,042 
units, an increase of 16.72 percent 
over the February shipments of 1,- 
117,230 tires. March production of 
1,390,661 tires was 6.32 percent 
higher than the 1,307,937 tires pro- 


' duced during February. Inventories 


at the end of March amounted to 
3,680,472 tires, an increase of 2.69 
percent over the February inven- 
tories Of 3,584,153 units. 


is that an inventor who is the first 
to conceive an invention but the 
last to reduce to practice is en- 
titled to be considered the real pat- 
entee if the testimony shows that 
he followed up his conception by 
due diligence and filed the applica- 
tion for a patent. See Cooke v. 
Jones and Taylor, 116 O. G. 1181. 
The cost of obtaining a patent may 
vary from $150 to $1,000. 
: a * + 


Pedestrian’s Duty 


A™ VARIOUS times in the past a 
legal question has been pre- 
sented to the writer, as follows: 
“Just exactly what degree of care 
for his own safety must a pedes- 
trian exercise to enable him to re- 
cover damages from the driver of 
an automobile which injured him?” 


Last month a higher court 
answered this important legal 
question and laid down this law: 
Pedestrians have a right to as- 
sume that the driver of an auto- 
mobile will use ordinary care for 
their protection, but they may 
not rest content on that assump- 
tion and take no care for their 
own safety, and they must exer- 
cise that degree of care that a 
reasonable, prudent person would 
use under the same or similar 
circumstances. 

For illustration, in Landon v. 
Shepherd, 91 N, W. (2d) 844, the 
testimony showed that a man, 


* 
BBB Chief Urges 
Clear-Cut Use 
4 * = 
Of ‘List Price’ 

NEW YORK.—Kenneth B. Will- 
son, president of the Nationa] Bet- 
ter Business Bureau, has issued an 
appeal to manufacturers to aban- 
don use of “list prices” which do 
not coincide with the going prices 
in the area or areas used. 

Willson cited a letter from 
Charles E. Grandey, director of the 
Bureau of Consultation of the Fed- 
eral Trade Commission, in support 
of his recommendation, 

In a letter to the bureau, Gran- 
dey expressed the view that when 
a retailer employs such phrases as 
“manufacturer’s list price” or “list 
price,” or words of similar import 
in an advertisement disseminated 
to consumers in his trading area, 
“the advertisement directly and by 
implication creates in the minds of 
consumers the belief that the 
higher figure is the regular price at 
which the product is usually and 
customarily sold.” 

Willson said that manufacturers 
and retailers would concede that 
during recent years, the term “list 
price” with few exceptions has not 
coincided with the regular price, 
nor has it been qualified to suggest 
other than a going price. 

After cautioning manufacturers 
in his appeal that they are held 
responsible for disseminating ficti- 
tious “list prices” even though they 
themselves are not engaged in re- 
tail sales, Willson urged manufac- 
turers to help correct the abuse 
through voluntary action. 


Life Blood 


It’s Product Reliability, 
Says GM Official 

LOCKPORT, N. Y.—Reliability of 
products is the life blood of any 
business, Lawrence A, Zwicker, 
general manager of GM’s Harrison 
Radiator division said at the an- 
nual Harrison 25 Year service din- 
ner. 

Zwicker, who was appointed gen- 
eral manager of Harrison on May 
1, said, “Customers expect and de- 
serve a reliable product in ex- 
change for their dollars, There is 
nothing more irritating or frustrat- 
ing than an unreliable product. 
This holds true no matter whether 
the product is a simple safety pin 
Or more complicated products of 
the type Harrison makes.” 

Zwicker noted that competition 
in the automotive industry has al- 
ways been keen and that in the 
future it will be even more so, He 
said that the best way to meet and 
beat that competition is to guaran- 
tee reliable products for the buying 
public. 
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named Landon, parked his auto- 
mobile in a space adjacent to the 
sidewalk curb, and got out of his 
automobile to lock the front left 
door. The driver, named Shepherd, 
of another automobile had pulled 
ahead of the vacant space and, not 
observing that Landon had utilized 
the parking space, backed his car 
toward this space when he collided 
with Landon causing severe in- 
juries, 


Landon sued Shepherd for heavy 


Nelson in New Location 


Morris Nelson Co. (Pontiac- 
Vauxhall) has opened new head- 
quarters in the Frank Building, 
442 W. Evergren at Fifth. 


damages but the higher court held 
Landon not entitled to a recovery 
saying that it was Landon’s legal 
duty to watch for automobiles 
which may approach in any direc- 
tion. 

+ * * 


Comparison Case 


| > comparison, see Hakkers v. 
Wills, 337 Mich. 620, In this case 
one Wills was seriously injured 
when he was struck by an automo- 
bile while he was standing in the 
street closing the window of his 
parked automobile. The higher 
court refused to award Wills dam- 
ages, and said: 

“He (Wills) contends that the 


e—— 


court should have charged that 
as he stood alongside his parked 
automobile he was under no duty 
to look back to see defendant's 
approaching automobile travelling 

in a lane where it normally had 
a right to be.” 

This higher court went on to ex. 
plain that the instant a driver 
emerges from his automobile he is 
a pedestrian, and further, the es. 
tablished law is that a pedestrian 
must use ordinary care for his own 
protection. 

In other words, he must exercise 
that degree of care that a reason- 
able, prudent and careful person 
would use under the same or iden- 
tical circumstances. 


New Commercial-Car Registrations, 
First Quarter, 1959-1958 


Truck psp by states are 


released here weekly, as compiled 
by R. L. Polk representatives in 


way 
state capitals. 





Brock- 


TO. 


baker | White | Willys | Misc. | TAL 
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“The information in this report has been compiled from official state documents. Ev 


reasonable precaution has been exercised to insure 


accuracy to the extent of the registrations received at the time the report is published. R, L. Polk & Co. cannot assume any liability bY 
reason of inaccuracies or omissions.""—R. L. Polk & Co. The Oregon registration count prepared by the Oregon State Motor Vehicle Depart 
t 


ment is included in this preliminary U. S. summary. These figures have not been subjected to aud 


Polk & Co, The 1958 figures for Oregon are Polk figures. 
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Technical Personnel 


Promotion of seven executives| Works No. 1, Creighton, Pa.; Paul 

been announced by Fisher|©. Lawson, assistant manager of 
Body. They are: | Works No. 1; E. Jennings Hazen, 
Robert H. Gathman, division gen-| manager of Works No. 4, Ford 
eral manufacturing manager; Wil-| city, Pa; W. E. Dyck, assistant 
jam Dornan, director of facilities | works No, 4 manager; Merle M. 
planning and works engineer!ng;| Eakins, manager at Crystal City, 


1 W. Moyer, general factory | : 
eager of eastern plants assem-|#"d Frank V. Breeze as assistant 


pling Chevrolet bodies; Frederick | ™anager. 


. Hanson, similar post in the west-| i 
em states. |Chrysler’s Wray Heads 
péward H. Goebel, manager of! McGraw Stamping Plant 


the Mansfield (O.) stamping plant; | 
Ralph R. Nordyke, general factory! Wance T. Wray has been ap- 
of Chrysler 


manager of Michigan assembly | pointed manager 
plants, and Raymond O. Doss, man-|Corp.’s3 McGraw Stamping plant, 
| Detroit. 


ager of Plant No. 1 in Flint. 
Wray had been manager of the 


* * * 
J&L Appoints Doughton | company’s Youngstown (O.) Stamp- 
jing plant since 1954. 


Richard Doughton jr., a develop- .s 
ment engineer for Jones & Laugh-| - 
lin Steel Corp., has been appointed| Dana’s Groves Appointed 


is f product development fi ‘ a 
ae cat's stain . Chief Metallurgical Engineer 


for J&L’s stainless and strip divi- 
sion, Detroit. Dana Corp. has appointed Wilson 


* * * 


Six Executives Promoted 


By Pittsburgh Plate Glass 

Six appointments in the plate- 
glass manufacturing operations has 
been announced by Pittsburgh 
Plate Glass Co. They are: 

Stephen Jeckovich, manager at 





Engineering Briefs 


DETROIT.— The Detroit Diesel 
Engine division has appointed Dixie 
Engine Co., Atlanta, distributor for 
GM diesel engines in Western 
Georgia, Blalock Machinery & 
Equipment Co., GM Diesel distrib- 
utor in Georgia for many years, 
will continue as a service dealer 
both in Atlanta and Albany. 


x a a 
Spray-Booth Lining 

WILMINGTON, Del.—A near- 
permanent “release” lining material 
for paint-spray booths that report- 
edly saves cleanup time and elimi- 
nates strippable lacquer has been 
tested satisfactorily by an Eastern 
railroad, according to du Pont’s 
fabrics division. The technique con- 
sists of lining booths with “Arma- 
lon” TFE fluorocarbon coated glass 
fabric. “Fairprene” 5140 cement is 
used as the bonding agent. 


* x * 


Goodyear Plant for France 


AKRON.—Goodyear Tire & Rub- 
ber Co. will build a $7 million tire 
manufacturing plant in France, ac- 
cording to E. J. Thomas, chairman. 
He said Goodyear is studying plant 
sites and that engineering work 
already is under way. 

x = * 


Body Engineers io Meet 
DETROIT. — Russell M. Cooper, 
President of the American Society 
of Body Engineers, announced that 
the 14th annual technical conven- 
tion will be held Oct. 21-23 at the 
Rackham Memorial Building, 100 
Farnsworth Ave., Detroit. Sidney 
A. Nash, Ford Motor Co., is con- 
vention chairman. 
” + « 


Ferd’s Goldman Lectures 


DEARBORN.—Dr. J. E. Gold- 
Man, manager of the physics and 
chemistry department of Ford 
Motor Co.'s Scientific Laboratory, 
Served as Visiting Webster Profes- 
Mr of electrical engineering at 
Massachusetts Institute of Tech- 
Rology in April. 

* 








~ x 


New Ultrasonic Gage 


Used on GM Castings 


WARREN, Mich.—For improving 
quality control of automotive en- 
gine castings, General Motors proc- 
@8s development staff has designed 
an ultrasonic gage that simplifies 
Measuring thousandths of an inch 
Variations in cylinder wall thick- 
ness, 

This non-destructive tester also 
fan be adapted to measure thick- 
hess of straight or curved surfaces 
of cast iron, steel, aluminum, mag- 
fesium, brass, lead, glass and most 
Solid plastics, with only one side 
ef the material accessible. 





T. Groves chief metallurgical engi-' merly of the Ohio plant, now heads 


Exacting engine control believed impos- 
sible only a few years ago is now the 
expected, not only in modern aircraft 
and missiles, but also in today’s automo- 
biles and trucks. And, this absolute ac- 
curacy is demanded under temperature, 
pressure, and power conditions found, 
until recently, only in laboratories. Tem- 
perature variations alone of —80°F to 
+160°F require almost continuous com- 
pensations in ‘today’s jet aircraft and 


neer. He succeeds S. L. Widrig, who 
is retiring. 

Prior to joining Dana in 1948, 
Groves had been with U. S. Steel 
Corp., Buick, and Vulcan Furnace 
Co. 


* * * 


Pittsburgh Plate Ups Oberlin 


William C. Oberlin has been 
named chief engineer for the glass 
division, Pittsburgh Plate Glass 
Co. He succeeds Ralph D. Bole, who 
has retired. Oberlin had been as- 
sociate chief engineer. 

* * * 


Dodge Boosts Kaminski 
Norbert J. Kaminski has been 


named Dodge truck quality control | * 


manager. He formerly was super-| 
intendent of assembly and repair. 
* * * 


Chrysler Corp. Reassigns 


3 Stamping Plant Chiefs 


Chrysler Corp. has reassigned the 
managers of three of its stamping 
plants. 

Roy Blasiola, formerly manager 
of the Mack Ave. (Detroit) stamp- 
ing plant, was named manager of 
the Ohio stamping plant, Twins- 
burg, O.; Wilfred T. Hanlon, for- 





\the Outer Drive (Detroit) facility, 
and Walter B. Connolly has moved 
|from Outer Drive to Mack Ave. 

7 * * 


IU. S. Rubber Names Crouch 


Products Department Chief 


W. E. Crouch has been appointed 
manager of the automotive and 
allied products department of U.S. 
Tire division, United States Rub- 
ber Co, New 
York. 

Crouch formerly 
was assistant 
manager for tires, 
batteries and ac- 
cessories for 
Skelly Oil Co. He 
has been a mem- 
ber of the A. C. 
Spark Plug Co. 
TBA Advisory 
Council since 1946, 
the Purolator 
Products Co, TBA Advisory Council 
since 1957, and has been active in 
the Assn. of American Battery 
Manufacturers. 

* He cd 


VanDam Gets New Post 


William VanDam has been 
named director of Sealed Power 


W. E. Crouch 





When CONTROL cannot be 
a question of degree... 





pioneered such de 
automotive hood 





missiles. More, these ever-increasing re- 
quirements must be designed for ever- 
decreasing standards of size and weight. 

For more than a half-century, Holley has 


carburetors and fuel control systems for 
jet engines that save one-third the weight, i 
one-fourth the space. That’s why two 
generations of Americans on the move 
have come to depend on Holley products. 


Corp.’s new application engineering 


velopments as: lower 
lines through smaller 


* 1-30 


For more information about 
Holley products, automotive or 





| department. He has been with the 

\firm for 20 years in engineering 
and sales capacities, 

| * * * 


Alemite Appoints Paschal 


Quality Control Manager 


James B. Paschal has been ap- 
pointed manager of quality control 
of the Alemite and Instrument di- 
vision, Stewart-Warner Corp. 

Before joining Alemite, Paschal 
had been with the Chrysler division, 
controls Co. of America, and Victor 
Mfg. & Gasket Co. as quality con- 
trol executive. : 

* * 


Chrysler Corp. Appoints 
2 Engine-Plant Managers 


New-plant managers at Chrysler 
Corp.’s Detroit-area engine plants 
have been announced by Raymond 
A, McCarroll, general manager of 
the company’s engine division, 

Harry R, Bentley was named 
plant manager of the Mound Road 
engine plant and Vincent P, Masi 
was named plant manager of the 
Trenton (Mich.) engine plant, 





The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 





aircraft, write to 


G, 


11955 E. NINE MIRE RD. 


WARREN, MICH. 


FOR MORE THAN HALF-A-CENTURY ... 
ORIGINAL EQUIPMENT MANUFACTURERS FOR 
THE AUTOMOTIVE AND AIRCRAFT INDUSTRIES 





Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 





"57 '58 
May 


"57 =°58 
June 


"67 
duly 


Prices of '58s added and ’50s dropped in December, 1957. Prices of '59s added and ’51s dropped in December, 1958. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. Bal ated 


LITTLETON, COLO. 


Littleton Colorado Auto Auction. Sale 
every Tuesday. Prices are for sale of 
May 12. 

BUICK—'59 LeSabre 4-dr., $2,760* (ps). 

"57 Century 4-dr., $1,750*° (ps), 2 at 

$1,545* (ps). 

56 Special 2-dr., $1,125* (ps); 4-dr., 

$1,045". 


‘54 RM Hardtop sedan, $625* (ps). 
51 Super Hardtop 2-dr., $175*. 


CADILLAC—’'59 (62) 4-dr., $4,440* (ps). 
"58 (62) sedan de Ville, $3,735* (ps); El 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








COLORADO 








COLORADO AUTO AUCTION 
LITTLETON, COLO. _ 


Sale Every Monday—11:00 a.m. 
Owners: Francis R. Casseli—Cerroll K 
Phone Denver: SUnset 1-7821 
Wire Colerade Auto Auction FAX 
Denver, Cole. 


Colencis Jchany Weed Bean Davis and 
Greenwood 


All cars paid for 
The Bank 


i 


our own check through 
of Denver 








Denver Auto Auction 
4% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 


| 








CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our !2th year 
of continuous operation. 


11:00 A.M. 








* ‘Warehouse Point, Conn. 








FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 


INDIANA 


INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 














For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
im LUCAD. 











| 
ie 
oe 


"57 
Nov. 


"67 = °58 
Aug. 


"57 
Sept. 


"57 
Oct. 





"58 "57 =°58 


Dee. 


Figures alongside bars represent dollars. 


Dorado, $3,300* (ps). 
"56 (62) coupe, $2,300* (ps). 
"55 (62) coupe, $1,480° (ps). 


CHEVROLET — '59 Parkwood (8) station 


wagon, $2,675*; Impala (8) Hardtop 
sedan, 2 at §$2,650* (ps), $2,575*, 
$2,510; Biscayne (8) 2-dr., $1,890. 


"58 Impala (8) Hardtop sedan, 2 at $2,- 


090*, $2,030*, $1,800*; Nomad (8) sta- 
tion wagon, $1,975*; Bel Air (8) 4-dr., 
$1,865* (ps), 2 at $1,750* (ps), 2 at 
$1,685*° (ps), 2 at $1,550*; Delray (6) 
sedan, $1,265. 

"57 Bel Air (8) 4-dr., $1,690* (ps), $1,- 
475*; Two-ten (8) 4-dr., $1,345°*. 
"56 Bel Air (8) 4-dr., $1,225*, $1,180*, 
$1,085*; Two-ten (8) Delray club 

coupe, $1,015* (ps). 

"55 Bel Air (8) 4-dr., $1,090°, $685*, 
$650°. 

’54 Two-ten 2-dr., $435. 

’53 Bel Air 2-dr., $765, $350. 





SALE EVERY FRIDAY 


CARS AT 12:30 P.M. 
TRUCKS, MAY 29th, 11 A.M. 


Checks and Titles Guaranteed 


12 Years—same location—Rte, 30, 
2 miles west of Rte. 4! 


UNion 5-2361 Chicago line: REgent 1-6181 





MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks teed. Cars group- 


ed. Thur., 12 noon. Established 1947. 


MICHIGAN 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
Twin Ring Selling 


"52 2-dr., $450. 
CHRYSLER—’'55 Windsor Hardtop coupe, 
$940* (ps). 
’53 Windsor 4-dr., $275°. 
’52 Saratoga 4-dr., $270*. 
DODGE—’'59 Coronet (8) Hardtop, $2,285* 
(ps). 
"57 Coronet (8) Hardtop, $1,110*. 


"55 Royal Hardtop, $750* (ps); Coronet 

(8) 4-dr., $725*. 
FORD—'59 Thunderbird Hardtop, 2 at §3,- 

850* (ps), $3,375* (ps). 

"58 Fairlane (8) 500 sedan, 2 at $1,600* 
(ps), $1,465*. 

’57 Country Squire (8) station wagon, 
$1,850* (ps); Fairlane (8) 500 sedan, 
$1,510*, $1,465* (ps); Custom (8) 300 


sedan, 2 at $1,250*. 

’56 Fairlane (8) Victoria Hardtop, $1,- 
290°. 

"55 Custom (8) 300 sedan, 
Main (6) 2-dr., $485. 


2 at $850; 





MISSISSIPPI 


JACKSON — Greater Jackson Auto 
Auction, Wilmington St., Box 8468. 
Wed., 12:30. Check, Title Guarantee. 





NEW JERSEY 
OVER bd Satie aa WEEK 


NO HOUSE CARS! 


5.6 5 


aon Tyg n Ly rm 


a r 
ev 


NATIONAL AUTO 
DEALERS EXCHANGE 





5 from Lincoln Tunnel 


INSURED PICKUP AND 
DELIVERY SERVICE 


aaa FY TN Nai 


AUTO 
AUCTIONS 


INC. 
On Route 20 At Route 3 


EAST RUTHERFORD, N. J. 


TUESDAYS — 11 A.M. 





NEW YORK 























NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 
Albeny 5, N. Y. 
Monday — || O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 








Ev: 
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i 


'53 (62) 4-dr., $570* (ps), $350* (ps), 

(Copyright, 1959, by Automotive News) CHEVROLET—'59 Biscayne (6) 2-dr., $1. 

790. 
’ 58 Bel Air (8) 4-dr., $1,775 (ps); 
(8 - ; 
Oh Gusta dear 3 at 9n0e* Brookwood (8), $1,760° (ps), $1,650° 
. rie . (ps); Biscayne (8) 4-dr., $1,525*, 
IMPERIAL—’58 Hardtop, $3,250* (ps). 57 Bel Air (8) Hardtop 2-dr., $1,510*; 
| LINCOLN—’58 Capri coupe, $2,875* (ps). Two-ten (8) 2-dr., $1,095*. 

’56 Premiere 4-dr., $1,625* (ps). ’56 Two-ten (8) 2-dr., $1,125*; Two-tey 

MERCURY—’58 Colony Park station wag- (6) 2-dr., $770*; One-fifty (6) 2-dr,, 
on, $2,435* (ps). 2005. 

’55 Montclair 4-dr., $950* (ps). 55 Bel Air (6) 2-dr., $705*; Two-ten 
NASH—’54 4-dr., $445. 6) station wagon, $700*; Two-ten (8) 
OLDSMOBILE —’58 (88) 4-dr., $2,180*| | _4-dr., $580. 

(ps), $2,100* (ps). 53 Two-ten (6) station wagon, $275. 

56 (88) 4-dr., $1,030* (ps). CHRYSLER—'56 NY Hardtop 2-dr., $1,- 

55 (98) 4-dr., $1,135* (ps); (88) 4-dr.,| | 460° (ps). . 

2 at $850* (ps). 55 Windsor 4-dr., $780* (ps); NY Hard 

53 (88) 4-dr., $575* (ps), $330* (ps). top 2-dr., $740* (ps). 

















~— 
’54 Belvedere (8) Hardtop, $50", 
’51 Hardtop, $160. 
PONTIAC—’59 Catalina 4-dr., $°,380*, 
’56 Chieftain Hardtop 4-dr., $ ,025¢; 
dr., $645. 
’55 Star Chief 4-dr., $760*. 


’52 station wagon, $250*, $22: *. 
RAMBLER—’59 Custom (8) 4-dr., 2. 
185. 
’57 Custom (8) 4-dr., $1,465* (ps), $1. 


045* (ps). 
’56 Custom (8) 4-dr., $920. 
a ae tee Silver Hawk (6) 2 
$2,050; Lark (6) sedan, $2,059, 
‘53. “Champion Hardtop, $375. 
MISCELLANEOUS—’59 Ford Ra 
$1,905, $1,890*; Chevrolet %-ton 
pickup, $1,825, $1, 800. 
’57 Ford Ranchero, $1,295. 
’55 International Harvester %-ton pick. 
up, $600. 
"52 GMC %-ton stake, 


DETROIT 


Aptco Auto Auction, Sale every Wednes. 
day. Prices are for sale of May 13. De. 
mand brisk for clean cars, Sold 146 cars 
from 250 consignments. 


$400. 





# BUICK—’59 LeSabre Riviera 2-dr., $2,475*, 

# 57 Super Riviera 2-dr., $1,450* (ps), 

i "56 Special Riviera 4-dr., $1,040* (ps). 

"55 Special conv., $760; 2-dr., $655*, 
$350*; RM conv., $720* (ps). 

. 54 RM Riviera 2-dr., $550* (ps), 


= ’52 Super Riviera 2-dr., $215*. 
CADILLAC—’58 (62) 4-dr., $3,510* (pg), 
’56 (60) Special 4-dr., $1,800* (ps); (62) 
2-dr., $1,730° (ps). 
’55 (62) conv., $1,345* (ps). 


"58 °58 
May 
To Date 


PACKAR D—’55 Patrician 4-dr., $705* | DODGE—’58 Coronet (8) 2-dr., $1,520*. 


(ps). "57 Custom Royal (8) Hardtop, $1,550*; 
PLYMOUTH—'58 Suburban (8) station| , Coronet (8) Hardtop 2-dr., $1,335*. 
wagon, $1,990*. 56 Sierra (8), $1,265* (ps); Custom 
'57 Belvedere (6) Hardtop, $1,315*;| , Royal (8) 4-dr., $760°. 
Savoy (6) 4-dr., $1,100*, 55 Royal (8) Hardtop 2-dr., $810* (ps), 
"56 Savoy (8) 4-dr., $845*. (Continued on Page 38, Col. 1) 





NEW YORK PENNSYLVANIA 
eho ROR ARS 
GREATER NEW YORK MANHEIM 


AUTO AUCTION, INC. 

(Exit 31—Merrit Parkway) 
Bedford-Banksville Road, Banksville, N. Y. 
Sale Every Tvesday—12 Noon 
Auctioneer—CARL MARKER 


Guaranteed Checks and Titles. 
Phone—BEdford Village 4-3100 


AUTO AUCTION, INC. 


Manheim, Penn. 


On Route No, 72 
5 miles South of Pennsylvania Turnpike 


Sale Every Friday—i0:00 A.M. 








%& Dual Lane Selling 
%& Auction Checks 
% Titles Guaranteed 


NEW YORK CITY'S 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 








TEXAS 
eRATOUSINS Nine MRR Re ERE 





EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured. 
EVERY TUESDAY 12:30 P. M. 
ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
Tel. CApitol 8-0100 


Auctioneers—David B. Spielman 
John W. Becker 


AMARILLO AUTO 
AUCTION, INC. 


3202 E. 10th Ave., Amarillo, Texas 
Phone: DR 2-9503 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 


SALE EVERY FRIDAY — 
11:00 A.M. 


Reference: American National Bank 


























checks guaranteed. Mon. 10.A. M. | 
PENNSYLVANIA 
CORRY AUTO AUCTION ws 





Route 6, Corry, Pa. 

EVERY FRIDAY—1:00 P.M. 
Guaranteed Checks— 
Guaranteed Titles 
“The Opeiinn auction with the > ee ac- 


SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 


tion." reserved numbers 
56-30}. Auctonsere ‘San Austin, once HIGH MARKET AREA 
z Odi Adcock. Write for free accurate market reports 


Bill Johnson Bob McConkey 











North-East-South-West — Automotive News' 


“Leading Used-Car Auction Directory" gives the sale day and time of top Avi 
Auctions EVERY WEEK. 






a se 


Nearly half of Holiday’s families 
are two-car families! 


Holiday’s 900,000 reader families are a 
mobile-minded group. Over 42% of them 
own two or more cars.* 

And they buy new cars in good times or 
bad. Over 28% bought one or more new cars in 
the recession period, July 1957 to August 1958. 
Think of the prospects today! 

Every month, more and more car manufac- 
turers become aware of the Holiday audience’s 


HOLIDAY delivers today’s most active, responsive market! 


enormous buying power. Holiday family 
incomes are nearly triple the national average. 
No wonder twenty-six makes were advertised 
in Holiday last year, and six more have joined 
the list thus far in 1959. 

Car advertisers know that people in the 
Holiday mood are in a buying mood. 


*F rom a Holiday subscriber survey. 































$715*; Coronet (8) station wagon, 
$690*; Hardtop 2-dr., $605*. 
’54 Royal (8) Hardtop 2-dr., $325°. 


EDSEL—’58 Citation Hardtop 4-dr., $1,- 
800* (ps). 

F O R D—’59 Country sedan (8), $2,540* 
(ps); Fairlane (8) 500 Victoria 4-dr., 
$2,350* (ps); Custom (8) 300 4-dr., 
$1,885*, $1,825, $1,775*; Custom (6) 
300 2-dr., $1,760. 

’58 Thunderbird (8), $3,110* (ps); Fair- 
lane (8) 500 conv., $1,970*, $1,950* 
(ps). 

’57 Fairlane (8) 500 conv., $3,025*, $1,- 
400* (ps); Victoria 4-dr., $1,410* (ps), 
$1,400* (ps); Victoria 2-dr., $1,400* 
(ps); 2-dr., $1,390*; Fairlane (8) Vic- 
toria 2-dr., $1,240*; Ranch wagon (6), 
$1,170, $1,160*; Custom (6) 300 2-dr., 
$1,055*; Custom (8) 300 2-dr., $1,035", 
$1,000, $935; 4-dr., $1,020*; Custom 
(8) 2-dr., $1,050. 

56 Fairlane (8) conv., $1,100*; Victoria 
2-dr., $1,060* (ps); Victoria 4-dr., $1,- 
050* (ps); 4-dr., $835*; Custom (8) 
4-dr., $885*, $815°*. 

"55 Fairlane (8) 2-dr., $775*%; 4-dr., 
$660; Country sedan (8), $710*; Cus- 
tom (8) 4-dr., $610*%; Main (6) 2-dr., 
$560, $500. 

"54 Main (6) 2-dr., $180. 

"53 Custom (6) 2-dr., $335; Main (6) 
2-dr., $225. 

IMPERIAL—’57 Imperial Hardtop 4-dr., 

$2,375* (ps). 














































































































(Continued from Page 36) $885*; 4-dr., $735*; 2-dr., $715*. 
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’53 Savoy (6) 4-dr., $250. 


PONTIAC —'59 B ille 4-dr., $3,110* 
e ° im) Catalina Hardtop ar, 718° Model Breakdown 
(ps). 
Used-Car Auction Prices || :3 3.2, 210. 9». Of Auction Averages 
56 Star Chief 2-dr.. $1,076° (ps), conv May, 1959 April, Mar., 
°1,025° (ps); 4-dr., $795*; Chieftain To Date 1959 1959 


Catalina 4-dr., $930*; Catalina 2-dr., 


$2,568 $2,739 $2,610 


’55 Star Chief Catalina 2-dr., $850*, 1,878 1,956 1,971 











’55 Imperial 4-dr., $1,045* (ps). $810* (ps), $690*. 1,342 1,352 1,334 
LINCOLN—’ 57 Premiere conv., $2,200*° | RAMBLER—’57 Super (8) sedan, $1,300*, 961 988 989 
te 56 Super (6) sedan, $740 736 748 747 
mail -dr., . uper sedan, 6 
et rt a Lae, a ’55 Custom (6) station wagon, $800. 465 461 461 

’57 Montclair Hardtop 4-dr., $1,475* | MISCELLANEOUS — ’56 Dodge (8) panel, 296 290 300 
(ps); Hardtop 2-dr., $1,380* (ps); $610°. 216 194 218 
Monterey Hardtop 4-dr., $1,385*, ’53 Ford (6) F-100 pickup, $450. 

"56 Monterey 4-dr., $885*. 

OLDSMOBILE —'59 (98) Holiday 4-dr., CHICAGO _ Average $1,058 $1,091 $1,079 
* 

a Holiday 2-dr., $2,140* (ps). Arena Auto Auction, Sale every Tuesday. 

57 (98) Holiday 4-dr., $1,800* (ps); 4-| Prices are for sale of May 12, Sold 437 125* (ps); (62) sedan de Ville, $2,- 
dr., $1,750* (ps), $1,425* (ps); (88) | cars from 717 consignments. 805* (ps), $2,650* (ps), $2,480° (ps); 
2-dr., $1,575* (ps), $1,430*; (88) Super | BUICK—’58 Special 4-dr., $2,050*° (ps). coupe de Ville, $2,650* (ps); (60) 
Holiday 4-dr., $1,550* (ps). ’57 RM 4-dr., $1,605*; Special 4-dr., $1,- Special 4-dr., $2,700* (ps). 

"56 (88) Super 4-dr., 2 at $1,250° (ps). 500*; Riviera 2-dr., $1,365*, $1,305*; ’56 (62) coupe de Ville, $2,175* (ps); 

"55 (88) 4-dr., $825* (ps); 2-dr., $700* Riviera 4-dr., $1,325* (ps). sedan de Ville, $1,955* (ps), $1,955* 
(ps), $625* (ps). 56 RM Riviera 4-dr., $1,275* (ps); 4- (ps); conv., $1,700* (ps). 

"54 (98) 4-dr., $405* (ps). dr., $1,205* (ps), $1,100* (ps); Super| °55 (62) coupe de Ville, $1,670* (ps); 

PACKAR D—’55 Patrician 4-dr., $500* 4-dr., $1,065* (ps); Special Riviera 2-dr., $1,535* (ps). 
(ps). 4-dr., $985*, $970*, $885*. 54 (62) coupe - van. a. (pe, 
r JTH—’ a 55 Century Riviera 4-dr., $940* (ps), $1,350* (ps); 4-dr., ,o4 Ps), ~ 
ia nD, ee $905*, $870* (ps); Riviera 2-dr., $735* 115* (ps); (60) Special 4-dr., $1,300* 

’58 Suburban (8) Custom, $1,550; Savoy (ps); Special Riviera 4-dr., $925*, (ps). 

(8) 2-dr., $1,350*. $890* (ps), $795*; station wagon,| CHEVROLET—’59 Impala (8) conv., $2,- 

’57 Belvedere (8) 4-dr., $1,225" (ps); $845; Super conv., $900° (ps); Rivi- 665* (ps); 4-dr., $2,575* (ps), $2,550* 
2-dr., $1,050°; Hardtop 2-dr., $1,020;| , era, $790°%; RM conv., $755° (ps). (ps), $2,500* (ps); Hardtop 2-dr., $2,- 
Savoy (8) Hardtop 2-dr., $1,160*; 4- 54 Super Riviera 2-dr., $675*, $585 480* (ps). 
dr., $1,075*, $1,020*; Plaza (6) 2-dr., (ps), $505° (ps). ° 58 Impala (8) Hardtop, $2,255* (ps), 
$810. CADILLAC—’59 (62) 4-dr., $5,100* (ps), $2,250* (ps), $2,175* (ps), $2,110* 

°56 Savoy (8) 2-dr., $525*. $4,700* (ps); coupe = Ville, $4,875* (ps), $2,025* (ps); conv., $2,250* (ps), 

’55 Belvedere (8) station wagon, $840*; (ps); 2-dr., $4,600* (p: $2,235* (ps), $2,200* (ps), $2,140* 
Hardtop 2-dr., $600*; Belvedere (6) "58 (62) coupe de Ville, "33, 710° (ps). (ps), $2,125* (ps); Bel Air (8) 4-dr., 
4-dr., $435; Savoy (6) 2-dr., $485*. ’57 Eldorado conv., $3,175* (ps), $3,- $1,855* (ps), $1,800* (ps); Hardtop 
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LEADER IN LUBRICATING EQUIPMENT 


























over 50 years 






















































































































































































































































































Lincoln Lincoln 













Ceiling Lubreels* Air Compressors 




































































































































ite room, win customer approval and inspire con- Featuring loadless starting, automatic start 
fidence that builds and keeps more service sales. and stop as well as continuous service operation 
Operators like the easy way these Golden din eclandtal eatin. 
pry ca sor cece gle: ae eee This complete new line of Lincoln air com- 
pany i more efficient lube lobes pressors embodies the finest engineering and 
Lincoln Golden Standard Lubreels are construction. It proudly bears the Lincoln trade- 
available for all services (also available in mark, @ traditional symbol of high quality, de- 
spring-powered models) to satisfy any lube room pendable performance and long, economical 
requirements. Easy to install, they give you de- service life—a symbol of the skill, experience 
pendable performance year after year with an and integrity with which Lincoln backs all 
: absolute minimum of maintenance. products. 


For complete information on this quality equip- 
ment, send for Catalog 57 and Bulletin A-110 


“Tredamen Aegictered 


a a a see tater a 2 cee at i a 


LINCOLN ENGINEERING COMPANY 
Division of The McNeil Machine & Engineering Co. 
4010 GOODFELLOW AVENUE - ST. LOUIS 20, MISSOURI 





a, 


4-dr., $1,775* (ps), $1,720"; Broo, 


wood (8), $1,675*; Biscayne (8) 4 


r., $1,620, $1,580*, $1,505. 

Bel Air (8) conv., $1,700" ¢ ): 
Hardtop 4-dr., $1,585*, $1,550* (ps), 
$1,450*, $1,360; Hardtop 2-:r., $1,- 
500*; 4-dr., $1,485* (ps), $1,240" (Ds); 
2-dr., $1, 375*: Two-ten (6 station 
wagon, $1,610*, $1,590; Harcitop, gy. 


220; 2-dr., $1,095, $1, 050*; } -dr., $1, 
025; Two-ten (8) 2-dr., $1,2 $8708 
4-dr., $1,085*; One-fifty (6) 2-dr, $1, 
100, $1,035. . 


*56 station wagon (8), $1,420* (ps); 
Air (8) Hardtop 4-dr., $1,250*, $1. 
225*; 4-dr., $1,095*; 2-dr., $990*; By 
Air (6) Hardtop, $1,045*; "Two- ten (8) 
station wagon, $1,005*; Two-ten (6) 
2-dr., $820. 

"55 Bel Air (8) Hardtop, $945* (ps): 4 
dr., $870*, $845*; Bel Air (6) Hard- 
top, $900; Two- ten (8) 2-dr., $825¢, 

s Ley Air Hardtop, $720°; Two-ten 4. 

$555*, $525. 

cunYsten 57 Saratoga Hardtop 4-dr,, 
$1,555* (ps). 

°56 NY Hardtop, $1,100* (ps). 

"55 Windsor 4-dr., $930°; Hardtop, $a55* 
(ps). 

DeSOTO — '57 Firedome Hardtop, $1,619 
(ps); Fireflite 4-dr., $1,575* (ps), $1,. 
400* (ps); Hardtop 2-dr., $1,500 
(ps); Firesweep Hardtop 4-dr., $1,335*. 

"56 Firedome station wagon, $1,259" 
(ps); Hardtop, $1,125* (ps). 

DODGE—’58 Custom Royal (8) Hardtop, 
$2,130* (ps), $2,050* (ps); conv, 132" 
000* (ps); Coronet (8) 4- dr., $1,500 

’57 Coronet (6) 4-dr., $1,050*. 

FORD—’59 station wagon (8) 4-dr., $2,340, 
$2,170*. 

’58 Thunderbird (8), $3,175* (ps), $3, 
050° (ps); Fairlane (8) 500 Skyliner, 
$2,285* (ps), $2,045* (ps); Victoria, 
$1,850* (ps), $1,710* (ps); conv., $1,. 
705*; 4-dr., $1,400* (ps); Country 
sedan (8), $1,750* (ps); Fairlane (8) 
Victoria, $1,700* (ps); 4-dr., $1,470*; 
Custom (8) 4-dr., $1,400*. 

"57 Fairlane (8) 500 conv., $1,600*, $1, 
550°, $1,425* (ps); Victoria 2-dr., $1,. 
425° (ps), $1,305*, $1,135*; station 
wagon (8), $1,550*, $1,425*; station 
wagon (6), $1,140*; Fairlane (8) Vic. 
toria 4-dr., $1,360°, $1,325*, $1,295*, 
$1,290*; Custom (8) 2-dr., $1,250*, 

"56 Fairlane (8) Victoria, $1,080*; cony., 
$1,025*, $1,000%; 4-dr., $960* (ps); 
Parklane (8), $1,015*; Country sedan 
(8), $955*. 

55 Fairlane (8) Victoria, $745*, $550° 
(ps); 2-dr., $625*. 

"54 Fairlane (8) conv., $900*. 

IMPERIAL—’58 Imperial Hardtop 4-dr., 
$2,040* (ps). 

*57 Imperial 4-dr., $2,235* (ps), $2,225* 
(ps); Crown 4-dr., $2,050* (ps). 

"55 Imperial 4-dr., $1,100* (ps), $825* 
(ps). 

LINCOLN —’58 Premiere Hardtop 4-dr., 
$2,850* (ps). 

*57 Premiere conv., $2,110* (ps), $2,000* 
(ps). 

"56 Premiere 4-dr., $1,275* (ps). 

MERCURY —’58 Monterey 4-dr., $2,000* 
(ps), $1,750* (ps); Hardtop, $1,675*. 

"57 Montclair Hardtop 4-dr., $1,415* 
(ps); Monterey 4-dr., $1,275* (ps); 
Hardtop, $1,200*. 

"55 Monterey 4-dr., $705*. 

*54 Monterey Hardtop, $550*. 

"53 Monterey Hardtop, $475*. 

NASH—'55 Ambassador Country Club, 
$625* (ps). 

OLDSMOBILE—’58 (88) Super conv., §2,- 
510* (ps), $2,460* (ps); Holiday 4-dr., 
$2,300* (ps); (98) Holiday 4-dr., $2,- 
470* (ps), $2,450* (ps); (88) Holiday 
4-dr., $2,210*, $2,095* (ps). 

*57 (88) Fiesta, $1,900* (ps); Holiday 4- 
dr., $1,635* (ps), $1,580*; (98) Holi- 
day 4-dr., $1,780* (ps); (88) Super 
Holiday 4-dr., $1,650* (ps), $1,630° 
(ps), $1,570* (ps), $1,520* (ps). 

"56 (98) conv., $1,430* (ps); Holiday 4- 
dr., $1,190* (ps); (88)-Super Holiday 
4-dr., $1,375* (ps), $1,310* (ps); (88) 
Holiday 4-dr., $1,305* (ps), $1,175* 
(ps). 

"55 (98) 4-dr., $1,110* (ps), $980*. 

"54 (98) Holiday, $950* (ps). 

PACKARD—’56 400 Hardtop, $870* (ps). 

PLYMOUTH—’58 Belvedere (8) 4-dr., $1,- 
605* (ps); Plaza (8) 4-dr., $1,265*. 

’57 Suburban (8) Custom, $1,450*, $1,- 
250; Belvedere (8) Hardtop 4-dr., $1,- 
350*, $1,345*, $1,285; Savoy (6) 4-dr., 
$1,145*; Hardtop 4-dr., $980*; Savoy 
(8) Hardtop, $1,095*; 4-dr., $1,030, 
$850*. 

"56 Belvedere (8) conv., $805* (ps). 

"55 Belvedere (6) Hardtop, $700*, $600*. 

PONTIAC—’'59 Bonneville conv., $3,305* 
(ps), $2,750* (ps). 

*58 Bonneville conv., $2,525* (ps). 

"57 Star Chief Catalina 4-dr., $1,460° 
(ps), $1,355* (ps); Chieftain Catalina, 
$1,090* (ps). 

"56 Safari 2-dr., $1,300*; Chieftain 
Catalina 4-dr., $900* (ps); 4-dr., $825*. 

*55 station wagon, $880*. 

*54 Star Chief Catalina, $435* (ps). 


RAMBLER—’57 Custom 4-dr., $1,060*. 


*55 Custom Cross Country, $755, $720*, 
$655; Super station wagon, $615. 


STUDEBAKER—’59 Commander (8) 4-dr., 


$1,910*. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 


Auction, Sale every Tuesday. Prices are 
for sale of May 12. 


BUICK—’59 LeSabre Riviera 4-dr., §2,- 


700* (ps). 

’57 Century Riviera 4-dr., $1,680* (ps); 
RM Riviera 4-dr., $1,625* (ps); conVv., 
$1,180* (ps); Special conv., $1,585* 
(ps). 

’56 Century Riviera 4-dr., $900*; Spe- 
cial Riviera 4-dr., $840*. 

’55 Special Riviera 2-dr., $860; RM Rivi- 
era 2-dr., $785* (ps). 

54 Century Riviera 2-dr., $715*, $565°; 
Special 4-dr., $640*; 2-dr., $470; RM 
conv., $500* (ps). 

53 RM Riviera 2-dr., $300* (ps); Super 
4-dr., $280*, $225*; Riviera 2-dr., 
$185". 


CADILLAC—’'58 (60) Special 4-dr., $4,510* 


(ps); (62) sedan de Ville, $4,045° 
(ps), $4,000* (ps); 2-dr., $3,685* (ps)- 

"57 (62) coupe de Ville, $3,100* (ps), 
$3,035* (ps), $2,750* (ps); 2-dr., $2,- 
825* (ps); 4-dr., $2,600* (ps); (60) 
Special 4-dr., $2,900* (ps). 

*56 (60) 2-dr., $2,220* (ps); coupe de 
Ville, $2,200* (ps); conv., $2,150* 
(ps); sedan de Ville, $1,985* (ps). 

’54 (62) conv., $1,530* (ps), $1,415° 
(ps); 2-dr., 2 at $1,340* (ps). 

"53 (62) coupe de Ville, $905* (ps), 
$555* (ps); 4-dr., $695* (ps). 

"52 (62) coupe de Ville, $730* (ps); 
conv., $490* (ps). 

"51 (62) 4-dr., $295*; (61) 4-dr., $280°. 

"50 (60) Special 4-dr., $280*. 

’46 Fleetwood Limousine 4-dr., $350*. 


(Continued on Page 39, Col. 1) 
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Used-Car Auction Prices 


(Continued from Page 38) 


VROLET—’59 Impala (8) conv., $2,- 
750*; Hardtop 2-dr., $2,670* (ps), $2,- 
625* (ps); Hardtop 4-dr., $2,650*, $2,- 
625* (ps). 

58 Corvette (8) 2-dr., $3,000*, $2,800, 
$2,650; Nomad (8) 4-dr., $2,360* (ps); 
Impala (8) Hardtop 2-dr., $2,360* (ps), 
$1,990*; conv., $2,140* (ps), $2,075* 
(ps); Bel Air (8) 4-dr., $1,905* (ps), 
2 at $1,775* (ps), $1,760* (ps), $1,- 
750* (ps); Biscayne (8) 2-dr., $1,885* 
(ps), $1,695*, $1,660*, $1,645*, $1,- 
620*; 4-dr., $1,665*; Biscayne (6) 4- 
dr., $1,605*; Delray (6) 2-dr., $1,585*, 
$1,350 

‘67 Bel 
(ps) 


Used Imported 
Cars 


$1,740* 
conv., 


Hardtop 2-dr., 
$1,665*, $1,550*; 


Air (8) 
$1,680*, 





Albany 


Loyd—'57 conv., $370. 

Metropolitan—’58 2-dr., $1,085. 
Renault—'58 Dauphine 4-dr., $1,025, $800. | nopGE—’59 Sierra (8) 4-dr., $2,600° (ps). 
Volkswagen—’54 2-dr., $470. 


Atlanta 


ford (English)—’59 Prefect, $1,200. 
Trumph—'59 station wagon, $1,010. 
Volkswagen—’59 2-dr., $1,795. 

"58 2-dr., $1,420. 


Bordentown, N. J. 
tin—'53 conv., $280. 
- t—'58 4-dr., $1,010, $950. 
57 2-dr., $800. 


Trumph—'59 4-dr., $1,140. 
Yolkswagen—’57 Karmann-Ghia, $1,680. 


Buffalo 


Volkswagen—’'58 2-dr., $1,445. 


Chicago 
ford (English)—'57 Prefect 4-dr., $795. 


Renault—'59 4-dr., $1,340. 
68 4-dr., $1,100. 


Detroit 


VYolkswagen—'57 conv., $1,310; $1,300. 
56 4-dr., $910. 


Ebensburg, Pa. 


Austin—'56, $390. 
Velkswagen—'56, $780. 


Flint 


Hilliman—'57 station wagon, $715. 


Kansas City, Mo. 


Volkswagen—’'58 conv., $1,585. 


Littleton, Colo. 


Metropolitan—'54, $420. 

Porsche—'58 2-dr., $2,630. 

Volkswagen—’'59 2-dr., $1,735. 
"58 Kombi, $1,575. 
‘57 Karmann-Ghia, $1,650. 
"56 2-dr., $1,065. 


Los Angeles 


Austin—'53 4-dr., $210. 
Citroen—'57 4-dr., $1,300. 
Filat—'57, $845. 
Ferd (English)—'59 Anglia 2-dr., $1,350. 
"58 Consul 4-dr., $1,135. 
Isetta—'59 2-dr., $525. 
daguar—'54 XK120 Roadster, $1,100. 
MNG—'5S MGA 2-dr., $2,005. 
"57 MGA 2-dr., $1,550. 
"56 MG roadster, $850. 
Renault—'58 Dauphine 4-dr., $1,200. 
Simea—’'57 Versailles 4-dr., $890. 
"56 4-dr., $575. 
Sunbeam—'53 Talbot conv., $410. 
Volkswagen—’59 2-dr., 3 at $1,760, $1,660. 
"67 2-dr., $1,325. 
‘56 Karmann-Ghia 2-dr., $1,560; Sunroof 
2-dr., $1,155; 2-dr., $1,130. 
55 Sunroof 2-dr., $900. 


Manheim, Pa. 


Austin—’58 Healey roadster, $2,250. 

DKW—'58, $1,540. 

Flat—'58 station wagon, $800. 

daguar—'59 4-dr., $4,165. 

57 conv., $2,375; XKK140, $1,850. 

MG—'58 4-dr., $1,500. 

Mercedes—'59 cohv., $4,150. 

SAAB—’'57 2-dr., $720. 

ae se Estate wagon, $1,380; 4-dr., 

1,110. 
58 station wagon, $1,000. 

Vauxhall—’58 4-dr., $975. 

Volkswagen—’59 Karmann-Ghia 2-dr., $2,- 
060, $1,680, $1,670; 2-dr., $1,610; 
Kombi, $1,475. 

*58 Karmann-Ghia 2-dr., $1,925. 
‘57 2-dr., $1,100. 
"56 Deluxe, $1,105. 


Portland 


Borgward—’58 2-dr., $1,590. 
—'58 conv., $1,975. 
Goliath—’ 57 2-dr., $510. 
MG—’'57 Roadster, $1,520. 
Volkswagen — ’'58 Karmann-Ghia, 
$2,100. 


Salt Lake City 


Hillman—’57 Minx 4-dr., $1,000. 
Simea—’58 Hardtop 2-dr., $930. 
Volkswagen—’59 Sunroof 2-dr., $1,755. 


Syracuse 


Lboyd—’'59 conv., $790. 
57 station wagon, $475. 
ult—'57 Dauphine 4-dr., $770. 


West Palm Beach, Fila. 


Piat—'58 4-dr., $750. 
(English)—’57 Anglia 2-dr., $750. 
r—'52 4-dr., $200. 
Sunbeam—'55 4-dr., $600. 
Volkswagen—'59 Sunroof 2-dr., $1,450, 
57 2-dr., $1,150. 
56 2-dr., $965. 


$2,120, 





CHRYSLER—’57 NY 4-dr., 








$1,580*, $1,250*; Hardtop 4-dr., $1,- 
565* (ps); Two-ten (8) 4-dr., $1,580*; 
One-fifty (6) 2-dr., $950. 


’56 Corvette (8) 2-dr., $1,900; Bel Air 
(8) Hardtop 2-dr., $1,320*; Hardtop 
4-dr., $1,170*, $1,085; conv., $1,160*; 


Two-ten (8) 4-dr., $1,145*; 2-dr., $885; 
Two-ten (6) 4-dr., $945*; One-fifty (8) 


2-dr., $955; One-fifty (6) 2-dr., $750. 
’55 Bel Air (8) Hardtop 2-dr., $1,160* 
(ps), $1,095*, $915; 4-dr., $950*, conv., 
$895*; Bel Air (6) 2-dr., $870; Two- 
ten (6) 4-dr., $985; Two-ten (8) 4- 
dr., $805* 
’54 two-ten 4-dr., $555; Bel Air 4-dr., 


$535* (ps). 
’53 Bel Air Hardtop 2-dr., $385*. 


52 Bel Air, $300*; Styleline Deluxe 4- 
dr., $275, $265; 2-dr., $250*; Deluxe 
2-dr., $205*. 


’51 Styleline Deluxe Hardtop 2-dr., $310; 
Bel Air, $235*. 

"50 Deluxe 4-dr., $195*; Styleline Deluxe 
4-dr., $160, $125*. 

’49 Styleline Deluxe 2-dr., $320; 4-dr., 
$160; Special bus. coupe, $195; Deluxe 
4-dr., $175. 


$1,940* 
’55 Windsor Deluxe 4-dr., $915* 
’51 Windsor 2-dr., $135*. 


(ps). 
(ps). 


DeSOTO—’ 57 Firesweep Hardtop 4-dr., $1,- 


520* (ps), $1,350* (ps). 
’55 Firedome 4-dr., $775* (ps). 
’54 Firedome 2-dr., $490* (ps). 
‘53 Firedome 4-dr., $340*. 
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’58 Coronet (8) 4-dr., $1,830* (ps). 
‘57 Coronet (8) Hardtop 4-dr., $1,335* 


(ps). 

’56 Coronet (8) 2-dr., $680*. 

’55 Royal (8) 4-dr., $770* (ps), $650* 
(ps). 

’54 Royal (8) conv., $190. 

53 Coronet (8) Sierra, $425; 4-dr., 


$250*, $235*; Meadowbrook (6) 4-dr., 
$225 


'52 Coronet (6) 4-dr., $235. 


EDSEL—’58 Pacer 4-dr., $1,660* 
dr., $1,400*. 

FORD—’59 Thunderbird (8), $3,825* (ps), 
$2,785* (ps), $3,750* (ps); Fairlane 
(8) 500 Victoria 2-dr., $2,375* (ps); 
4-dr., $2,285* (ps), $2,260* (ps); Fair- 
lane (8) 4-dr., $2,135* (ps); 2-dr., 
$2,095*. 

58 Thunderbird (8), $3,460* (ps), $3,- 
365* (ps), $3,310* (ps), $3,305* (ps), 
$3,285* (ps), $3,255* (ps); Fairlane 
(8) Victoria 2-dr., $1,895* (ps), $1,- 
875* (ps), $1,750; 4-dr., $1,675* (ps); 
Country sedan (8), $1,735; Fairlane 
(8) 4-dr., $1,400*. 

’57 Thunderbird (8), $2,740* (ps); Coun- 
try sedan (8), $1,850* (ps), $1,775* 
(ps), $1,740° (ps), $1,725* (ps), $1,- 
650* (ps), $1,635*; Fairlane (8) 500 
conv., $1,800* (ps); 4-dr., $1,375* 
(ps); Victoria 4-dr., $1,290*; Victoria 
2-dr., $1,250; Del Rio (8), $1,640* 
(ps), $1,300*; Fairlane (8) Victoria 4- 
dr., $1,190*; Custom (8) 300 4-dr., $1,- 


(ps); 2- 


175* (ps), $1,165* (ps), $1,150*, $1,- 
110, $1,100*, $1,065; 2-dr., $1,100* 
Custom (8) 2-dr., $975*; Custom (6) 
2-dr., $960. 

‘56 Thunderbird (8), $2,320"; Fairlane 
(8) conv., $1,075* (ps); 4-dr., $1,050* 
(ps), $750*; Victoria, $1,045* (ps); 


Ranch wagon (8), $960* (ps); Custom 
4-dr., $950* (ps). 

’55 Fairlane (8) Victoria, $790*; 
$745*; Crown Victoria, $710*, 


4-dr., 
$695°*; 





Custom (8) 2-dr., $700*; Main (8) 2- 
dr., $555; 4-dr., $515. 

’64 Crest (8) conv., $540* (ps); 4-dr., 
$475*; Custom (8) 4-dr., $515*. 

’53 Custom (6) 4-dr., $400; Custom (8) 
4-dr., $300*, $210; Ranch wagon (8), 
$370*; Main (8) 2-dr., $310; 4-dr., 
$250; Crest (8) Victoria, $295. 

’52 Country Squire (8), $385*; Crest (8) 
Victoria, $265; Custom (8) 2-dr., $185; 
Main (8) 4-dr., $175. 

51 Custom (8) conv., $150; 4-dr., $125; 
$125*. 

'50 Custom (8) 2-dr., $280. 

°40 (8) 2-dr., $320. 


IMPERIAL — ’57 LeBaron 4-dr., 
(ps). 

‘55 Imperial 2-dr., $1,400* (ps). 
LINCOLN—’58 Continental Mark III Hard- 
top, $3,875*. 

’57 Premiere 2-dr., 
$2,195* (ps). 

’55 Capri 2-dr., $1,175* (ps). 

’54 Capri 2-dr., $965* (ps). 
MERCURY—’57 Commuter 4-dr., $1,685* 
(ps); Montclair 2-dr., $1,585* (ps). 

’56 Montclair 2-dr., $1,210* (ps). 


$2,700* 


$2,395* (ps); conv., 


’55 Monterey 2-dr., $855* (ps), $745*, 
$655* (ps). 

54 Monterey 2-dr., $680; 4-dr., $550*; 
Montclair 2-dr., $675*. 

’53 Monterey 2-dr., $535* (ps), $330*; 
conv., $475*; 4-dr., $345; Custom 2- 
dr., $285*. 

52 Monterey 2-dr., $295*, $180*; 4-dr., 
$110*. 


"61 2-dr., $125*. 
NASH—’58 Ambassador (8) Custom Hard- 
top, $2,200* (ps). 
*53 Ambassador Country Club, $345. 


OLDSMOBILE—’58 (88) Super Fiesta, $2,- 
650*. 

(98) Holiday 4-dr., 
conv., $1,800* (ps); 
dr., $1,535°. 

56 (88) Super Holiday 4-dr., 


$1,975* (ps); 
(88) Holiday 2- 


$1,330* 
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(ps), $1,275*; 4-dr., $1,180* (ps); (98) 
Holiday 4-dr., $1,295* (ps). 

’55 (98) sedan, $1,055* (ps); (88) Holi- 
day 2-dr., $1,000*; (88) Super Holiday 


4-dr., $850* (ps). 
'54 (88) Super 4-dr., $750* (ps), $630*. 
"53 (88) Holiday, $400; 4-dr., $395*; 
(98) Holiday 2-dr., $335* (ps); conv., 
$220* (ps). 


’52 (98) Holiday 2-dr., $280* (ps); (88) 
Super 4-dr., $205* (ps). 
’51 (88) 2-dr., $230*, $140*; 4-dr., $125*. 

PACKARD—’53 Clipper 4-dr., $200*. 

’52 300 4-dr., $235*. 

PLYMOUTH—’ 58 Belvedere (8) Hardtop 2- 
dr., $1,800* (ps); Hardtop 4-dr., $1,- 
760* (ps), 2 at $1,730* (ps); 4-dr., 
$1,575* (ps). 

’57 Fury (8) 2-dr., $1,700* (ps); Belve- 


vedere (8) Hardtop 2-dr., $1,430*; 
Savoy (8) Hardtop 2-dr., $1,390*; 
Hardtop 4-dr., $1,200*, $1,175*, $1,- 


130*; Suburban (8) Hardtop 4-dr., $1,- 
350*; Plaza (6) 4-dr., $945. 

’56 Custom (6), $1,230*; Belvedere (8) 
2-dr., $830*; 4-dr., $800*. 

55 Plaza (6) 2-dr., $730; Plaza (8) 2- 
dr., $490; Belvedere (8) 2-dr., $525*. 

’54 Belvedere Suburban, $635; Savoy 4- 
dr., $410*. 

’53 Cambridge 2-dr., $315. 

*51 Cambridge 2-dr., $245; 
dr., $125. 

’50 Special 
$195. 


PONTIAC—’59 Catalina conv., 
(ps). 

’57 Super station wagon, $1,845*; Cata- 
lina 2-dr., $1,615*; Chieftain Catalina 
2-dr., $1,400*. 

’56 Chieftain station wagon, $1,100*; 4- 
dr., $770*. 

’55 Star Chief Catalina 2-dr., $900*; 
Chieftain Catalina 2-dr., $635*, $625*. 

’54 Chieftain 4-dr., $505*. 


(Continued on Page 41, Col, 1) 


Concord 2- 


2-dr., $315; Deluxe 2-dr., 


$2,900°* 


To help you sell in 21 important markets 





Denver Post 


The Fresno Bee 


The Modesto Bee 
Newark News 


’ 


The Seattle Times 


Wichita Eagle 


Chicago Daily News 
The Columbus Dispatch-Ohio State Journal 


Duluth Herald and News-Tribune 


Honolulu Star-Bulletin 
The Indianapolis Star and News 


Long Beach Independent and Press-Telegram 
The Milwaukee Journal 


The Omaha World-Herald 
Oregon Journal (Portland) 
Phoenix Republic and Gazette 


The Sacramento Bee 


The Salt Lake City Tribune 
and Deseret News 


The San Jose Mercury and News 


St. Paul Dispatch and Pioneer Press 
The Washington Star 


Get the 1959 Consolidated Consumer Analysis 
showing product use, brand positions and trends 


The 14th annual edition of the Consolidated Consumer 
Analysis brings you a nation-wide picture of shopping 
habits with 21-market comparisons in 125 product classifi- 
cations, including brand positions, a three-year trend in 
product use and median product use. This 140 page digest 


SUBJECTS COVERED 
FOOD PRODUCTS: Baby foods, bacon, cof- 
fe, cake mix, pancake and waffle mix, dog 
food, frozen foods (beef, chicken and turkey 
pies; Chinese foods; fruit and berry pies; vege- 
tables), frozen orange juice, margarine, soda 
crackers, tuna fish, wieners, peanut butter. 


SOAPS, ALLIED PRODUCTS: Bleaching 
fluid and powder, laundry starch, scouring 
cleansers; toilet soap; soaps and cleaning 
agents for dishes, fine fabrics, laundry, lino- 


leum or tile floors, walls, woodwork; floor wax. 


DRUGS, TOILETRIES: Antacids, deodorant, 
facial cream, facial tissues, hair spray, hair 
tonic and dressing, lipstick, headache remedies, 
home permanent waves, nail polish, shampoo, 
electric shavers, shaving cream, tooth paste. 


BEVERAGES: Beer, wine, soft drinks. 


MISCELLANEOUS: Which day most grocer- 
ies are bought, housewives working, family 
income, composition of family, girdles, bras- 


of 21 Consumer Analysis surveys shows-the competitive 
situation, consumer acceptance and sales potentials, as 
well as basic data on population, households, income and 
retail sales in each of the 21 markets. 


line, oil, tires. 


sieres, cigarets, cigars, paper napkins, toilet 
tissue, aluminum foil, air line travel, vacation 
plans, transportation, paper towels. 

AUTOMOTIVE: Automobile ownership; 
plans to buy, new and used, by-make; own 
second car, make, model, new or used; gaso- 


HOMES, APPLIANCES: Washing machines 
and dryers, dishwashers, cooking ranges, re- 
frigerators, food freezers, power mowers, home 
owners, painting, television. 


Get your copy from one of the newspapers 


or their representatives 
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Doehler-Jarvis, German Scientist Are Pioneers .. . 


Die-Casting an Aluminum Engine 


(Continued from Page 24) 


a transplant coat because it is 
first created on the core of the 
die and then transplanted to the 
die-casting when the injected metal 
shrinks onto the rough outside of 
the sprayed coat,” Bauer said, 

“Compared with the plating and 
standard spray coats on aluminum, 
where the cylinder bore first has 
to be machined to close tolerances, 
then coated and honed, this new 
transplant coat, for which a patent 
has been sought,, represents a tre- 
mendous savings because the 
coated bore of high accuracy is 
actually produced in the same cycle 
as the die-casting is created. 

+. oad + 


INCE the coat is hard and por- 
ous, there are indications that 
it will retain oil for cold-start con- 
ditions as good as gray iron does. 
“Several test runs of transplant 
coated sleeves are at present 
being conducted by a number of 
automotive companies, and first 
results indicate that the coat 
shows little wear and most satis- 
factory operating conditions, 

“If these tests continue to be as 
favorable as they are at the start, 
this transplant coat may present a 
better and more economical solu- 
tion for cylinder barrels of air- 
cooled engines than the present 
chrome-plated aluminum barrels. 

“Even for economy cars which 
now use the least expensive gray- 
iron cylinder barrels, such as 
Volkswagen and the new Chevrolet, 
this new design may present a 
welcome improvement quality-and- 
price-wise.” 

Transplant-coated aluminum die- 
cast cylinder barrels for air-cooled 
engines definitely will give better 
operating conditions at all tempera- 
ture levels and, therefore, result in 
higher engine efficiency than gray- 
iron cylinder barrels, Bauer said, 

The chances for transplant-coated 
aluminum sleeves in water-cooled 
aluminum engines are extremely 
difficult to predict, he said, 

cm * +. 


Problems Remain 


ILE we are sure that die- 

cast and transplant-coated 
aluminum sleeves are less expen- 
sive than gray-iron sleeves and 
eliminate the electrolytic corrosion, 
the problem of assembly and seal- 
ing of each sleeve still remains 
and may be the main stumbling 
block against this design. 

“For this reason we are work- 
ing on a project to apply this 
transplant coat to all six bores 
of a water-cooled six-cylinder en- 
gine block, This project has just 
been started and results may not 
be available before 1960.” 

Probably the most confusing of 
all the conversion problems is that 
of the differential expansion be- 
tween aluminum and gray iron in 
the cylinder block. 

At every point in the engine 
block where aluminum is in a 
dimensionally close relationship to 
iron parts, there is a problem of 
differential expansion, Bauer said. 

In the cast-in-gray iron cylinder 
sleeves the differential expansion 
sets up residual stresses which, as 
experience has shown, are not 
detrimental to the design, he 
added, The differential expansion 
over the length of the aluminum 
block can be controlled by allowing 
enough side clearance for crank- 
shaft and connecting rods, Bauer 
continued. 

For the relatively small camshaft 
bearings, the differential expansion 
does not create a problem. This 
leaves the bores of the crankshaft 
bearings as the only serious ex- 
pansion problem. | 


A COMPLETELY ae approach 
to the problem is the Doehler- 
Jarvis design of an “expansion 
compensating bearing cap.” This 
design, for which a patent also has 
been sought, works on the bimetal 
principle and compensates the 
bearing expansion by the residual 
stresses set up between the alumi- 
num cap and the cast-on-steel 
strip. 

As the metal chills in the die, 


Merson Teague Sold 
INDEPENDENCE, Ore.—Merson 
Teague Chevrolet has been sold and 
its stock of cars has been sold mr 
auction. 


it wants to shrink. But the steel 
strip opposes the free shrinkage 
and residual stresses are set up 
in the bond area which put the 
steel under compression and ac- 
tually bend it outward. 

When the cap is fastened to the 
block after machining and the 
temperature in the bearing in- 
creases, the aluminum expands 
more than the steel strip and, 
therefore, releases some of the 
stresses so that the original bend- 
ing is reduced. 

Since the cap is locked in both 
legs, the bore of the cap will get 
smaller in the vertical direction. 
The shape of the bore at elevated 
temperature is not exactly round, 
but the expansion is controlled in 
the most important direction, Bauer 


said. 
” * 


+” 
T= amount of deformation of 
the cap can be adjusted by 
varying the thickness of the steel 
strip, and the strip can be cast to 
the aluminum by the same methods 
as used in cast-in sleeves. 

The elimination of undercuts 
is demonstrated in many ways, 
and the dry-sleeve arrangement 
with bonded-gray iron sleeves has 
been chosen at this stage of de- 
velopment as the most econom- 
ical and already proven design, 
Bauer said. 

The higher thermal conductivity 
of aluminum is utilized by reduc- 
ing the water channels to cover 
only that portion of the bore which 
is exposed to the hot combustion 
gases. Walls chosen are in average 
only 5/32 and heavy sections have 
been avoided. 

Since it would have been difficult 
to cast the oil supply hole through 
the whole length of the block, it 
has been changed to an open 
channel closed up by a simple 
cover. 

An expansion-compensating bear- 
ing cap prevents excess clearance 
in main bearings when the engine 
heats up. These basic design fea- 
tures on a six-cylinder in-line en- 
gine block also can be applied to a 

V-8 engine block, Bauer said. 
7 * * 


Conversion Not 100% 


E conversion to an all-alumi- 
num engine is complete only 
when the major components of the 
engine block, its cylinder head and 
its intake manifold also have been 
changed to aluminum, Bauer said. 
While the redesign of the 
water-cooled engine block has 
found many satisfactory solu- 
tions, these two components still 
present serious conversion prob- 
lems because of their many 


internal channels and pockets | 


now made with disposable sand 
cores. 

The present design of cylinder 
heads lends itself only to sand- 


casting or semi-permanent mold, | 
but both these processes are very | 


expensive because of the high costs 
for the sand cores, Bauer said. 

A more acceptable solution, and 
probably the most economical ap- 
proach, said Bauer, is to split the 


cylinder head into a main body and | 
a cover with water channels open | 


to both sides, thus eliminating the 
undercuts. The two parts may be 


joined with a plastic adhesive into} 


the assembled piece. 
= ~ - 


INCE the internal channel sys- 


tem of an intake manifold is! Polk & Co. The 1958 figures for Oregon are Polk 
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just as complicated as that of the 
cylinder head, the only solution to 
a die-cast manifold is a split design 
similar to the cylinder head, Bauer 
said. 

An economical design is possible 
if the parts can be joined without 
machining the joining areas and 
fitting them together with a 


tongue-and-groove arrangement, he} 


said. Tests with unmachined joints 
are now under consideration. 

With an eye on the smaller, 
more economical European car, 
air-cooled engines also are under 
consideration, Bauer said. 

He said it is definite that the 


water-cooled, six-cylinder alumi- | 


num engine block for car engines 
will make its debut in late 1959, 


but production on a larger scale| 


may not get under way before next 
year, 

He predicted, however, that it 
will take from five to eight years 


before all production cars will have | pounds less than a comparable block in gray iron. 
the largest aluminum die-casting ever produced. 
* 


aluminum engines. 


Added to Lark Family . 





SOUTH BEND. Studebaker- 
Packard Corp. has signed 60 more | 
dealerships. 

They are: Weiss-Lappas Stude- 
baker Sales, Inc., St. Louis; 
Christensen Motor Co., Pilger, 
Neb.; 
Boise, Id.; Rouse Motors, Inc., 
Montgomery, Ala.; Paramount 
Motors, Inc., San Francisco; Ray 


Watts Motor Co., Minoza, Tex.; | 


Strawn Motors, Wareham, Mass.; 


Ullian Motor Sales, Inc., Chelsea, | 


Mass.; Dickson Buick Co., Inc., 
Dorchester, Mass.; Ward-Evans 
Motor Co., Inc., Beckley, W. Va. 

Don Main Motor Service, Howell, 


Birmingham, Mich.; Frank’s Chev- 
rolet, Elkand, Pa.; Price Motor Co., 
|Inc., Geneva, Ala.; George “Pon- | 
tiac” Pattison, Inc., Biloxi, Miss.; 


Buick Co., El Paso, Tex. 

Hi-Way Motor Co., Charleston, 
Mo.; Tindall Pontiac, Inc., San! 
Antonio; Dormant Studebaker Co., 





released weekly, as 
by R. L. Polk representatives 


S-P Signs 60 Dealers 


Anderson Motors, Inc., | 


|Mich.; Suburban Motors Co., Inc.,| 


Fred Oakley Motors, Dallas; Nance | 








| First Die-Cast Six-Cylinder Engine Block— 


| This die-cast, six-cylinder engine block 








| Pittsburgh; Lloyd Oliver, Inc., Ak- 
ron; Joseph Motors, North Miami, 
| Fla.; Peper & Potter, Inc., Brook- 
| lyn; Motor Equipment, Stanley, N. 
D.; MacKennan & Convery Motors, 
Pawling, N. Y. 

Vineland Sportscar, Ltd., Vine- 
land, N. J.; Power Drives Ma- 
| terials Handling Corp., Buffalo; 
Beard Pontiac-C a dillac-Stude- 

baker, Prophetstown, IIL; Nick’s 

Garage, Willimantic, Conn.; Mid- 
| town Motors, Inc., Williamsville, 
| N. Y.; Williams Buick, Orange, 
Va.; Galley Irwin Motors, Inc., 
| Connellsville, Pa. 
| Ward & Van Motors, Browns- 


Vickers Branch Moves 


CHICAGO.—The Chicago branch 
|of Vickers, Inc., division of Sperry 
Rand Corp., has moved to a new 
building with increased facilities at 
350 N. York Rd., Bensenville, IIl., 
|according to E, O, Clark, branch 
‘ Manager. 


195 





weighs only 43 pounds, or about 130 
Completed in 1954, it was 







ville, Pa.; Lautenslager-Lipsey, Inc, 
Marshall, Mich.; Enderlin Imple- 
ment Co., Enderlin, N, D.; Burr 
Service Station, White Sulphur 
Springs, W. Va.; Edens Motors, Inc. 
Highland Park, Ill.; Benoit Motor 
Sales, Inc., St. Albans, Vt.; Cher- 
okee Motor Sales, Inc., Knoxville, 
Tenn, 

Bohrer Sales Co., Chester, Pa,; 
Magill Buick & GMC Sales, Av- 
gusta, Ill.; Pabich Motor Sales, 
Roselle, Ill.; McCord Motor Sales, 
Kennett Square, Pa.; Warren 
Stiker, Addison, N. Y.; Iverson Mo- 
tor Co., Inc., Santa Maria, Calif.; 
Lenox Auto Sales, Inc., Oneida, N. 
Y.; Pettit’s Sales & Service, Big 
Rapids, Mich.; Robert’s Studebaker, 
Benton, Ky. 

Wilder’s Garage, Danville, Ky.; 
Heartland Motors, La Mesa, 
Calif.; Tom Laurie Motors, Inc. 
Newark, Del.; Holston Motor, 
Inc., Marion, Va.; Richbourg 
Electric Service, St, Augustine, 
Fla.; St. Angelo Buick, Barring- 
ton, R. L; Dove Buick Co., Great 
Bend, Kans.; Neill-Findley Mo- 
tors, Fredonia, Kans.; Nort Wat- 
son Pontiac, Inc., Danville, Ind 

Allen Buick Co., Brookline, Mass.; 
Herndon Motor Sales, Inc., Hamp- 
ton, S. C.; Judson T, Minyard, Inc., 
Greenville, S. C. 





New Commercial-Car Registrations, 


2 States for ni 


Truck oo by states are 


9-1958 























state capitals. 
Alaska ‘59 24) 12| 29) 15 i} | 5 i 108 
‘58 | 14} 8) 14 8 5 4 i 64 
Delaware ‘59 80, 5| 17} 54) 26| 63) 70) 1} 7| 4) 12 339 
*58/ | 71} 2 13 59 16 34 7 | 10 3 5 ™m 
| Hlinois ‘59 1278 | 6) 202; 1048) 263 | 600 58 23 83) 68 164, 3793 
‘58 870 21) 132 714 176 463) 42 I} 33) 49 101 2612 
West Virginia ‘59) | 247) 3 40) 216) 94) 58) 13 4) is 67 23 783 
58} 149| 26 97 43 45 UN 5 3 35 20,44 
| Wyoming ‘59 151 21) 115) 32) 36| 3) 3 | 27 16 46 
*58/ 99| | 12 87) 27| 38} 7) 4) 26 7 308 
5 States Reported ‘5S? 1780) 14) 292; 1462) 430) 768 | 144) 32 109) 171 226 5428 
To Date for April "58| ! 1203) 24) 191} 971) 270} 585 | 67 21 46) 117 144) 3640 
Year *59| 257| 75357) 639; 13450| 60666, 16372) 19354; 3176; 1467! 3361 5921 9465 | 209485 
To Date 58} 173| 55139) 9394; 45006; 11822) 21364) 2473) 1063) 2855 4378} 6350! 16071! 


"The information in this report has been compiled from official state documents. 
accuracy to the extent of the registrations received at the time the report is published. R. L. 
Polk & Co. The Oregon registration count prepared by the Oregon State Motor Vehicle Depart 


| reason of inaccuracies or omissions.""—R. L 


Every reaso 


ment is included in this preliminary U. S. weer These figures have not been subjected to 
1g 


ures, 


nable precaution has been exercised to insure 
Polk & Co. cannot assume any liability by 


auditing procedures usually applied by R. L. 





New Passenger-Car Registrations, 7 States for April, 1959-1958 


Car registrations by 


CHRYS 


AMC s * * il- s 
ex = an og Oe — ba a Dodge pe a A Ford | Edsel |Lincoln pc basa Buick a , o- 
Alaska ‘59 ‘| 3 | H 2| i 21 | | i H 77 5| i} 67 
‘58 17 | 2 | 3 28 37 12 15 im 5 zi 105 
Delaware ‘59 72 16 3) | 180 al | H al 3| 

‘58 41 27 7} 16 37 197 9 8 60 us 540 

Idah ‘Ss? 154 14 9 14 46 188 348 17 i 59 9 z= 
‘58 m2 23 | 7 | 195 701 24 Wl 49 sal 67 345 
Ilinois *59| 2319 457 133 =| 4601 oI 348 280 | 11534; 20866; 1166) 11022 
‘58/ 1087 431 81 305 677 | 3787) 5463 193 221 905| 6782 2123| 1058} 8975 
West Virginia ‘59 216 51 8 29 126 271 485 877 4 20) 9 1036 169 79 91 
‘58 73 40) Hl 3 | 190 339| 532 38 9} 83 662 194 | 616 
Wisconsin ‘5? pu 124 || 87 sel 826| 1457) 3259) mal 57 319| «3722 692 290| 3116 
‘58 875 147 oe 357 772| +1409) = 2137) 47 282| 2544 669 291! 2853 
Wyoming *59| 81) 12 25| 54 98) 205 | | 5| 19 240 63 32) 241 
58} 38| iD Hi | 24| | 109} 144] 8} 4| 32 188| 51 22| «193 
7 States Reported ‘59! 4267) 677| 185 485' 1549! + 4220| 7116] 14859) 527| 384 1754| 17524| 3200 1646| 16191 
To Date for April  '58| 2223} 682) 139 470| 1202) 3647| 6160) 8868) 362| 304| age 10960| 3177 1524| 13627 
Year ‘59/ 74609| + 13477| 4426| 10218| 29539 77468| 135128) 336878) 12260) 98073! aac oes 68342! 38444| 349232) 
To Date ‘58! 32182| 17237) 4753| 14080! 34305; 97412| 167787! 247105| 12293) 8847| 34724] 302969 we403| 34129) 319306 


“The information in this 


These figures 


report 1 
ime the popes is is subbed. RL 


led toe official state documents, Eve 


have not subjected to wediting” 





& Co, cannot assume wd liability b 
and Packard a included in miscellaneous. 


stration count pre 
The 1958 


Miscel- | 














Olds- | Pon- | G.M.|.5-P 
mobile| flac |TOTAL|Stude-| lan- |TOTA 

baker 
| ul 100 21 50| 27 
7 3 132 3 69) 343 
a V3 777 27 168) 1790 
a 809 4 113} 15% 
oa @ 137; 715 47 168; 1707 
87; 640 26 105| 1412 
! ia 3315| 20735| 1012 7| 42728 
| 2611} 1524] 16291} 275} tt) 29133 
248) 228) «1675 110-290] +3812 
185 132 1191) 27 119} 24t 
974, 993) -6065| = -256| = 657, «(13574 
777\___ 620) 5210) ~—109|_~—297| 10444 
78] 76; -490| 17 114) 1040 
42| 42| 350) 9 40| 734 
4652| 4868| 30557) 1490;  3474| 64428 
3821| 2474| 24623| 453) —-1654| + 46073 
92472| 90048| 638538; 32336) 129757/ 1404450 
| 86854! 64087! 580785} 10208! 68963) | |628% 


reasonable precaution has been exercised to insure pe to the extent of the registrations 

reason of caneamracies | or , omnemeegeee. eee Oe 2 # Co. fails ditiaaa uidteded tt 
ae regon Sta oto nt | 

aa a yt gt BS e r Vehicle epa e| is nciuce 


figures for Oregon are Polk figures. 
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Used-Car Auction Prices 





(Continued from Page 39) 


53 Custom (6) Catalina, $345°; Chief- 
tain (6) 4-dr., $166. 

52 Chieftain (8) Catalina 2-dr., $125°*. 

ER—’59 Custom (6) Cross Country, 
,250*. 
as Custom (6) Cross Country, $1,325*. 
EBAKER—’56 Golden Hawk (8) 
Hardtop, $1,385*. 
53 Champion (6) 4-dr., $295. 
yS—’53 station wagon (6), $425. 
ELLANEOUS—’59 Chevrolet (8) El 
Camino, $2,135*. 

56 Chevrolet (6) %-ton stake, $850; 
Dodge (8) %-ton pickup, $565. 

55 Chevrolet (6) %-ton pickup, $1,390, 
$630; Ford (8) %-ton pickup, $830*; 
Studebaker %-ton pickup, $450. 

54 Chevrolet 3100 %-ton pickup, $630. 

53 Dodge (6) 1-ton, $525. 

51 Chevrolet %-ton pickup, $380, 

48 Chevrolet SM %-ton, $135. 

42 Ford (6) %-ton pickup, $150, 

199 Chevrolet %-ton pickup, $175. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. Sale 
every Monday. Prices are for sale of 
May 11. Market steady. Sold 213 cars from 
%i consignments. 
pUICK—’58 Special Riviera 4-dr., $2,000*. 

‘57 Century conv., $1,525*; Special Ri- 
viera 4-dr., $1,500* (ps); Super Rivi- 
era 4-dr., $1,500* (ps); RM Riviera 
2-dr., $1,430*. 

56 Special 4-dr., $910*. 

‘55 Special 4-dr., $970*; Riviera 2-dr., 
$810*; RM conv., $700*; Century 4- 
dr., $685*. 

54 Super Riviera 2-dr., $575*; 

Riviera 2-dr., $460*. 

53 Super 2-dr., $290*; Riviera 4-dr., 
$230*; Special Riviera 2-dr., $150. 

"52 Super Riviera 2-dr., $170*. 


CADILLAC—’58 (62) conv., $4,000*. 

"56 (62) 4-dr., $1,830*, $1,750*, $1,675*. 

55 (62) conv., $1,600*; coupe de Ville, 
$1,490"; 2-dr., $1,460* (ps), $1,460*; 
4-dr., $1,270* (ps). 

64 Eldorado conv., $1,420*. 

"49 (61) 2-dr., $100*. 

CHEVROLET—’59 Impala (8) conv., $2,- 
764* (ps); 2-dr., $2,525* (ps); Bel Air 
(8) 4-dr., $2,190* (ps); 2-dr., $2,050, 
$1,900. 

68 Impala (8) conv., $2,650*, $2,250%, 
$2,150*, $2,050* (ps); Biscayne (8) 
2-dr., $1,275*. 

‘57 Bel Air (8) 2-dr., $1,600*; Hardtop 
4-dr., $1,590*; conv., $1,550* (ps); 
4-dr., $1,475* (ps), $1,460* (ps), Bel 
Air (6) 4-dr., $1450*; Two-ten (8) 
station wagon, $1,600*, $1,360*; Two- 
ten (6) 2-dr., $1,260*; 4-dr., $1,140. 

56 Two-ten (8) station wagon, $1,300*; 
4-dr., $950*,- $860*; Two-ten (6 - 
dr., $750; Bel Air (8) 2-dr., $1,275*, 
$1,120*, $1,115°; conv., $1,250*, $1,- 
150*; 4-dr., $1,100*; Bel Air (6) sta- 
tion wagon, $1,125* (ps); 4-dr., $1,- 
030°. 

‘55 Bel Air (8) station wagon, $1,100*; 
conv., $1,050%, $860*; 2-dr., $950*, 
$675; 4-dr., $760*; Two-ten (6) station 
wagon, 2 at $1,000*, $765; 4-dr., $750; 
2-dr., $560; Two-ten (8) 4-dr., $900*; 


Special 


2-dr., $640*; One-fifty (6) station 
wagon, $675; 2-dr., $490. 
"54 Two-ten 4-dr., $750*, $475; 2-dr., 


$440, $420, $350; Bel Air 2-dr., $600*. 

‘53 Bel Air 2-dr., $340; Two-ten 4-dr., 
$310; One-fifty 2-dr., $275, $220. 

"52 Deluxe 2-dr., $160*. 

"51 Bel Air Hardtop 2-dr., $210. 
CHRYSLER—’'58 NY conv., $2,500* 

'57 Windsor 4-dr., $1,370* (ps). 

‘55 NY 4-dr., $730*. 

DeSOTO — ’57 Firedome 4-dr., $1,530*; 
Hardtop 4-dr., $1,400* (ps), $1,225*. 

"53 Firedome conv., $280*; 4-dr., $275. 
DODGE—’57 Royal (8) 4-dr., $1,085* (ps). 

‘55 Sierra (8), $870*; Coronet (8) 4-dr., 
$590*. 

*53 Coronet (6) 2-dr., $150, $120. 
EDSEL—’58 Ranger 4-dr., $1,100*. 
FORD—'58 Fairlane (8) 500 2-dr., $1,760* 

(ps); Custom (6) 4-dr., $1,540; Fair- 
lane (8) conv., $1,525* (ps). 

"57 Fairlane (8) 500 conv., $1,650* (ps), 
$1,525*; 2-dr., $1,380* (ps); Fairlane 
(8) 4-dr., $1,400*, $1,275*; conv., $1,- 
400*; Country Sedan (8), $1,400*; 
Ranch Wagon (6) 2-dr., $1,250; Cus- 
tom (8) 300 2-dr., $975*. 

"56 Fairlane (8) conv., $1,050* (ps); 
Victoria 4-dr., $985*%; 4-dr., $900*; 
2-dr., $900*, $850*; Ranch Wagon (8), 
$900*; Ranch Wagon (6), $830*; Cus- 
tom (8) 4-dr., $775; Main (6) 2-dr., 
$650. 

*55 Country Squire (8), $1,090*; Ranch 
Wagon (8), $785*, $500; Custom (8) 
2-dr., $770, $590*; Fairlane (8) Vic- 
toria 2-dr., §$725*; 2-dr., $720*°; Maia 
(6) 4-dr., $360*. 

‘54 Custom (6) 2-dr., $480, $430*, $390, 
$375, $370*; 4-dr., $450*°, $280; Coun- 
try Sedan (6), $460*. 

"53 Custom (8) Victoria 2-dr., $360*, 
zee Custom (6) 2-dr., $360*, $310, 

*51 Deluxe (6) 4-dr., $150. 

LINCOLN —'58 Premiere Hardtop 4-dr., 
$2,825*. 

*57 Premiere Hardtop 2-dr., $2,000*. 
MERCURY — ’57 ‘Turnpike Cruiser 2-dr., 

$1,625* (ps); Montclair 4-dr., $1,235* 
(ps); Monterey 4-dr., $1,130*. 

*56 Custom station wagon, $1,075*. 

55 Montclair Hardtop 2-dr., $970*; 
conv., $820*; 2-dr., $650* (ps); Mon- 
terey 2-dr., $825*, $790*. 

"54 Monterey 2-dr., $475*, $390*. 

"52 Monterey 2-dr., $330. 

NASH—’57 Custom 4-dr., $1,155*. 

OLDSMOBILE—’58 (88) Super Holiday 2- 
dr., $2,350° (ps); 4-dr., §2,350*; (88) 
Holiday 4-dr., $1,920*. 

"57 (98) 4-dr., $1,500* (ps). 

"56 (88) 4-dr., $1,080*. 

"55 (88) Super 4-dr., $915* (ps); 
Holiday 2-dr., $875*%; 4-dr., $680. 

54 (98) conv., $530*. 

*53 (88) 2-dr., $290°. 
PACKARD—’56 Custom 4-dr., $680*. 

*55 Clipper 2-dr., $530* 


(ps). 


(88) 


PLYMOUTH—’58 Savoy (8) Hardtop 4-dr., 
$1,680*; 2-dr., $1,285. 

"57 Savoy (8) 4-dr., $1,220*%, $900*; 
Plaza (6) 4-dr., $810. 

"55 Belvedere (6) station wagon, $800; 
4-dr., $530; Savoy (6) 2-dr., $675; 
Plaza (6) station wagon, $300. 

PONTIAC—’59 Catalina conv., $3,100. 

*58 Star Chief sedan, $2,250* (ps). 

56 Star Chief 2-dr., $1,100*; Chieftain 
4-dr., . $975*, $760*; Catalina 2-dr., 
$900*; 2-dr., $840*. 


RAMBLER—’58 station wagon 4-dr., $1,- 
7 


00. 
"52 2-dr., $120. 
WILLYS—’55 Jeep 2-dr., $530. 
’51 Jeep station wagon, $460. 
MESCELLANEOUS—’55 Studebaker %-ton 
pickup, $410. 


DANVILLE, VA. 


Danville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of May 13, An 
excellent sale with rain over the country 
indicating no weakness in this area. 


BUICK—’57 Special sedan, $1,535*. 
’55 Special 4-dr., $980. 


CADILLAC—’55 (62) coupe de Ville, 
555* (ps). 
CHEVROLET—’59 Impala (8) 4-dr., §2,- 
230* (ps). 
’58 Bel Air (8) sedan, $1,780*; Biscayne 
S) 4-dr., $1,555* (ps), $1,430*, $1,- 
36. 


’57 Bel Air (8) 4-dr., $1,540° (ps), $1,- 
465*; 2-dr., $1,375*, $1,360*; Bel Air 
(6) 2-dr., $1,415*, $1,315*; Two-ten 
(8) 4-dr., $1,120*; Two-ten (6) 4-dr., 
$1,105; 2-dr., $1,070. 


$1,- 


"56 Bel Air (8) 4-dr., $1,235* (ps), 
$955; 2-dr., $1,035; Two-ten (6) 2-dr., 
$830. 

’55 Bel Air (8) 2-dr., $1,015*, $820, 


$795; Bel Air (6) 2-dr., $900*, $810*; 
4-dr., $875, $640; Two-ten (8), $665, 
$605, $580°*. 


’54 Two-ten station wagon, $505*; Bel 
Air 4-dr., $425*; One-fifty 4-dr., $370. 
’53 Bel Air 2-dr., $380*, $295. 
’52 Deluxe 2-dr., $130. 
DeSOTO—’57 Fireflite 2-dr., $1,210*. 
DODGE—’57 Royal 4-dr., $1,155* (ps). 


EDSEL—’58 Citation Hardtop 2-dr., §$1,- 
610° (ps). 
FORD—’59 Galaxie (8) conv., $2,525*, 

58 Fairlane (8) 2-dr., $1,540*; Custom 
(8) 300 4-dr., $1,435, $1,005. 

’5Y Fairlane (8) 500 2-dr., $1,415* (ps); 
4-dr., $1,275*; Fairlane (8) Hardtop 
2-dr., $1,215*; 4-dr., $1,205*; Fairlane 
(6) 4-dr., $900; Custom (8) 2-dr., $1,- 


055* (ps). 

"56 Fairlane (8) 4-dr., $1,115* (ps), 
$885; conv., $1,100*, $1,075* (ps), 
$990*; Hardtop 2-dr., $1,085*; Ranch 


Wagon (6) 2-dr., $760. 

"55 Country Sedan (8), $1,110, $1,095; 
Fairlane (8) Victoria 2-dr., $930, $860* 
(ps), $830*, 2 at $805*, $790*, $755*, 


$725; Custom (8) 2-dr., $760 (ps), 
$750*, $720, $705, $605; Main (8) 2- 
dr., $555. 


"54 Crest (8) 4-dr., $555, $440, $360* 
(ps); Main (8) 2-dr., $345. 

’53 Crest (8) conv., $380; Ranch Wagon 
(8), $335; Custom (8) 2-dr., $330; 2- 


dr., $315; Custom (6) 4-dr., $265; 
Main (6) 2-dr., $275. 

’52 Hardtop 2-dr., $330, $305; 2-dr., 
$215. 

MERCURY — ’55 Monterey station wagon, 
$945*; 2-dr., $845*, $675*; Custom 
2-dr., $630*. 

’52 4-dr., $210*, $200*. 
NASH—’55 Ambassador 4-dr., $625°*. 
OLDSMOBILE—’57 (98) 2-dr., $1,415*. 
"56 (88) 4-dr., $1,310*, $1,130* (ps); 
(88) Super 2-dr., $855*. 
"55 (98) 4-dr., $955* (ps); (88) 4-dr., 
$810* (ps); 2-dr., $755*. 


"54 (88) 4-dr., $625*. 
’53 (88) coupe 2-dr., $410* (ps). 
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PLYMOUTH—’57 Plaza (8) 2-dr., $1,155*; 


PONTIAC — ’56 Star Chief 2-dr., 


4-dr., $705. 

’56 Plaza (8) 4-dr., $645. 

°55 Belvedere (8) 4-dr., $630. 

"52 4-dr., $235. 

$985°; 
Chieftain 4-dr., $745*. 

’55 Chieftain 2-dr., $630*. 


RAMBLER—’57 Super (6) 4-dr., $835. 


MISCELLANEOUS—’57 Ford (8), 


%-ton 
$1,455. 


pickup, $950. 
’53 Ford (8) 1%-ton wrecker, 


NASHVILLE, TENN. 


Nashville Auto Auction, Sale every Wed- 


nesday. Prices are for sale of May 13. 
Sold 154 cars out of 220 consignments. 


BUICK—’58 Special Riviera 2-dr., $2,010*. 


*57 Special 4-dr., $1,330* (ps). 
’56 Special 4-dr., $1,010*, $1,000. 
’53 RM 4-dr., $440*. 
CADILLAC—’56 (62) 4-dr., $1,815* (ps), 


CHEVROLET — '58 Yeoman 


$1,810* (ps), $1,800* (ps). 

"565 (62) Hardtop 2-dr., $1,625* 
$1,525°. 

*54 (62) 4-dr., $1,235*. 


(ps), 


(8) station 
wagon, $1,710%; Delray (8) 2-dr., 
utility sedan, $1,340. 

’57 Bel Air (8) 4-dr., $1,450*, $1,410*, 
$1,400*; Hardtop 2-dr., $1,435*, $i,- 
210, $1,200; Two-ten (8) 2-dr., $1,235, 
$1,220, $1,200. 

"56 Bel Air (8) Hardtop 2-dr., $1,260* 
(ps), $1,225*, $1,205, $1,140*, $1,115; 
Two-ten (8) 2-dr., $1,000*, 2 at $950, 
2 at $870*, 2 at $825. 

’55 Bel Air (8) 4-dr., 2 at $915*, $900°, 
2 at $860*, $850; Two-ten (6) 2-dr., 
$840, 2 at $800*, $790*, $725, $720, 
$700, $650; One-fifty (6) 4-dr., $640, 
3 at $625, $600, 2 at $590. 

’54 Two-ten 2-dr., $560, 2 at $465; One- 
fifty 4-dr., 2 at $450, 2 at $350. 


41 


'53 Two-ten (6) 2-dr., 2 at $400*, 3 at 
$350*. 


CHRYSLER—’55 Windsor 4-dr., $850*. 


FORD — '59 Galaxie (8) Hardtop 2-dr., 
$2,600*, $2,400*, $2,300". 

’58 Fairlane (8) 500 4-dr., 2 at $1,650*, 
$1,625*, $1,600*; Custom (8) 300 2-dr., 
2 at $1,210, $1,200, $1,185. 

57 Fairlane (8) 500 Hardtop 2-dr., 
$1,520*, $1,510*, $1,500*; Custom (8) 
4-dr., $1,220*, $915, 2 at $900; Cus- 
tom (8) 300 2-dr., $1,105", §$1,100*, 
2 at $1,000. 

’56 Fairlane (8) Hardtop 2-dr., $1,165*, 
$1,110*, $1,105*, $910*, $890*. 

’55 Fairlane (8) conv., $965; 4-dr., 2 at 
$950*, $765, $750, $730; Custom (6) 
2-dr., $685, $650, $610. 

’54 Main (6) 4-dr., $400. 

63 Custom (6) 2-dr., $430, $415, 2 at 


$400. 
MERCURY — ’'57 Monterey 2-dr., $1,105, 
$1,100*, 2 at $1,085". 
’54 Monterey 4-dr., $565*; Custom 2-dr., 
$460. 


’53 Custom 2-dr., $185*. 
NASH—’56 Ambassador (6) 4-dr., $815. 


OLDSMOBILE—’58 (88) Super Hardtop 4- 
dr., $2,400* (ps), $2,290* (ps). 
’57 (88) 4-dr., 2 at $1,500", $1,480", 
$1,475". 
’56 (88) Hardtop 2-dr., $1,050*, $1,000*. 
’55 (88) 4-dr., 2 at $950* (ps), $850*. 
’54 (98) Hardtop 2-dr., §890* (ps); (88) 
Super 4-dr., $865*. 
’53 (88) 2-dr., $255*. 
PLYMOUTH—’59 Fury Hardtop 4-dr., $2,- 


365°. 

’57 Savoy (6) 4-dr., $925; Plaza (6) 4- 
dr., $800. 

’56 Belvedere (8) 4-dr., $900*, $850; 
Savoy (8) 2-dr., $820*, $790, $750; 
Plaza (6) 4-dr., $740*, $700*. 


’55 Belvedere (6) 2-dr., $745, $640, $590; 
(Continued on Page 48, Col, 1) 





more profits HERE 


than ever before... 


WITH THE NEW 


CARTER 


Liki 


GENUINE ORIGINAL 
EQUIPMENT PARTS 


At a Sensationally Low Price! 


Now make more profit two ways! Sell the 
need for a quick carburetor clean-out with 
every tune-up...then insure your skills 
and labor with genuine original equipment 
parts ...in the new low-priced Carter Zip- 
Kit! Made by the same manufacturer whose 
carburetors are on 24 million cars today... 
now available to you at a tremendous per- 
kit saving! Call your supplier today. 


CARTER 


CARBURETOR 


EACH KIT CONTAINS 





NEEDLE AND SEAT - 
PUMP PLUNGER - 
GASKET SET - 

FLOAT GAUGE: Complete 


application information 
and simple instructions 
for quick, easy installation. 


NEW PROTECTIVE PACKAGE 


Each Zip-Kit enclosed in air-tight, moisture-proof, 
heat-sealed, metallic foil. No more “‘mysterious dis- 


appeerance” of parts! 





pivision of (Cf INDUSTRIES, INCORPORATED 





2840 N. 


SPRING AVENUE 


* @2T. &£. Owes . 7, 


MISSOURI 


There’s a new dash and dazzle to today’s automobiles, put there by brightwork of anodized Alcoa® Alu- 
minum. Automotive manufacturers recognize that the gleaming, sapphire-hard finish of anodized aluminum 
not only puts sparkle on a car, but also puts a buying sparkle in the customer’s eye. Its inherent ability to 
adapt itself so willingly to any shape, color or finishing treatment has made it a pre-eminent choice for both 
interior and exterior trim. 

May we call your attention to the gleaming aluminum grille (illustrated above) fabricated by Firestone 
Steel Products Company, of Akron, Ohio. Besides producing grilles like this, Firestone specializes in the 
mass production of Fashionized* aluminum bezels, panels and strips ranging up to 7 ft long. Over 50 years 
of experience has given Firestone the skills to produce any item of automotive trim at competitive prices. 

Alcoa does not make automotive trim. But our aluminum does. Our teamwork with such fabricators as 
Firestone has made aluminum available to Detroit’s designers in an ever-broadening range of forms, colors 
and textures. 


*Registered Trademark of Firestone Steel Products Company 


X sec and Firestone...put more sales points at the point of sale with Fashionized aluminum 













Al C oa sel / Ss you r Cu Ss tom er Ss = « « with full-color magazine ads like this one...on two top-rated 


tv shows —“‘Alcoa Theatre”’ and “‘Alcoa Presents.”’ Tell your customers about Alcoa Aluminum...your big, new sales feature! 


pr ae aa eee 





bd Pas 


DOWN 





TO SALTY NEWPORT... 


(Ford’s grille is aluminum) 


DRIVE DAUNTLESSLY 


Even at the water’s edge, salt spray won’t dim or under the hood, strong, light aluminum alloys add 
damage Ford’s sapphire-hard and sapphire-bright | power and punch to one of the finest engines Ford 
aluminum trim! It’s anodized (an Alcoa develop- __ has ever built! Look for aluminum in your next car. 
ment) to stay brilliantly beautiful for years. And Aluminum Company of America, Pittsburgh 19, Pa. 


Alcoa Aluminum...for lasting Gleam and Go! 











Auto Personnel 





Frank C. McManus, formerly 
president of Anthony Co., Streator, 
Ill., has joined Eagle Crusher Co., 
of Galion, O., as executive vice- 
president and general manager, 


Eagle Crusher manufactures 
rock and coal crushers, loaders, 
and sand and gravel processing | 
and handling equipment. McManus | 
also will be a member of the exec- | 
utive staff of Perfection Steel Body | 
Co., Galion, O. 


* * * | 


Randolph Joins Hertz | 


John B. Randolph, former airport | 
business manager for Kansas City, | 
has been uamed national services | 
manager by Hertz Corp. 


+. + * 

Wilkening Names Englar, 
McCleary Division Chiefs 

Two Northeast division managers | 
have been appointed by Wilkening 
Mfg. Co, They are: 

Raynor J. Englar, who will super- 
vise Pedrick piston-ring sales in 
the New England States, New York 


DO THE JOB RIGHT 


John C. McCleary, Southern New 
| Jersey, Pennsylvania, Delaware, 
| Maryland, District of Columbia, 
| Northern Virginia, West Virginia, 
Ohio and Michigan. 


* * 
City Auto Stamping Names 


Harper Manufacturing V-P 


James L. Harper has been 
elected manufacturing vice-pres- 
ident of City Auto Stamping Co., 
division of Globe-Wornicke In- 


| ane Northern New Jersey, and 


* 


| dustries, Inc. 


Harper, who has been with the 
company for 18 years, had been 
the stamping plant superintend- 
ent, He succeeds Robert Millard, 


| who has retired. 


Pennsylvania Tire Ups 2 

Pennsylvania Tire Co., Mansfield, 
O., has announced two appoint- 
ments in the company’s sales or- 
ganization. O. L. Rogers has been 
named Arizona sales manager, and 


* * 


George A, Watts has been named! Minneapolis region. 


AUTOMOTIVE NEWS, MAY 25, 1959 


manager of factory zone division, 
headquartered in Mansfield, suc- 
ceeding Rogers. 

- 


Lyon Metal Names Olesen 


Executive Vice-President 


J. M. Olesen has been elected 
executive vice- 


Metal Products, 
With 





was named gen- 


became sales vice- 
president in 1952. 





rectors in 1955. 
* oe * 


Mandy Joins Delman Board 
Robert R. Mandy, president of 
Diversified Engineering Laborato- 
| ries, Detroit, has been elected to 
the board of Delman Co., Cooke- 
ville, Tenn. 
. a * 
Chrysler Shifts Hughes 


William Hughes has been named | 
Plymouth-DeSoto manager for the 





president of Lyon | 


Inc., Aurora, Iil. | 
Lyon! 
since 1929, Olesen | 





eral sales man-|. 
ager in 1950 and| 


He was elected to! 
the board of di-| 





“It’s aimed right at our com- 


| petitor’s lot!” 





held a similar position in the Kan- 
sas City region and succeeds Ray 
R. Fisher. 
* * * 
Murray Named Sales Rep 
Warner Electric Brake & Clutch 


He formerly Co. has named John A, Murray a 


TO COVER THE WHOLE DELAWARE VALLEY YOU NEED 
THE TRENTON TIMES and THE CAMDEN COURIER-POST 


A pox on false modesty! Our friend is not even painting 


the lily—he’s just tarnishing it. 


Bare facts can often speak for themselves; they need 
no embellishment. Here’s some bare facts that paint a 


pretty rosy picture 


e The booming Delaware Valley is two markets, not one. 


e On the huge and thriving and expanding New Jersey 
side of the river, local newspapers achieve far greater 


indeed: 


readership than out-of-state dailies. 


e Advertising to this market, you can “hit ’em where 
they live” in the pages of Southern New Jersey’s 
most read, most trusted dailies, the TRENTON TIMES 


and the CAMDEN 


That, friends, is the naked truth about the newspaper 


CouRIER-PoOsT. 


IT PAYS TO CROSS 


situation in Delaware Valley USA. And speaking of 


figures, we have some beauties to back our story up. 


Care to hear them? 


THE DELAWARE 





CAMDEN COURIER -POST 


Established 1875 


TRENTON TIMES 


Established 1883 


Represented nationally by GEORGE A. McDEVITT CO., INC. @ NEW YORK e@ CHICAGO e@ PHILADELPHIA @ DETROIT @ LOS ANGELES 








nena 
sales representative for Alberta, 
Manitoba, Saskatchewan and West. 
ern Ontario. 
* 








Great Dane Ups Humpfer 


Great Dane Trailers, Inc. hag 
pointed George W. Humpfer jr, a, 
Eastern district sales manager, }, 
had been district sales manager jp 


Philadelphia, 
* 


* * 


American Motors Appoints § 


Zone Sales Promotion Chiefs 


Five zone sales-promotion map. 
agers have been appointed by 
American Motors Corp. 





They are S. O. Carter, Atlanta: 
A. H. Payne, Dallas; R. W. Erick. 
son, Milwaukee; J. F. McMi 
Philadelphia, and R. EF, Long, 
Washington. 


































* * * 


Reynolds Ups Schreiber 


Robert G. Schreiber has been 
named manager of Reynolds Metals 
Co.’s new sales office in Jackson 
Mich. 


* * x 


Beaudoin Is Promoted 


To Buyer for Oldsmobile 


Carl Beaudoin has been appointed 
buyer in charge of sales materia] 
and services by Oldsmobile. He 
succeeds W. L, Wood, who resigned, 

For the last two years Beaudoin 
has been district sales manager for 


Oldsmobile in the Indianapolis zone, 
* ca * 


Jaynes Named Bohn Rep 


William A. Jaynes has been 
named a sales representative in the 
Detroit office of Bohn Aluminum & 


Brass Corp. 


Delco Appoints Blanton 


Auto Products Sales Chief 


Samuel W. Blanton, Detroit zone 
manager, has been named automo- 
tive products sales manager for 
GM’s Delco Products division. 

He joined Delco in 1934 as a 
lathe operator and had been De 
troit zone manager since 19565. 

* * * 
New Service Manager 
Appointed by Reo 

Harold Link has been appointed 
service manager of Reo division, 
White Motor Co., Lansing. 

Link has been 
associated with 
Reo service ac- 
tivities for more 
than 40 years, 
having started as 
a mechanic with 
the Reo distribu- 
tor in Fostoria, O., 
in 1917. Through 
most of the time, 
he has repre- 
sented Reo in 
field service work. 
In assuming his new duties at the 
home office, Link takes charge of 
all service affairs connected with 
Reo’s growing network of outlets. 

OK * * 


Schefft Appointed Assistant 


To Eaton Stamping’s Chief 


Walter H. Schefft has been 
named assistant general manager 
of Eaton Mfg. Co.’s stamping di- 
vision. 

Schefft, who has been with Eaton 
22 years, had been factory manager, 
He joined Eaton’s Axle division 48 


a cost accountant in 1937. 
* Oo «x 


e 








Four Plant Managers 


Appointed by Chevrolet 


Chevrolet has appointed new 
managers at four of its assembly 
plants. They are: Linus J. 
Willow Run (Mich.) truck plant, 
succeeding the late Ralph D. For- 
shee; John D. Rhoades, Norwood, 
O., succeeding Rausch; Harry 
Prentice, Van Nuys, Calif., succeed- 
ing Rhoades, and Nathan E. Koch, 
Oakland, Calif., succeeding Pren- 
tice. 









* * * 





Cummins Diesel Promotes 


Bego and Franck in Sales 


Cummins Engine Co, has named 
G. L. Bego, a native of Indianapolis, 
director of sales services. He 8 
responsible for directing all activi 
ties of the sales development de 
partment and Cummins Diese! Sales 
Corp. Previously, he was managef 
of Cummins Diesel Sales Corp. 

R. W. Franck has been appoin 
Cummins’ new field sales managet 
and is responsible for fleet sales 
activities and Cummins’ regio 
offices. 
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Did you notice, Abby? 
This demonstrator has E-Z-EYE in the windows... 


PRUDENCE: And that salesman never men- 
tioned it! But he did tell us that only General 
Motors puts Safety PLATE Glass in every 
window of every car made here in the States. 


ABIGAIL: Yes, and that Safety PLATE is the 
best glass ’cause it’s more distortion-free than 
ordinary safety glass. But, tell me what’s this 
E-Z-EYE? 


PRUDENCE: E-Z-EYE’s Safety PLATE Glass, 
too, only it’s tinted. Gives you all the vision you 
need for safe night or day driving. Keeps sun- 





shine from baking you in summer. And in big 
windshields, the shaded band across the top 
cuts down glare from the sun and sky. 


ABIGAIL: Sounds wonderful. I suppose 
E-Z-EYE costs extra? 


PRUDENCE: A little bit extra, but it’s worth 
heaps more in comfort. Going to order it in my 
new car, but I’m going to give that salesman 
feller a hard time. Imagine, not telling us 
about E-Z-EYE! 


: E-Z-EVYIE SAFETY PLATE 
F LIBBEY-OWENS:FORD @ Great Name in Glass 


TOLEDO 3, OHIO 
















WHEEL BALANCER—An on-the-car wheel 
balancer that is said to permit rapid and 
secure installation, has been announced 
by John Bean Division, Food Machinery 
& Chemical Corp., Lansing 4, Mich. The 
balancer requires no adapters or special 
parts for installation. Positive, adjustable 
legs permit installation on virtually any 
wheel including most foreign cars, it is 
said. When the balancer is securely at- 
tached to the wheel and the correct lock- 
ing pressure established, ‘‘three-dimen- 
sional” indicators “pop out" enabling 
the operator to hear, see and feel them. 
When the wheel is rotated with a John 
Bean Spinner, the exact location and 
amount of weight required to balance the 
wheel can be found by a simple push-pull 
movement of the balancer controls. 

* 





AIR CONDITIONER SERVICER—Frigikar 
Corp., 1602 Cochran, Dallas, Tex., has 
purchased the Air-Con Division of Alistadt 
Mfg. Co., manufacturer of Air-Con ma- 
chines for servicing and installing all 
makes of automotive air conditioning. 
Frigikor will manufacture three improved 
models of Air-Con machines, in addition 
to its regular line of car, truck, and bus 
air conditioners. Largest and most com- 
plete Air-Con machine is the deluxe model 
HYV-100-59. This unit not only provides 
precision evacuating and charging of all 
brands of automotive air conditioning, it 
also tests for leaks, creates lowest abso- 
lute vacuum pressure for dehydrating and 
de-gassing conditioners using Freon 12, 
measures and transfers refrigerant and 
oil, and holds a 145-pound Freon cylinder 
for maximum refrigerant purchasing econ- 
omy, it is said. 





TIRE 


INFLATOR—An emergency air 
service kit, called the Spare Air, has been 


announced by Astoria Mfg. Co., Long 
Island, N. Y. Spare Air, packaged in a 
12-ounce aerosol container, is said to pro- 
vide automatic tire inflation in seconds. 
This compact air pump comes equipped 
with its own neszie for on inflation. 


Paint-Equipment Cleaner 
Introduced by DeVilbiss 


Large-capacity equipment for 
flushing and cleaning out paint 
passages and hose lines in complex 
finishing equipment, like automatic 
spray machines, paint heaters and 
multistation systems, has been in- 
troduced by DeVilbiss Co., 296 
Phillips Ave., Toledo 1, O. 

The units are available in two, 











five, 10 and 15-gallon sizes and will 
clean hose, heater coils and flush 
spray guns in a single operation, 
the firm said. A minimum amount 
of solvent is used and the operation 
is done quickly and effectively, 
DeVilbiss added. 
* 


* * 


Carburetor Repair Kits 


Holley Carburetor Co., Detroit, 
Mich., is offering garage men, serv- 
ice station operators and other 
automotive repair men a new line 
of low cost carburetor repair kits. 
They are called Pep Kits (P for 
Power, E for Economy and P for 
Performance). The kits include 
needle and seat assemblies, gaskets, 
power valves and an accelerating 
pump diaphragm or pump plunger. 

* * + 





SIDE PIPES—A line of chrome fender 
side pipes for cars and station wagons 
has been announced by Grand Automotive 
Products, 2055 Ruby St., Melrose Park, Ill. 
The fender side pipes are designed to 
give a functional custom touch to stock 


or modified exhaust system. Packed in 
pairs, side pipes are triple chrome fin- 
ished, come complete with chrome clamps 
and brackets, ready for mounting beneath 


rear fenders, it is said. 
* * 


Pressure Pak Offers Spray 


For Leather and Plastics 


Pressure Pak, Inc., Box 2587, 
West Palm Beach, Fia., is offering 
Nu-Kote “L,” a spray for leather, 
leatherette and plastics. It is avail- 
able in 16 colors, including gold, 
silver and white. 

The product is packed in 16- 
ounce aerosol cans and also may be 
purchased in quarts and gallons. 
The company said it may be used 
for convertible tops, dash boards, 
side panels, kick panels and plastic 
headliners and that it will not chip- 


crack, peel or rub off. 
* * * 


Sludg-Master Improved 


An improved Sludg-Master with 
Neutrene, an ingredient said to 
neutralize harmful acid accumula- 
tion, has been announced by Rust 
Master Chemical Corp., 56 Creigh- 
ton St., Cambridge, Mass. 

. oa * 





DASH-CONTROL MIRROR—A dash-con- 
trol, fender-mounted mirror has been in- 
troduced by Roberk Co., Norwalk, Conn. 


The Roberk mirror, placed on the left 
front fender, is designed to give the 
driver instant change in mirror angle by 
flicking the control unit mounted on the 
dashboard. The glass itself (housing of 
mirror is stationary) moves in desired 
direction—up, down, side to side, it is 
said. This all-angle adjustment is accom- 
plished by means of a mechanical device. 
Three cables run from the dash unit to 
mirror head and a push or pull on the 
control handle translates the same motion 
to the glass. 
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NEW PRODUCTS 








REPLACEMENT PANELS—Two additions 
to the Schofield line of autobody replace- 
ment panels are Sco-Pan rocker panels for 
1959 Chevrolets and Pontiacs. Use of Sco- 
Pans, ‘‘the rocker panels that snap on,” 
is said to afford a faster means of re- 
pairing collision and other rocker panel 
damage. Sco-Pans can be mounted with- 
out removing the old rocker panels, it is 
said. These rocker panels are available in 
two series: SO-452 for all two-door models 
and $0O-453 for all four-door models. 
Both” sértes™ provide right and left hand 
styles. Schofield Mfg. Co., 1140 East 222nd 
St., Cleveland 17, 0. 





FRONT END LIFT—The model AR front 
end lift has been added to the line of 
lee lifts produced by Automotive Equip- 
ment Mfg. Co., 11000 S. Alameda St., Lyn- 
wood, Calif. Model AR is designed for 
lifting the front end of all makes of cars 
by the center plate between the A-frame 
to a height of approximately 37 inches. 
This is said to put the bumper height up 
to approximately 50 inches from the 
ground. The unit is 53 inches long, weighs 
approximately 275 pounds and has a ca- 
pacity of 3,000 pounds on approximately 
110 pounds of gir Pressure, it is said. 





FRAME LIFT—United States Air Com- 
pressor Co., 5300 Harvard Ave., Cleveland 
5, O., has introduced the model 75 adjust- 
able, telescoping frame-grip lift. Equipped 
with swinging, telescoping arms that 
eliminate any need for adapters, this 
unit will lift all domestic and foreign cars, 
station wagons and light pickup trucks at 
the exact points recommended by car 
manufacturers, itis claimed. 


Battery Additive 

Lifetime-Charge, a battery addi- 
tive, is offered by Magnaflo Co., 
Inc., Youngstown, O. The company 
said the product converts to active 
electrolyte the excessive lead-sul- 
phate deposits which accumulate 
on battery plates. 


* 
Rohm & Haas Introduces 
Cleaner for Auto Metal 


Triton QS-15, a cleaner of auto- 
motive metal parts in process of 
manufacture, has been introduced 
by Rohm & Haas Co., Washington 
Square, Philadelphia 5, Pa. 

The product combines vigorous 
detergent action with solubility in 
relatively high concentrations of 
alkaline cleaners, and exhibits 
chemical] stability in strong caustic, 


the firm said. 
* A * 


Rainbow Plastic Offers 


Decals for Sportsmen 


Three full-color decals appealing 
to the sportsminded for boats, auto- 
mobiles, swimming pools, trailers 


and indoor use have been an- 

nounced by Rainbow Plastics, 3232 

N. Meeker Ave., El Monte, Calif. 
Reproductions in living color of 


a duck, fish and mermaid are avail- 
able in two sizes, Both sizes are 
packed in pairs, one facing right 


and the other left. 
* * * 


Floor Sealer Offered 


A new type of polymer resin 
sealer for wood and concrete floors 
has been announced by Multi-Clean 
Products, Inc., St, Paul 16, Minn. 

cad + * 


Oil, Grease Remover 


EHB Laboratories, 2601 N. How- 
ard St., Philadelphia 33, Pa., has 
marketed a cleaner which the man- 
ufacturer claims will remove grease 
and oil stains from any concrete 
surface with very little effort, The 
EHB Oil and Grease Cleaner is said 
to be odorless, non-inflammable and 
has non-skid properties. 

* a * 





NAME PLATES—Abrasion and chemical 
resistant name plates and labels have 
been marketed by Miller Dial and Name 
Plate Co., 4400 N. Temple City Bivd., 
El Monte, Calif. The Mylar Foilcals are 
adhesive backed and flexible. They are 
fabricated on .003 aluminum, .003 brass, 
002 stainless steel or vinyl plastic, with 
sunken or raised etched letters. Radium, 
phosphorescent and fluorescent lettering 


may be obtained. 
* 


* > 


Hyster to Show Lift Trucks 


With Single-Pedal Control 


Hyster Co., 2902 E. Clackamas, 
Portland 8, Ore., will display a lift- 
truck control system featuring a 
single-pedal direction and speed 
control at the Material Handling 
Institute’s exposition June 9-12 at 
Cleveland. 

The system is called Monotrol. 
Hyster said that, teamed with 
Power-Shift Hystamatic transmis- 
sion, it frees the operator’s hands 
for steering and load-handling con- 
trol, Monotrol will be standard on 
Hyster SpaceSaver 30, 40 and 50 
lift trucks equipped with Power- 


Shift Hystamatic transmission. 
« 


* * 


Anco Car Wash 


The Chemical Products division 
of Anderson Co., 1075 Grant, Gary, 
Ind., has introduced Anco Car 
Wash. The company said the prod- 
uct has been formulated especially 
for the new acrylic and melamine 


finishes, but is suitable for all cars. 
oe * * 


Degreas-Master Offered 
In 16-Ounce Spray Can 


Degreas-Master, a read y-mixed 
degreaser manufactured by Rust 
Master Chemical Corp., 56 Creigh- 
ton St., Cambridge, Mass., is now 
available in a 16-ounce spray can. 

The degreaser is said to be self- 
emulsifying and self-scouring. 

x oe 


* 





SPEED ALARM—The electronic Speed 
Alarm, announced by Harco Products, 
1429 Route 22, Mountainside, N. J., is 
designed to give a timely warning that 
lets the motorist know when he is driving 
faster than is safe according to highway 
speed laws and conditions. When the car 
is travelling faster than the Speed Alarm's 
setting, a red warning light flashes on at 
eye level and remains on until the car is 
again cruising within legal speed limits, it 
is said. 











BATTERY CHARGER—A full 100 ampere; 
at six volts, and 50 amperes at 12 vol; 
is claimed for the silicon rectifier type 
model BC-60 and wheel model BC4j 
fast chargers added to the battery equip. 
ment line marketed by King Electric Equip. 
ment Co., 9123 Inman Ave., Cleveland 
5, O. It is claimed that the rectifier is 
hermetically sealed in ceramic to exclude 
moisture and acid fumes. A five-year guar. 
antee by the manufacturer who also states 
that an automatic-reset circuit breaker pre 
vents damage from accidental overloads 
Automatic correction for six or 12-vel 
battery charging with the output tapering 
to prevent over-charging, is another fee 
ture claimed for the King chargers, 


PIN INSERTER—The Sunnen pin-inserter '¥ 
set (B-500) is said to handle all press-fit 
rods, including those used in 1959 auto- 
motive engines. Featuring a wall hanging 
type selector-storage board on which tool- 
ing units are identified by part numbers 


and a removable “set-up” chart, it is 
said to simplify work on press-fit type 
wrist-pins. Ample room is provided on the 
storage board for tooling additions thot 
may be required for future engines. 
Sunnen Products Co., 7910 Manchester 


Ave., St. Lovis 17, Mo. 
* 





CARBURETOR CLEANER—Gunk Chicago 
Co., 630 N. Harlem Ave., River Forest, 
lll., has introduced its three-gallon bench 


kit for cleaning carburetors and other 
small parts. Gunk Hydro-Seal is a paint 
stripper and metal cleaner. It is said to 
dissolve varnish and builtup deposits i” 
carburetors. Handy cleaning basket hooks 
over sides of can for draining. 

. * ® 


Holiday Camp Equipment 
Offered by VW Dealers 


Holiday convertible camp equip- 
ment, available at Volkswagen deal- 
ers, adds to the versatility of the 
van and bus line, according to Saxe 
& Co., P. O, Box 444, Burbank, 
Calif. 

Easily and quickly installed, the 
Holiday units turn the Volkswagen 
into a complete home on wheels, 
with cooking, refrigeration, storage, 


sleeping accommodations, without 


having to haul a trailer, Saxe said. 
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Detroit Ford Dealers Indicted . . . 
<< 


Coast Plymouth Assn. 
Convicted on Prices 


(Continued from Page 3) 


the right to purchase Ford cars, 
s and accessories in a free 
and unrestricted competitive 
market and affected interstate 
commerce in the sale and distri- 
pution of Ford cars and parts, 

The Detroit Chevrolet dealers 
face the same charges, with the 
exception that parts and accessories 
were not mentioned in the Chev- 
polet indictment. 

Pretrial hearings are being con- 
ducted in the Chevrolet case, but 
neither it nor the Ford affair is 
expected to reach court before next 


fall. 


HE Ford dealers, through their 

attorney, Arthur M, Stringari, 
issued the following statement: 

“The Metropolitan Detroit Ford 
Dealers, Inc., is amazed at the in- 
dictment handed down against it 
and some of its individual members 


x * * 
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Increase new and used car 
sales with the imaginative and 
exciting sports car for the 
youngsters! — THE VANGUARD 





| Every kid wants a VANGUARD of 

his own! ... Over 5 feet long... 
| Fiberglass body . . . Powered with 
| @ real gasoline engine . 


| engineered especially for young- 
| sters! Thousands already sold at 
| list prices to 179.95. 


Lae ee ee me ee ee ee _—_— 


| 

| 

! 

. safety | 
| 

| 

l 
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1. USE THE VANGUARD AS A NEW-CAR 

SALES CLINCHER... pitch “TWO BRAND 
NEW CARS FOR THE PRICE OF ONE”, or 
“BUY ONE CAR—GET A SECOND FREE OF 
ADDITIONAL COST”, or let your salesmen 
use the VANGUARD at his discretion. 


2. USE IT AS A CONTEST PRIZE . . . You'll 

have every youngster in town working 
for you. Have his parents sign the contest 
tard in your showroom. 


3. USE IT IN A POWERFUL PROMOTION 

OF YOUR OWN DESIGN . . . Local club 
and church groups would love to borrow 
your VANGUARD for a money raising ba- 
‘ser, and your name would be all over it. 
Or organize a big VANGUARD ride party 
for the kids (accompanied by parents). 


4, Take advantage of the powerful and 

unique promotion value of the VAN- 
GUARD before your competitors beat you 
fe it. Phone or write for details, but do it 
now, while the VANGUARD can help you 
the most during your best selling season. 
(Sales aids available). 


Phone or Write Direct 


won OY 


THE GREAT LAKES TRACTOR CO. 
510 Hanna Bidg. © Phone: TOwer 1-4700 
Cleveland 15, Ohio 


DIAMOND 
QUALITY 
PRODUCT 


One of the world’s largest producers of 
Powered lawn mowers and juvenile cars. 





|and emphatically denies the 


charges, The association has not 
engaged in any price-fixing con- 
spiracy, nor have any of its indi- 
vidual dealers. 

“The testimony of the 44 Ford 
dealers who were questioned 
under oath strongly contradicts 
the indictment. 

“Both the individual dealers in- 
volved and the association are in- 
nocent and will defend the charge 
and will exhaust all legal remedies 
to protect their rights.” 


* * * 


FEW days after the Ford in- 
dictment, a Detroit Free Press 





Richmond Dealers 


Open Ad Series 


Better PR Sought 
In 13-Part Drive 


RICHMOND, Va. — Selling the 
man who sells the cars and trucks 
is the aim of a series of newspaper 
ads launched by the New Car & 
Truck Dealers Assn. of Richmond. 


“A growing need for better 
public relations prompted the 
campaign,” said G. E. DuBose 
(Buick), association president. 


The first ad in the 13-week cam- 
paign, prepared by the Richmond 
News Leader, was entitled “What 
Is a New Car Dealer?” 

Subsequent ads will cover a num- 
ber of subjects, ranging from the 
dealer’s business operations to his 
place in the community’s social and 
economic life, DuBose said. 

He added that at the conclusion 
of the campaign, readers will be 
asked for suggestions on how deal- 
ers can improve their service and 

sales techniques. 

“We realize that the new-car 
and truck dealer has an interest- 

ing story to tell,” DuBose ex- 
Plained. “We believe that these 
ads will help every dealer in the 
area to enjoy better community 
understanding.” 

In the first ad, the dealer was 
described as “a family man, a busi- 
nessman, a civic leader, a mainstay 
of his community’s economy, a 
maintenance man, a distinct aid to 
the supply of food to market, a 
stretcher of leisure hours.” 

The dealer’s profit margin in 1957 
was the topic of the second ad, It 
carried a cartoon of a worried man, 
with the caption: “7/10 of 1 percent 
profit!” 

“Would you operate your busi- 
ness on a 7/10 of 1 percent profit 

margin?” the ad asked. “Chances 
are you wouldn’t, and yet that is 
what the average new-car deal- 
er’s profit was in 1957—and 1957 
was a typical automotive year.” 
Another ad stressed the import- 
ance of service of “a very compli- 
cated mechanism” and pointed out 
that the dealer “is more than just 
a salesman selling a product; he is 
a@ maintenance expert.” 

“He maintains a service depart- 
ment as complete as a modern 
hospital — a department designed 
and outfitted to cope with any 
mechanical emergency your auto- 
mobile might have,” the copy said. 

“Family Man” was the headline 
on another ad showing’ a dealer at 
a piano keyboard with his wife and 
children grouped about him. 

“His family and his love for 
them make all of the trials and 
tribulations worth while, make 
his life whole and complete,” the 
ad said. 

The full-page ads contain the 
signatures of the association’s 25 
members. 

DuBose said it was the first time 
any group of Virginia dealers have 
joined in this type of institutional 
advertising. 


Blast Rips Horvitz 


PITTSBURGH.—An explosion at 
Horvitz Motor Sales (Dodge-Plym- 
outh) caused damage estimated at 
$7,500. An accumulation of oil in a 
basement furnace was blamed, 
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editorial commented that “should 
the 22 dealers turn out to be guilty, 
we could muster no more moral in- 
dignation against them than we 
can against congressmen who try 
to legalize price fixing under the 
prettier name of ‘fair-trade laws.’” 

The editorial continued: “We 
are not at all persuaded by the 
pious argument that it is all 
right to belt the consumer if it’s 
done with a law, but evil if it’s 
done through an agreement 
among individuals, 


“Consumers are entitled to a free 
market, If they are deprived of it, 
a basic principle is destroyed—and 
the mechanism by which it was 
destroyed is irrelevant. 

“To hold that one way of depriv- 
ing them is sinful and another way 
is righteous, it is necessary to be 
either hypocritical or afflicted with 
blindness to everything other than 
narrow self interest.” 

* a” * 
HE Detroit-area Ford dealer- 
ships indicted were (all are in 
the city itself, unless otherwise 
noted): 

Metropolitan Detroit Ford Deal- 
ers, Inc.; John Barber, Inc., Belle- 
ville; Clarence Bell, Inc.; Bill 
Brown, Inc.; Lewis F, Brown, Inc.; 
Hi Dawson, Inc. 

Bob Ford, Inc., Dearborn; Gorno 





Auto Day 


May 14 Is Nominated for 


Annual Memorial 


HARTFORD, Conn.—Henry Cave, 
85-year-old auto veteran, believes 
May 14 should be observed each 
year as Automobile Industry Day. 
According to Cave, that’s the day 
the industry was born. 

Cave recalls that on May 14, 1897, 
Col. A, A, Pope invited editors and 
prominent citizens to Hartford for 
the unveiling of Pope Mfg. Co.’s 
Mark II auto, The car was offered 
for sale, rather than being an ex- 
perimental model. 

Hartford was the first auto 
capital, according to Cave. He says 
some 20,000 cars were built in 
Hartford in the early days of the 
industry. 


Bros., Inc., Trenton; Stark Hickey, 
Inc.; Johns Bros., Inc.; Al Long, 
Inc.; Dick Lutz, Inc., Flat Rock; 
North Bros, G/C, Inc., Garden City. 

Cy Owens, Inc., Pontiac; Rice- 
O’Green Ford, Inc.; Floyd Rice 
Ford, Inc.; Clem Rinke Ford, Inc., 
Warren; Smith-Briggs, Inc,; Alfred 
F. Steiner Co.; Bud Truba Ford, 
Inc.; Berkley; Trudell Ford, Inc., 
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Base Line; Harold Turner, Inc., 

Birmingham, and Stuart Wilson, 

Inc., Dearborn. 
od * * 

OLLOWING is a summary of 

the disposition or status of 
other price-fixing investigations in- 
volving auto dealers: 

CLEVELAND — Dealers have been 
questioned, but no indictments have 
been returned. 

WaAsHINGTON—Fourteen Chevrolet 
dealers and their trade association 
pleaded guilty last December to 
price fixing and were fined a total 
of $32,000. 

In January, 11 Washington- 
area Oldsmobile dealers pleaded 
nolo contendere (no contest) to 
similar charges. The plea was 
accepted and the dealers were 
fined a total of $37,750. 

A nolo contendere plea also was 
entered by 16 Washington-area 
Ford dealers, and they were fined 
$71,000. Ford Motor Co. and one 
dealer did not join in the plea, They 
chose to fight the case, It has not 
yet gone to court. 

New York Crry—Indicted late in 
March were the Automobile Mer- 
chants Assn. of New York and 
seven trade associations of Buick 
and Chrysler Corp. dealers, They 
pleaded nolo contendere and were 
fined a total of $111,500. 


Now Meet MORETTL 


Hand Crafted Cars from Italy 


Moretti of Italy now offers Americans a complete line of automo- 
biles handcrafted to $14,000 standards. Complete unit construction, 
hand-made and assembled body and parts, exacting workmanship 
and thorough testing make Moretti the newest, most exciting 
foreign car entry in the American market! 


RACING CAR PERFORMANCE WITH ECON- 
OMY—Winner of many racing events around 
the world—including Monza—the Moretti com- 
bines racing get-up-and-go with practical econ- 
omy features—up to 45 miles per gallon of 
gasoline, Perelli racing tires serviceable for 40,- 
000 miles, four quart radiator requiring just 2 
quarts anti-freeze for 20 below zero protection! 


SAFETY FEATURES—In addition to safer unit 
construction, the Moretti offers braking system 
power comparable to most large American-made 
. a pop-out windshield .. . 


cars . 


instrument panels for beauty as well as safety. 





750 c.c. Spyder Convertible 
750 c.c. Super Panoramic 4-Door Sedan 


gears . 


padded ing .. 


THREE ENGINES—Two 750 c.c. 4-cylinder en- 
gines, valve in head, water cooled with overhead 
cam or with overhead dual cam with two Weber 
twin throat carburetors and a 1200 c.c. engine, 
4-cylinder, water cooled with dual Weber twin 
throat carburetors. 


OTHER OUTSTANDING FEATURES—Alumi- 
num transmission housing . . . 
four forward speeds .. . 
. . aluminum rear end differential hous- 
. steel axle housing. . . 
and sector drive steering assembly. 


steel gears... 
syncromesh on three 


adjustable worm 


from 


$2495 


p. 0. e. 


750 c.c. Super Tourismo Coupe 
750 c.c. Tourismo Coupe 


PROFITABLE DEALERSHIPS 
NOW AVAILABLE IN 


Milinois. Indiana, Michigan, Wisconsin. Ohio 


ACT NOW! Be first with Moretti! A school to train your service 
personnel in the maintenance and operation of the Moretti is 
already in operation. Extensive advertising, merchandising and 
sales promotion programs aimed to get you off to a fast, profitable 
start are underway. 


Phone, wire or write today to— 


IMPORTEX, Lid. 


65 East South Water Street 


Chicago |, Illinois 
Financial 6-8220 








Used-Car Auction Prices 





(Continued from Page 41) 


Savoy (6) 4-dr., $600; Plaza (6) 4-dr., 
$570, $500. 
'54 Savoy (6) 4-dr., $300. 
PONTIAC — ’56 Chieftain station wagon, 
$1,155*; Hardtop 2-dr., $1,060*. 
'55 Chieftain 4- dr., $790*. 
RAMBLER—’'53 Super (6) station wagon, 


$310. 
STUDEBAKER—’59 Lark 2-dr., $1,485. 


FLINT 


Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of May 13, Sales 
percentage was slightly less than last week. 
Prices seemed to fluctuate during the after- 
noon and in general were slightly lower. 
Sold 223 cars out of 349 consignments. 


BUICK—’59 LeSabre Hardtop 4-dr., $2,- 
675* (ps). 

’58 Century 4-dr., $2,265* (ps), $2,100* 
(ps); Special 4-dr., $2,150*, $2,125*. 

’57 RM 4-dr., $1,765* (ps); Special 
dr., $1,590* (ps), $1,445*, $1,355°. 

"56 Super Riviera 2-dr., $1,100* (ps), 
$1,050* (ps); Special Riviera 2-dr., 
$1,050*, $990*; 4-dr., $925°*. 

’55 Special Riviera 2-dr., $835*, $800*, 
$765*; 2-dr., $730*; 4-dr., $500*; Cen- 
tury 4-dr., $830*, $775* (ps), $660°; 
Super Riviera 2-dr., $790* (ps), $755*; 
RM Hardtop, $670* (ps); 4-dr., $510* 
(ps). . 

’54 Special 2-dr., 


4- 


$515* (ps); Hardtop, 
$410*; RM 4-dr., $390* (ps); Super 
Riviera 2-dr., $225*. 

53 RM conv., $340* (ps); Super 4-dr., 
$300*, $210*; Hardtop 2-dr., $185, 
$105*; Special 4-dr., $180. 

"52 Super 4-dr., $100. 

OCADILLAC—’57 (62) conv., $2,895* (ps). 


’55 (62) conv., $1,200* (ps). 

’54 (62) coupe de Ville, $1,350* (ps). 

"53 (62) coupe de Ville, $510* (ps). 

CHEVROLET—’59 Impala (8) sport coupe, 
$2,550* (ps), $2,480*. 

*58 Impala (8) conv., $2,270* (ps); sport 
coupe, $1,765*, $1,750* (ps); Brook- 
wood (8) station wagon, $1,920*; Bel 
Air (8) 4-dr., $1,765* (ps), $1,745*; 
2-dr., $1,525; Biscayne (8) 4-dr., $1,- 
745*, $1,655*; 2-dr., $1,630*; Biscayne 
(6) 2-dr., $1,535*, $1,505; Delray (6) 
4-dr., $1,410. 

’57 Two-ten (8) station wagon, $1,635*; 
2-dr., $1,410*, $1,230*, $1,155; Two- 
ten (6) 4-dr., $1,515*, $1,220*; 2-dr., 
$1,175*, $1,155*; Bel Air (8) 4-dr., 
$1,565*, $1,445; conv., $1,560*; Bel 
Air (6) club coupe, $1,285; Delray (6) 
club -coupe, $1,310; Delray (8) club 
coupe, $1,200. 

’56 Two-ten (8) station wagon, $1,135*; 
club coupe, $905*; 4-dr., $900*; 2-dr., 
$835; Two-ten (6) 4-dr., $910; club 
coupe, $905*; Bel Air (8) 4-dr., $1,- 
085*, $700*; coupe, $975*, $760; Cor- 
vette sedan, $1,050* (ps); Delray (8) 
club coupe, $865*. 

’55 Two-ten (6) station wagon, $980*; 
2-dr., $560*; Two-ten (8) station wag- 
on, $915*; ‘4-dr., $855*, $675, $605*, 
$600, $425*; 2-dr., $485*; club coupe, 
$475; Bel Air (8) club coupe, $840*; 
2-dr., $800*, $665; 4-dr., $715*; Bel 
Air (6) 4-dr., $650*; One-fifty (6) 2- 
dr., $395. 

’54 Bel Air 2-dr., $450*; 4-dr., $155*. 

’53 Two-ten station wagon, $445, $380*; 
2-dr., $200, $120; Bel Air 4-dr., $365*; 
2-dr., $130; One-fifty 4-dr., $150. 

*52 Two-ten 4-dr., $125. 

CHRYSLER—’56 NY Hardtop 2-dr., 
,175* (ps). 
DeSOTO—’57 Firedome 4-dr., $1,270*. 

’55 Firedome conv., $620*. 

DODGE—’ 57 Sierra station wagon, $1,675* 
(ps). 
’56 Royal 4-dr., $750°*. 
EDSEL—’58 Corsair 2-dr., $1,485*. 
F O R D—’59 Thunderbird 2-dr., $3,650* 
(ps), $3,465* (ps). 

’58 Thunderbird sedan, 2 at $3,200* 
(ps); Custom (8) 300 2-dr., $1,575; 
Custom (8) 2-dr., $1,265. 

’57 Country sedan (8), $1,570* (ps), 
$1,360, $1,340*; Fairlane (8) conv., 
$1,550*; Hardtop 2-dr., $1,420*; 2- 
dr., $1,260*; Fairlane (8) 500 4-dr., 
$1,480*; 2-dr., $1,260*%; Custom (8) 
300 2-dr., $1,170*, $1,065*; 4-dr., $1,- 
095, $1,055*; Ranch wagon (8), $1,- 


090. 

’56 Fairlane (8) 2-dr., $910* (ps); Fair- 
lane (8) Victoria 2-dr., $990*, $895*; 
Custom (8) 2-dr., $700, $450*; Main 
(8) 2-dr., $580. 

’55 Custom (8) station wagon, $845*, 
$730*; 4-dr., $675*, $650*, $510; 2- 
dr., $560, $485; Fairlane (8) Crown 
Victoria club coupe, $800* (ps); Fair- 
lane (8) club coupe, $750*; conv., 
$740*, $625*; 4-dr., $670*; Ranch 
wagon (8), $690; Ranch wagon (6) 
$525.* 

"54 Ranch wagon (8), $500; Crest (8) 
4-dr., $370; Custom (8) 4-dr., $340*. 

HUDSON—’54 4-dr., $100. 


$1- 


age grog Premiere club coupe, $2,- 
700* (ps 

MERCURY ’57 Monterey Hardtop 2-dr., 
$1,305*. 

56 Monterey station wagon, $1,100* 
(ps); Custom conv., $1,055*. 

OLDSMOBILE—’58 (88) 4-dr., $1,865*. 

’57 (88) 4-dr., $1,625* (ps); Hardtop 4- 
dr., $1,575* (ps); Hardtop 2-dr., $1,- 
525*, $1,305*; Fiesta station wagon, 
$1,615* (ps); (98) conv., $1,465* (ps), 
$1,400* (ps); 4-dr., $1,530* (ps). 

’56 (88) Super 4-dr., $1,090*; (88) Hard- 
top 2-dr., $1,085*; 2-dr., $955*; (98) 
4-dr., $1,005* (ps). 

’54 (88) 4-dr.. $495*; club coupe, $215*. 


PLYMOUTH—’59 Suburban (8) station 
wagon, $2,340*. 
’S7 Belvedere (8) conv., $1,435* (ps); 
Hardtop 4-dr., $1,260*; 2-dr., $1,105*; 
4-dr., $750*; Savoy (8) 2-dr., $1,190*, 
$915, $815*; 4-dr., $1,055". 
’55 Suburban (6) station wagon, $485*; 
Savoy (6) 4-dr., $470*. 
PONTIAC—’58 Super Chief club coupe, $1,- 
935*; Chieftain 4-dr., $1,750*. 
’56 Star Chief conv., $1,060* (ps); 
top 4-dr., $895* (ps). 
’55 Chieftain 4-dr., $835*; Hardtop club 
coupe, $630*, $605*; Star Chief 4-dr., 
$685* 


’54 Chieftain Catalina 2-dr., $270*. 
‘53 Chieftain (8) Catalina club coupe, 
$330*; 2-dr., $180*. 
*52 Chieftain 4-dr., $105. 
——. Super (8) station wagon, 


$2, ‘ 
"57 Super (6) station wagon, $1,000*. 
MISCELLA 


Hard- 


NEOUS — ’57 Ford Ranchero 
(8), $1,040*, 


’54 Chevrolet %-ton, $495; cab & chassis 
(6), $355. 

'52 Dodge Stake 1%-ton, $150. 

’49 GMC 150 pickup, $140. 

46 Chevrolet 1%-ton stake, 


SYRACUSE 


Syracuse Auto Auction, Sale every Wed- 
nesday. Prices are for sale of May 13. 
Very strong on cleaner units. We are off 
on cars in spite of a far stronger market 
than that of last year. Sold 50 cars from 
71 consignments. 


$135. 


BUICK—’55 Special 4-dr., $760* (ps); 2- 
dr., $650*. 
’54 Super Riviera, $675* (ps); conv., 
$390* (ps). 
'53 4-dr., $310*. 
CADILLAC—’57 (62) sedan de Ville, $2,- 
900* (ps). 
CHEVROLET—’58 Biscayne (8), $1,485*. 


’56 Two-ten (8) station wagon, $1,050*; 


2-dr., $860. 

55 Bel Air (8) 4-dr., $800*; One-fifty 
(6) 2-dr., $500*. 

’54 Bel Air 2-dr., $440*, $375*; Two-ten 
4-dr., $425; 2-dr., $405; One-fifty 4- 
r., $350. 


DeSOTO—’57 Firedome 4-dr., $1,285* (ps). 

"56 Firedome 4-dr., $965* (ps). 
DODGE—’53 Coronet (6) 2-dr., $200*. 
FORD—’'57 Fairlane (8) conv., $1,525* 

(ps), $1,410*; Fairlane (6) 500 conv., 
$1,285*. 

’56 Custom (6) $650; 

(6) 2-dr., $600. 

’55 Fairlane (8) Victoria, $925*. 
HUDSON—’53 Jet 4-dr., $230, $170. 
MERCURY—’'54 station wagon, $685* (ps). 
OLDSMOBILE—’56 (88) Holiday, $1,200*. 

*54 (88) Holiday, $200*. 
PLYMOUTH—’57 Belvedere 


2-dr., Fairlane 


(8) Hardtop, 


$1,375*; Savoy (8) 4-dr., $1,025*; 
Plaza (8) 4-dr., $775*. 
’56 Belvedere (8) conv., $900* 


PONTIAC—’55 Chieftain 4-dr., $550*. 

’54 Chieftain 2-dr., $170. 
RAMBLER—’55 Deluxe 2-dr., $510. 
MISCELLANEOUS—’56 Ford 1-ton, $1,050. 

— ¥%-ton, $780; Ford Courier, 


FARGO, N. D. 


Tri-State Auction Co, Sale every Thurs- 
day. Prices are for sale of May 14, Sold 
66 cars from 102 consignments. 


BUICK—’55 Century 4-dr., $790*; Special 
4-dr., $725*. 
’54 Super 2-dr., $575*; Special 4-dr., 


$310*. 

CHEVROLET—’58 Bel Air (8) Hardtop 4- 
dr., $1,790; Biscayne (8) 4-dr., $1,- 
610*, $1,595, $1,535; Biscayne (6) 4- 
r., $1,560. 

’57 Bel Air (8) 4-dr., $1,330*, 
$1,325*; Two-ten (8) 4-dr., $1,150*, 
$1,110; One-fifty (8) 4-dr., $955. 

’56 station wagon (8), $1,250*; Bel Air 
(8) 4-dr., $1,025*; Two-ten (6) 2-dr., 
$980*; Two-ten (8) 4-dr., $975*. 

’55 Bel Air (8) 4-dr., $750. 

’53. Two-ten 2-dr., $305, $255; 4-dr., 
$275. 

CHRYSLER—’57 Saratoga Hardtop 4-dr., 
$1,555* (ps). 

DeSOTO—’58 Firedome 4-dr., $1,950* (ps). 

DODGE—’57 Coronet (6) 2- ‘dr., $950. 

FORD—'58 Fairlane (8) 4-dr., $1,610*, 
$1,600*, $1,595*, $1,550, $1,545. 

’57 Custom (8) 4-dr., $1,105*, $1,090*, 
$1,075, $1,045". 

"56 Ranch wagon (8), 

(6) 4-dr., $790* (ps). 

’54 Custom (6) 2-dr., $405. 
HUDSON—’56 Hornet 4-dr., $740* (ps). 
OLDSMOBILE — ’57 (88) 4-dr., $1,440* 

(ps). 
’56 (88) Super 4-dr., $1,065* (ps); $995*. 
’55 (88) Holiday 2-dr., $955*. 


$1,315*, 


$950; Fairlane 


PLYMOUTH—'58 Suburban (8), $1,800*, 
2 at $1,580. 

PONTIAC— 54 station wagon 4-dr., $475* 
(ps). 

STUDEBAKER—’54 2-dr., $310. 


MISCELLANEOUS — ’57 Chevrolet 2-ton, 
$1,385. 
’56 Ford F-600, $1,180. 
*55 GMC 1-ton, $950; Ford 2-ton, $875; 
Studebaker pickup, $515. 
’53 Studebaker 2-ton, $535; Chevrolet 
2-ton, $500; International %-ton pick- 


up, $296. 
*51 Chevrolet 2-ton, $515; Ford 2-ton, 
$405. 
*49 Studebaker i1-ton, $290; Dodge %- 
ton, $260. 
* ~ 
— Auctions in Brief — 
DETROIT 
Motor City Auto Auction, Sale every 


Monday and Thursday. Prices are for sale 
of May 7 and May 11. Sold 204 cars out 
of 358 consignments. 

* * 


CHICAGO 
Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
May 14. Sold 429 cars from 654 consign- 
ments. 
* * * 


ATLANTA 
Dixie Auto Auctions. Sale every Tuesday 
(May 12). Weather: Overcast, warm, rain. 
The sale today was real hot. Consignment 
still remains up and demand is still very 
strong. 
* * * 


BORDENTOWN, N. J. 

National Auto Dealers Exchange. Sale 
every Wednesday (May 13). Prices and 
sales took a slight dip due to an all day 
downpour, In spite of the weather, the 
clean sharp cars still brought top-dollar. 
Sold 77 percent of 544 consignments, 

* * * 


BUFFALO 
Thruway Auto Auction, Sale every Tues- 

day (May 12). Weather: Showers and 
warm, Showers dampened the spirit of the 
auction less than anticipated. The percent- 
age of cars sold was extremely high and 
we could use more cars next week—all 
makes and models. Sold 80 percent of 105 
consignments, 

* * * 


DYER, IND. 
Len Pollak’s Dyer Auto Auction. Sale 


every Friday (May 15). Weather chilly 
but sale ‘‘hot.’’ Better percentage than 
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last two weeks! Sold 225 cars from 313 | 
consignments. | 
* * * 


EBENSBURG, PA. 

Ebensburg Auto Auction. Sale every 
Thursday (May 14). The auction was 
swamped with eager buyers today. ‘56, | 
’57 Chevrolets, Fords and Plymouths much 
in demand, Sold 49 cars from 61 consign- 
ments. 

* * * 


MANHEIM, PA. 

Manheim Auto Auction, Inc, Sale every| j 

Friday (May 15). Weather: Rain. Sold 79 
percent of 705 consignments. 
* * * 


MASON CITY, IA, 

Central States Auto Auction. Sale every 
Wednesday (May 13). No letdown after| .... 
last week's big sale. Big demand for fancy | 
cars. 58s quite soft. Sold 74.6 percent of 
180 consignments. a rer a a 

* * * 


VALDOSTA, GA. | 
Tom Hewitt Auto Auction, Sale every | ‘ 
Friday (May 15). Market on clean used | - 
cars very good and are much in demand. 
Sold 118 cars from 205 consignments. 
* * * 


WEST PALM BEACH, FLA. 
West Palm Beach Auto Auction, Sale 
every Thursday (May 14). Enthusiasm ran 
high all day as dealers from all over 
helped us celebrate our first year in busi- | * + * 
ness. Prices steady on clean merchandise. 


The Man Behind the Wheel 






‘Poised for Test of Steering, 


correspondent, The car's air suspension 
on a drive over this gravel road. 





















Suspension— 
This is the 59 Cadillac test-driven by L. H. Houck, Automotive News travelling 


and improved power steering were teste 


Sales Testing the ‘59 Cadillac 


By L. H. Houck 
Travelling Correspondent 
N MAKING a comparison of .the 
1958 and 1959 models, Cadillac 
provided me with two cars—the 
current model and last year’s. 
When a manufacturer goes that far 
to show the improvements in an 
auto which already has become 
known as the “Standard of the 
World,” you can bet your bottom 
dollar these improvements are real. 


I discovered that Cadillac sales- 
men have a real selling tool in 
the ’59 because it lends itself per- 
fectly to demonstration to own- 
ers of older Cadillacs and shows 
them in a good fashion that the 
latest model is undoubtedly the 
best Cadillac ever built. 


Cadillac dealers have much to sell 
in this new model to regular cus- 
tomers, and infinitely more to those 
who have not yet enjoyed Cadillac 
performance and prestige. 


I drove the ’58 on a short trip 
and found it to be the same fine 
automobile that I sales-tested last 
year and mentally set up a barrier 
in my mind against claims that the 
’59 was substantially improved. 

* * * 


Steering Improved 


OST noticeable 59 improvement 

is in power steering and the 
front end. Steering effort has been 
reduced almost to the vanishing 
point, with just enough left to keep 
the feel of the road. 

This is the result of the new 
hydraulically operated rotary- 
valve power-steering gear used 
on all ’59 Cadillacs. Power steer- 
ing, being standard equipment, is 
engineered permanently into the 
car, no provision being made for 
attaching or removing nonpower 
steering. 

Manual steering is, of course, 
available in case of inoperative en- 
gine or pump failure, and the fric- 
tion-free features were quickly evi- 
dent when I purposely tried it 
down a hill with the power off. 

The mechanical element of the 
steering gear is a low-friction, re- 
circulating ball system in which 
steel balls act as a rolling thread 
between steering worm and the 
rack and piston nut. 


To the nonmechanical owner this 
* x * 


means that the system has been 
designed for easy steering so that 
the constant-displacement, vane- 
type quality pump that supplies hy- 
draulic fluid under pressure does 
not have to overcome too much 
friction. In terms of dollars and 
cents this means that the unit will 
perform longer with less service. 
= © * 


Virtually Leak-Proof 




















eliminates chances of leaks. The 
assembly of the power-steering 
gear is enclosed, with all oil pas- 
sages within the gear except the) 
hose connections, Leakage is sim- | 
ply nonexistent. 

The ’59 engine is almost noise- 
less, although the 58 engine 
wasn’t noisy by any stretch of 
the imagination. I’ve listened to 
the famous “Whisper” engine of 
Europe and it’s a boiler factory 
by comparison. 

The Cadillac V-8 engine has fur- 
ther refinements. The stroke has 

























inch over last year, making the 
1959 bore four inches and the 









has been increased from 10.25-to-1 
to 10.50-to-1, displacement has been 
increased from 365 to 390 cubic 
inches, and torque has been in- 
creased from 405 foot-pounds at 
3,100 r.p.m. to 435 foot-pounds. 














the ’59 is wrapped up in these new 
dimensions. 






Oil System Hailed 


DON’T have to be mechanics | 

or automotive engineers to! 

know that the oil system is vital) 

to the life and performance of any| 
engine. 

One vital feature of any engine 

is the thrust of the crankshaft, 


















































Car Tested: 
CADILLAC 


Model: Four-door hardtop. 

Engine: V-8, OHV, developing 
325 h.p. with four-barrel car- 
buretor. Slightly over square 
with a bore of four inches and a 
stroke of 3% inches, Peak 
torque of 440 foot-pounds is de- 
veloped at 3,100 r.p.m. Piston 
displacement is 390 cubic inches, 
compression ratio is 10.50-to-1. 
Valve lifters hydraulic, 

Transmission: H y dra-Matic 
with three speeds forward. 

Optional accessories: Six-way 
electric seat, electric windows, 
electric door locks, electric re- 
mote control for trunk, trunk 
closing electric lock, radio, 
heater, air conditioning, Cruise- 
Control. 


Tires: 59 wheels incorporate 
a raised hump on the inner nar- 
row ledge of the wheel which 
prevents tire bead from break- 
ing away under extreme condi- 
tions of cornering and causing 
leaks, Tires were Goodrich 
whitewall 8.20 x 15. 











































































Under the Hood— 


Easy servicing is made possible by this 
mechanical lineup under the Cadillac 
hood. At the extreme left are the air- 
suspension compressor and a power-steer- 
ing pump attached directly to the air- 
compressor shaft. At the right is the 
Cruise Control, 


















fe new design also virtually | 


been lengthened a quarter of an| 


stroke 3%ths. Compression ratio | 


The superlative performance of | 


which creates extra friction on 
whatever bearing is used to con- 
trol thrust. 

The rear main bearings, one of 
five big bearings on the Cadillac 
crankshaft, takes this thrust. & 
engineers use a special quality 
bearing for this position. 

Since there is more friction here 
because of the thrust, the role of 
the oil system becomes most in- 
| portant. On this engine the oil 
pump inside the crankcase is 
|mounted on this rear-bearing cap 
and oil is forced by the pump 
through the main-bearing cap toa 
| vertical oil header which feeds the 
|rear-main bearing. 
| Without going into too much de 
tail, the oil in any engine drains 
down when it is stopped and it 
takes a second or so for the pump 
to build up operating pressure. In 
this Cadillac the rear main bearing 
gets oil before you can release the 
starter key. 





> * 


Better Mileage Offered 


THER features of this new en- 
gine are in line with this 
| quality—and you get more miles to 
the gallon. 

I also found this the easiest of 
all Cadillacs to park. And with 
the new power steering, effort at 
standstill was reduced to near 
zero, making it an easy matter to 
fit it into any standard parking 
space. 
| The overall length of the 'S 
|Cadillac was increased by 3% 
inches, while the maximum width 
|is 1.1 inches greater. Overall height 
was decreased up to four inches, 
and wheelbase was increased only 
a half inch. There are longer and 
| wider cars. 


The test-car was equipped with 
full air suspension, as was the ‘3 
|model. I found the ’59 ride much 
improved and the reliability of air 
| suspension is now a foregone con- 
clusion. 


Air suspension is here to stay 
because it gives automatic levelling 
to standing height regardless of 
load, keeps front ends in alignment 
longer, and ends the misalignment 
of headlights when you have a load 
}in the trunk. 





- * x 


Cornering Tested 


I TESTED the cornering charac- 
teristics of this suspension, cou- 
pled with the new steering, on ® 
gravel road with sharp turns 4” 
no traffic. You can drive a Cadillac 
safely anywhere, even to high- 
speed driving on a rough shoulder. 
This feature definitely increases 
chances of survival. Don’t let any- 
body tell you it’s for the pavement 
only—it will go anywhere there are 
tracks. 


The ’59 Cadillac has the power 
and quick-acting effortless steer- 
ing of a small car and the room 
of a big car—an ideal combina- 
tion of quality and performance. 


Many buyers are nearer to Cadil- 
lac than they realize because 9% 
much equipment usually optional at 
ane cost is standard on the C 
ac. 
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An Invitation to Distributors and Dealers 


. . » FRANCHISES FOR A CHOICE FEW 
ARE STILL AVAILABLE FOR THE 


DYNA PANHARD 


passengers 
ride in comfort—4-door 
sedan—larger than the “big 





imported 3” 


miles per gallon— 
amazingly low maintenance 
costs—in a class by itself 
miles per hour 
top speed—a proven road- 
hugger under all weather 
conditions 
retail price includes 
preparation—heater and de- 
froster — P.O.E. New York. 
NO EXTRAS. 


CHALLENGING THE IMPORTED CAR MARKET 


PANHARD is a sure winner . . . because sales are based on facts 








Front wheel drive ... over-drive geared transmission . . . 1,764 pounds . . . sturdy, rugged, noted for its 
... unitized body . . . 50 horsepower aluminum air-cooled stamina (most popular taxi in Paris) . . . 950 competi- 
engine with hydraulic valves . . . independent wheel sus- tion victories . . . style-wise it’s a dream .. . flat floor 
pension—torsion bar .. . 101” wheelbase . . . 180” long throughout . . . wrap-around windshield. 


BE A FRANCHISED 
DYNA PANHARD DEALER 


a ground-floor opportunity 


© Liberal advertising and public relations budget 
© National parts and servicing 


e French factory engineers to instruct 
and assist dealer personnel 





PANHARD LEVASSOR, PARIS, SINCE 1891 





For complete details write: 


VENDOME MOTORS CORP. 


120 EAST 56th STREET, NEW YORK 22, N.Y. ELdorado 5-2480 


United States Exclusive Importer for Panhard Automobiles 


i 
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16 Distributors 
Named to UMS 
Council for 59 


DETROIT. — Sixteen automotive 
replacement parts distributors have 
been named to the 1959 United Mo- 
tors Service Distributor Council, 
according to GM’s United Motors 
Service division. 


They will meet in Chicago June 
11-12 with top UMS officials to dis- 
cuss future sales and advertising 
programs. : 

Members of the 1959 Council are: 

R. C. Archenhold, Archenhold 
Automobile Supply Co. Fort 
Worth; Ben Arnold, Onondago Sup- 
ply Co., Syracuse; Bruce Cameron, 
MacMillan & Cameron Co., Wil- 
mington, N. C.; Louis Cook, Cook 
& McGraw Co., Hackensack, N. J. 

E. M. Gass, Gibson Co., Indian- 
apolis; W. D. Henderson, Hender- 
son Brothers, Sacramento, Calif.; 
R. R. Layman, Standard Battery & 
Electric Co., Waterloo, Ia.; E. J. 
Leen, Genuine Parts Co., Dayton, O. 


E. Fletcher Lord, Crow-Burlin- 








insured 
Readership 


AMONG MEN because the Courier- 
Express is undisputedly Buffalo’s 
leading financial and business 
paper—most complete initssports 
coverage and first with final re- 
sults of most sporting events. 


AMONG WOMEN because its daily 
special women’s pages and fea- 
tures have a particularly strong 
appeal to homemakers. 
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They Bolster Sales, Washington Dealers Told. . . 


Yearly Changes Win Galles’ OK 


game Co., Little Rock, Ark.; S. J. 
Mack, M & L Supply Co., St. Paul; 
J. M. Nelson, Holston Auto Supply 
Co., Kingsport, Tenn.; L. Nulman, 
Alden Auto Parts, Inc., Taunton, 
Mass. 

R. E. Sass, Sieg Co., Davenport, 
Ia.; F. S. Sidles, Sidles Co., Omaha; 
Arthur Stein, Certified Automotive, 
Inc., Chicago; S. P. Sturtevant, 
Sturtevant Auto Parts, Inc., Van 
Nuys, Calif. 





Import-Dealer Group 


Threatens to Sue VW 


GREENVALE, N. Y.—The Na- 
tional Imported Car Dealer’s 
Assn, said last week its members 
have decided to proceed with a 
lawsuit against Volkswagen of 
America, Inc., and its distributors 
for triple damages as a result of 
alleged violation of antitrust laws 
and restraint of trade. 

The group said its suit will be 
based primarily on Volkswagen’s 
alleged insistence that its dealers 
handle VW exclusively. 





AMONG BOTH because of its crisp 
and authentic local, national and 
world news coverage, its clean 
format, its outstanding feature 
writers and comics, and its com- 
plete reporting on radio, TV, the 
movies and theatre. 


THIS INSURED EDITORIAL READERSHIP 
CAN ONLY MEAN INSURED ADVERTISING 
READERSHIP FOR YOUR SALES MESSAGES. 


FOR ECONOMY—for more advertis- 
ing for your dollar concentrated 
on those with more dollars to 
spend—use the Morning Courier- 
Express. FOR SATURATION-— 
use the Sunday Courier-Express— 
the state’s largest newspaper 
outside of Manhattan. 


ROP COLOR available both daily and Sunday 


Buffalo Courier-Express : 


Western New York's Only Morning 


and Sunday Newspaper 


: Member: Metro Sunday Comics 
and Sunday Magazine Networks 
: Representatives: Scolaro, Meeker 
° & Scott 

: Pacific Coast: Doyle & Hawley 








CONVENTIONS 
BANQUETS 
MEETINGS 

GROUP LUNCHEONS 
DINNER PARTIES 


14 Air Conditioned 
Function Rooms 
3 Banquet Halls 


Access. 


MANSION HOTELS, INC. 








ying 
1) Disconnect 
uel line 


(2) Attach 
Mileage Minder 





Dowuctorore 


Convenient Expressway, 
Convention Hall 


AMPLE PARKING 


PAR OLED I AD 


Cut your costs on good will service 

. » . Steady gas pressure ... . car runs 

right with t 

@ Stops waste — saves 10% to 
40% gas 

@ Ends flooding, bucking, starving 

. Staty idling — no stop-signal 


@ Gas stretcher 


netic Trouble Trap built into glass 
fuel bowl. Protects carburetor. 






For Dealer Doings 


800 OUTSIDE ROOMS WITH BATH 

ALL WITH RADIO AND TELEVISION 
GRENADIER DINING ROOM AND LOUNGE 
POPULAR PRICED COFFEE SHOP 


LANSON M. BOYER, Gen. Mgr 
Phone WOodweard 2-2300 
Teletype DE 1062 














se extras: 


Make Friends! Make extra profits! Sell Mileage Minder 


ae 


MFG. CO. 


537 TURK ST., SAN FRANCISCO 2, CALIF. 





By Martin Trepp 
Staff Correspondent 

YAKIMA, Wash, — “Good, fresh 
model changes” in order to main- 
tain a strong annual replacement 
market were advocated by NADA 
President H. L. Galles jr., at the 
annual convention of the Washing- 
ton State Auto Dealers Assn, 

Granting recognition to the im- 
port cars and their growing pop- 
ularity, Galles complimented U. S. 
manufacturers on the “very great 
dollar value” of U.S, cars. 

He said he sensed a better feeling 
than ever in NADA’s relations with 
the factories. 

“I am confident that top manage- 
ment will cooperate with us,” he 
added. 

Elected president of the WSADA 
was Don Miller (Chevrolet), We- 
natchee, succeeding Robert B. 
Dunn, Seattle, who finished out his 
term after recently resigning his 
Pontiac franchise. 

Other new officers are Jalmer 
Halls (Ford), Kirkland, first vice- 
president; Clayton Kauffman 
(Buick-Opel), Spokane, second 
vice-president; Warren Simmons 
(Chevrolet), Olympia, third vice- 
president; V, I. Whitney (Chevro- 
let-Oldsmobile) Montesano, secre- 
tary-treasurer and Harold Pingrey 
(Ford), Selah, executive committee- 
man, 

Galles spoke further on a variety 
of NADA activities aimed to over- 
come the “fears” that confront 
dealers today, including factory- 
dealer inequities; government “per- 
secution” of dealers as in the case 
of price-fixing charges; labor union 
organization; recruitment of new 
people into the dealer industry; at- 
tempts being made to undermine 


the price labelling law; competition | 


from outside of the industry for the 
consumer dollar; mounting taxa- 
tion and unreasonable application 
of taxes, and inadequate dealer 
profits. 

A high point of the convention 
was the NADA “Rally Days for 
Profit” clinic, with John Binns, 
NADA director of management 
services, as moderator. 


| license plates in Oregon to avoid 
| the Washington sales tax. 

He also informed the dealers that 
after June 15 they would be per- 
mitted more liberal usage of dealer 
plates, enabling week-end car buy- 
ers to take delivery and operate on 
dealer plates while their own tags 
were being obtained. The dealer 
plates, Jones said, could be used 
from Saturday through Tuesday. 

Commenting on delays in title 
issuance, Jones said that errors in 
the applications were a material 
factor in slowing down their proc- 
essing. Installation in the near 
future of new methods and office 
machinery in the motor vehicle di- 
vision, added Jones, should be of 
help in speeding up the title work. 

“We want to work for and with 
you,” Jones told the dealers. “You 
are an important part of the econ- 
omy of our state.” 

W. Heartsill Wilson, Plymouth 
sales consultant, told the dealers 
that salesmanship is vital to the 
American way of life. But, he 
added, “we have lost the art of 
selling well.” 


Why successful salesmen are 
successful was the subject of an 
address by Fred Williams, sales 
promotion manager of Pennzoil 
Co., who based his remarks on 
an analysis of 100 top automobile 
salesmen’s methods of selling 
profitably and in volume. 

He described techniques used by 
the top salesmen to defeat the 
“shopper.” These included: Avoid 
talking price; take over the inter- 
view; convince a prospect that a 
cheaper price doesn’t mean a bet- 














ter value; talk up features of the 
car and demonstrate benefits ang 
advantages; create confidence jy 
the dealership, the car, the offe 
and yourself, and, keep asking fm 
the order. 

To maintain a successful gales 
force, Williams said, a dealer mug 
have a constantly active program 
of recruiting, training, supervising 
and motivating salesmen. 

Joe.King, director of field actiy. 
ities of the Assn. of Washingtop 
Industries, discussed the growth of 
deficit spending in government ang 
said his association has embarkeg 
on a campaign to “motivate peo. 
ple on a nonpartisan basis to take 
a more active interest in state goy. 
ernment.” 


“Taxation—A Power to Destroy’ 
was the convention topic of Ley 
Selvidge, manager of the Allied 
Daily Newspaper Assn. of Wash. 
ington, 

Speaking in his capacity as 
NADA director for Washington 
State, Leon E. Titus, veteray 
Tacoma Ford dealer and as. 
sociation leader, stressed the im- 
portance of association activities 
and urged greater membership 
in both NADA and WSADA. 

He cited the accomplishments of 

the associations that have bene 
fited all dealers, and paid tribute 
to Fred K. Eells, who during the 
course of this 1959 convention 
marked his tenth anniversary as 
WSADA manager. 

A record 350 dealers attended the 
three-day affair. The 1960 conven- 
tion will be held in Longview. 








PONTIAC—In recognition of 
peak sales performances during 
Pontiac’s “Car of the Year Sales 
Campaign,” more than 55 percent 
of the division’s dealers have been 





C. A. McRobert, NADA director 
from Gresham, Ore., and chairman 
of the business management com- 
mittee, set the stage with a review 
of the background and purpose of 
the clinic. 

Binns noted that 10 percent of 
U.S. new-car dealers went broke in 


named winners of the Knudsen 
Trophy. 

The award will be presented to 
all Pontiac dealers equalling or 
exceeding predetermined new-car 
sales objectives for the period 
Feb. 21-Apr. 30. 

“The gratifying number of tro- 


1958, and attacked “volumitis,”| phy winners clearly reflects Pon- 
which he described as selling vol-|tjac’s continual rise in 1959 retail 


ume without regard to net profit. 
Dave Reese, Drexel Hill (Pa.) 
dealer and president of the Penn- 


sales,” said Frank V. Bridge, gen- 


|eral sales manager. 
| Four special cash prizes also will | 


sylvania Automotive Assn., was the| pe awarded in each of 27 Pontiac 


first panelist, 


developing as his| sales zones to sales managers of 


theme: “The soundest way to profit | gealerships achieving the highest 
is to operate your dealership using | percentage of sales over their orig- 


dollar sales volume as a basis in-| 
stead of units . . . Sell, but sell at 
a profit.” ! 

He appealed to finance company | 
and bank representatives in the| 
convention audience to help curb 
the volume seller. 

“You should get from the dealers 
with whom you do business a profit 
and loss statement at least every 
three months,” Reese said, “You 
should make sure that your dealer 
customers are making a profit and 
that they are not distressing a 
market area with price cutting 
through volume selling. In cases 
where this exists you should put 
a limit on floor-plan financing to 
what the market potential will 





stand profitably.” 

Declaring that there is too much 
“financial illiteracy” among auto 
dealers and that the “wheeling and 
dealing” type led the parade of 
failures in 1958, Binns opened his 
session of the profit clinic. 

Chris J. Hogan, Chevrolet dealer 
of Rapid City, S.D., was the panel- 
ist. He presented and analyzed a 
number of business management 
methods and forms. 

Hogan laid emphasis on employe 
importance in good customer rela- 
tionship and the development of 
sales. “Every employe should be 
aware of the importance of the 
customer,” he stated, “and all 
should be sales minded.” 

Roger Jones, motor vehicle ad- 
ministrator of the Washington 
State Department of Licenses, told 
the convention that a crackdown 
is under way on Washington mo- 
torists who buy their cars and 


inal objectives. 

First place recipients include: 
Von Davis, Pearson & Crofts, Rich- 
field, Utah; Joseph V. Choplo, Mal- 
lon Suburban Motors, Irvington, 
N. J.; Royal Knutson, DeVinck- 
Madsen Pontiac Co., Superior, 
Wis.; Edward C. Heller, Reedman 
Pontiac, Bristol, Pa; Fred L. 
Jones, Norton-Stuart Pontiac-Cad- 
illac, Enid, Okla.; John Donley, 
Shelton Pontiac-Buick, Inc., Ro- 
chester, Mich.; R. L. Hicks, Hicks 
Motor Car Co., Massillon, O.; H. P. 
Acker, Van Wyk Pontiac-Cadillac 
Inc., Santa Maria, Calif.. and Jack 
R. Ireland, Smith Pontiac Sales & 
Service, Winchester, Va. 

Also, Floyd Creaser, Paglia 

Pontiac, Liverpool, N. Y.; John 

Konanan, Elmwood Pontiac, Inc., 

Keene, N. H.; Mark Roeknick, 

Acon Pontiac, Midland, Pa.; Cur- 

tis Anderson, Anderson-Farmer 

Motor Co., Artesia, N. M.; Elbert 

M. Black, Baytown Motors, Bay- 

town, Tex., Lionel M. Clumeck, 

Balestra Pontiac, Redwood City, 

Calif.; Glenn Parker, Clay 

County Motors, Inc., Excelsior 

Springs, Mo., and Don Dyer, 

Dyer Pontiac, Hampton, Ia. 

Also, Sam Mack, Tipp City Motor 
Sales, Tipp City, O.; Bobby Scog- 
gins, Sing Motors, Inc., Thomas- 
ville, Ga.; Joe Karamatic, Ellison 
Pontiac, Aberdeen, Wash.; William 
Leas, Barding Buick-Pontiac, Clin- 
ton, Ill.; F. E, Pirwitz, Pirwitz Mo- 
tors, Lake Mills, Wis.; Joe E. 
Graham, Billy Parks Motor Co., 
Fayetteville, Tenn.; Anton Nikas, 
Mont Clare Motor Sales, Inc., Chi- 
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Earn Knudsen Trophy 


cago; W. B. Smith, Bush Oldsmo- 
bile-Pontiac, Lenoir, N. C.; Donald 
Mackay, Conerty Pontiac, Mechan- 
icville, N. Y., and Jere J. Longman, 
Moosa Pontiac Co., Eunice, La 
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AUTOMOTIVE NEWS, MAY 25, 1959 
Four Millionth °59 Rolls... 


Car Output Eases, 


Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 




















Week Week Jan. 1 dan. 1 
Ended Same Ended Output, To To 
May 23, Week, May 16, May, May 24, May 23, 
1959 1958* 1959* To Date 1958* 1959 
AMERICAN MOTORS 9,680 4,558 9,413 30,355 71,264 170,848 
Rambler .....-----.ceeeeee 7,550.) 3,251 7,346 23,482 54,327 130,813 
American .........0000 2,130 1,307 2,067 6,873 16,937 40,035 
CHRYSLER CORP. ...... 19,620 15,486 19,954 63,094 255,103 339,956 
Chrysler ~ 1,797 2,012 6,480 24,213 34,496 
DeSoto ........0- 516 1,245 3,873 15,620 25,121 
WCAG Cn... -cecncsrsesssscsesesees 3,800 3,671 3,913 12,388 43,795 76,092 
Imperial ...........0-c0 420 314 418 1,259 6,719 9,653 
Plymouth ......... eee 12,200 9,188 12,366 39,094 164,756 194,594 
FORD MOTOR. .............. 38,880 24,861 38,654 125,990 490,286 752,324 
725 1 744 2,335 5,969 20,100 
BI cavcasessovesooesbocssscensonse 32,900 18,859 32,856 106,958 400,268 621,289 
Thunderbird ............ 1,710 1,490 1,475 5,062 16,788 30,115 
BAMCONM  ....0..ccesceseresrsoreese 500 446 522 1,844 13,186 13,740 
MRPOUEY — ccccccecsccecseseceseeee 3,045 4,065 3,057 9,791 54,075 67,080 
GENERAL MOTORS .. 62,137 40,464 64,573 200,218 1,005,703 1,270,832 
BEE, .acccccecctocsencssecsscooseus 4,239 3,554 4,338 13,133 112,851 119,245 
MENG — scccsccceccserccrsecsece 3,360 3,224 3,376 10,801 62,845 71,820 
Ghevrolet  ........cccc00. 35,000 ; 25,035 36,171 114,385 578,181 707,972 
Oldsmobile .................... 8,638 5,412 9,201 27,667 149,627 180,212 
IIL  ccccerscsosinnestnesvens 10,900 3,239 11,487 34,232 102,199 191,583 
$P CORP. 
Studebaker ................... 3,302 1,190 3,262 9,854 13,811 74,753 
Total Cars, U. S.** ....133,619 86,589 135,856 429,511 1,837,551 2,608,713 


Revised. 


Totals for 1958 include Packard production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 

















Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
May 23, Week, May 16, May, May 24, May 23, 
1959 1958* 1959* ToDate  1958* 1959 

CHEVROLET 8,600 5,293 8,753 27,875 120,441 167,130 

DIAMOND T 125 97 154 426 2,223 2,732 

Ee 80 46 72 203 1,196 1,365 

IID cist aicadaundpinianasiins 1,500 1,378 1,480 4,886 23,531 34,864 

FORD .. 7,785 5,496 7,800 24,917 94,440 138,602 

2,165 1,334 1,928 6,354 25,899 37,309 

INTERNATIONAL ...... 3,585 1,546 3,350 10,792 41,550 58,400 

TE eeciatstinansdoncnssai 375 285 416 1,209 6,128 7,141 

STUDEBAKER. .............. 125 200 125 487 2,669 — 5,676 

EE 420 326 414 1,368 7,217 7,872 

ee 2,375 1,811 2,463 8,169 32,421 47,909 

MISCELLANEOUS ** ... 88 91 86 268 1,476 1,633 

Total Trucks, U. S. .. 27,223 17,903 27,041 86,954 359,191 510,633 
Total Cars, Trucks, 

SE iclihetricihnietininiatstscuni 160,842 104,492 162,897 516,465 2,196,742 3,119,346 
Total Cars, Trucks, 

SIN. setciiitiincensnastanes 8,162 8,319 9,506 28,827 167,140 186,637 

Grand Total, 

Cars and Trucks, 


U. S. and Canada ..169,004 


112,811 172,403 545,292 2,363,882 3,305,983 


“Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 
“Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totals, 


¥.B. All U. S. totals include cars and trucks for military orders. 





Profit Drags as Sales Rise 
In Manhattan Market 


(Continued from Page 2) 


today’s market. Says he: “I can’t 
make any money in my new-car 
department today. It’s just not pos- 
sible. It costs me six bits to pay 
&salesman when he sells my car; 
it costs me another six bits to pay 
the cost of pre-delivery condition- 
ing, and all the other variable ex- 
Penses in my business, and still 
More to cover my total operating 
nut. So when I sell a car for a one- 
fifty gross, I’m losing money on the 


“But I've got other departments 
Which make some money for me. 
Ihave a service and parts depart- 
Ment, which is returning a nice 
&toss profit. My used-car depart- 
Ment operates well. The leasing 

ness is bringing in some money, 

and, if I can add any other depart- 

Ments, like a compact car from 

, OF even an import, they will 

ve to show a profit too, or out 
go. 


“I believe in the department 
Store type of operation, and if I 
have to take a loss in one depart- 
Ment, I expect the rest of them to 
Pay off well.” 


. ee 


ANSWER to why, then, is the 
he 


new car department necessary, 
states: “Because it’s the hub 


around which the remainder hums. 
Without the new-car department, I 
wouldn’t be able to stay in busi- 
ness, 

“The new-car end of the auto- 
mobile business is a real poten- 
tial money maker, If we can only 
educate dealers to understand 
that it costs them 12 percent of 
their gross profit to cover their 
expenses, and that they have a 
‘right? to make about 3 percent 
as a net profit, we will begin to 
make money in the new-car de- 
partment again. 

“But most dealers are still, after 
these many years, unaware of what 
their true operating costs are, so 
we must all operate for a profit out 
of the new-car business’ subsidiary 
operations. 

“Half of our work would be done 
if we could only convince dealers 
that they have the ‘right’ to a 
profit. 

“We can all live mighty well on 
a 3 percent net profit on our op- 
erations, but we won’t reach that 
level until dealers agree within 
their own minds that they have 
this ‘right.’ 

“Three percent on the net doesn’t 
sound like very much, but most of 
us are living on a good deal less.” 








Trucks Hit 


59 High 


(Continued from Page 1) 


assemblies a week earlier to an 
estimated 3,302 units last week. 

Chrysler Corp. and General Mo- 
tors output declined from the pre- 
vious week, Chrysler from 19,954 
to 19,620 cars and GM from 64,573 
to 62,137. 

* * * 
M’S DECLINE resulted from 
production dips at all five of its 
car-producing divisions. 

Pontiac, despite the fact that 
it worked Saturday, fell from its 
year’s high of 11,487 assemblies a 
week earlier to an estimated 10,- 
900 unfts last week, Buick was 
off from 4,338 to 4,239; Oldsmo- 
bile from 9,201 to 8,638; Cadillac 
from 3,376 to 3,360, and Chevrolet, 
with its Oakland (Calif.) plant 
working only four days, from 36,- 
171 to an estimated 35,000. 

A breakdown of Chrysler Corp. 
operations showed Plymouth off 
from 12,366 assemblies a week ear- 
lier to an estimated 12,200 cars 
last week; Dodge, working only 
four days in Detroit, off from 3,913 
to 3,800; Chrysler division off from 
2,012 to 2,000; DeSoto down from 
1,245 to 1,200, and Imperial up from 
418 to 420. Imperial also worked 
only four days last week. 

* * + 
— of Victoria Day 
chopped into Canadian opera- 
tions last week. 
Car and truck assemblies de- 


clined to 8,162 units from 9,506 ve- 
hicles a week earlier, This com- 
pared with the 8,319 vehicles turned 
out during the week ended May 24 
a year ago. 

Canadian makers counted 6,624 


UMS to Market 
Electric Washer 


DETROIT.—United Motors Serv- 
ice division of General Motors has 
announced plans to market an “all- 
electric action” windshield washer. 
The device was developed by GM’s 
Delco Appliance division. 

UMS said that insurance com- 
panies and safety organizations 
have been stepping up efforts to 
get state legislatures to make auto- 
matic windshield washers legally 
required safety equipment, and 
several states have adopted or are 
considering such laws, 

According to UMS, the Delco 
washer features a newly designed 
centrifugal pump to deliver more 
pressure to nozzle outlets than is 
normally available in the most effi- 
cient of other systems, Its per- 
formance is independent of engine 
operation, requiring no additional 
source of power such as vacuum 
boosters. 





51 


cars and 1,538 trucks last week, 
compared with 7,664 cars and 1,842 
trucks a week earlier, 


Convention Bill 
Headed by Galles 
And Reese in Pa. 


HARRISBURG, Pa.— (UTPS) — 
Plans for the 39th annual meeting 
of the Pennsylvania Automotive 
Assn., to be held June 4-5 in Bed- 
ford, Pa., have been announced by 
E. W. Parkinson, assistant general 
manager, 

David G, Reese, Drexel Hill, 
PAA president and nationally 
known as an expert on business 
management, will preside at busi- 
ness sessions. 

Speaker at the closing session 
will be H. L. Galles jr. NADA 
president. W. Heartsill Wilson, 
Plymouth sales consultant, and Ed- 
ward M. Hyde, advertising director 
of the Sharon (Pa.) Herald, will be 
among other convention speakers. 

“How a Small Dealer Makes 
Money” will be discussed at the 
opening session by Harry J. Vick- 
ery, Vickery Motors (Ford), Hous- 
ton, Miss. 

Frank J. Fellows, assistant man- 
ager of PAA, will cover Pennsyl- 
vania’s sales tax regulations. 

A golf tournament will be held 
June 3 and various entertainment 
functions have been planned for 
dealer’s wives. 

Approximately 750 dealers, their 
wives and guests are expected to 
attend. M. Frank Pultz, M. Frank 
Pultz (Oldsmobile), Greensburg, is 
general chairman. 


Monroney Maps Area Bonus Bill 


(Continued from Page 1) 


the probable amount for either a 
penalty or a bonus. 

Monroney said his area sales and 
service responsibility bill would 
seek to amend the Robinson-Pat- 
man Act. The antitrust laws, con- 
sidered untouchable by many Con- 
gressmen, would be amended under 
proposed territory-security legisla- 
tion, 

“By allowing factories to pay 
their dealers more favorable dis- 
counts, new-car prices will not be 
increased and could be de- 
creased,” Monroney said, “Deal- 
ers will also have a stronger in- 
ducement to service their own 
zones, instead of relying on other 
dealers to carry their burden.” 

He compared the problem of 
whether to reward or penalize deal- 
ers to that of whether to “lead a 
donkey on with a carrot or whip 
him with a stick.” 

The Senator said introduction of 
the area responsibility bill would 
be followed by hearings on all pro- 
posals before the Auto Marketing 
subcommittee, which he heads. 

The new Monroney bill will be 
considered by NADA directors at 
their Detroit meeting June 10-12. 

+” oe x 


EANWHILE, on the floor of the 

Senate last week, Senator 
Andrew Schoeppel, Kansas Repub- 
lican, declared he intends to take 
more interest in the “reasonable 
and normal control of the distribu- 
tion and service of new automo- 
biles.” 

Schoeppel is the senior minority 
member of the Senate Automobile 
Marketing Practices subcommittee. 

Stating that conditions in the 
auto industry have been likened 
to those in an “Oriental bazaar,” 
he said it is no wonder that for- 
mer Congresses have found it in 
the public interest to provide 
legislative relief for some of the 

industry’s pressing problems. 

The Kansan told his fellow sen- 
ators: 

“The importance of the automo- 
bile industry—both manufacturing 
and retailing—to the well-being of 
our national economy is common 
knowledge. 

“Moreover, it is a readily accept- 
able fact that we owe our high 
standard of living, in large part, 
to the development of this instru- 
ment of transportation, and the 
contribution it has made to the ef- 
ficiency and productivity of our 
industrial resources. 

“It is equally well known that, 
for some time now, the conditions 
in the industry have been some- 


thing less than stable, They have 
been likened, in many respects, to 
those prevailing in an ‘Oriental 
bazaar.’ Indeed, there are very few 
of us who haven’t been affected, in 
some fashion, by this unstable 
condition. 
* + * 

“THEREFORE, it has been no 

surprise that former Con- 
gresses have found it in the public 
interest to provide legislative relief 
for some of this industry’s most 
pressing problems. 

“Such was the case with re- 
spect to the dealers’ day-in-court 
measure. When signing this bill 
into law, President Eisenhower 
recognized, and so stated, that 
this did not solve all the needs 
of the automobile industry,” he 
said. 

Both the automobile manufactur- 
ers and their franchised dealers 
are cognizant of this situation, and 
both have endeavored to institute 
and support corrective measures. 

“For example, the franchised 
dealers, through their national as- 
sociation, comprising some 23,000 
members, endorsed and supported 
the truth-in-labelling law in an ef- 
fort to take the ‘mystery’ out of 
the price of a new automobile. 
“In addition,” Schoeppel contin- 
ued, “the National Automobile 
Dealers Assn. has waged an un- 
relenting fight against unethical, 
misleading and gimmick advertis- 
ing which has contributed gener- 
ously to the confusion in the minds 
of the purchasing public. 
” a * 


“yaaa in my own state of 
Kansas, substantial citizens 
and foresighted small businessmen, 
have brought these conditions to 
my attention frequently,” the sen- 
ator said. “In their desire to: rem- 
edy the situation, they have, on 
occasion, suggested I study correc- 
tive measures proposed by their 
spokesmen on a local and national 
level. 

“This I have done in the past, 
and this I intend to do now with 
a careful perusal of the findings 
which have resulted from a re- 
cently conducted national poll of 
the franchised dealer members 
of NADA. 

“Reasonable and normal control 
of the distribution and service of 
new automobiles seems to be the 
crux of the matter. 

“Under some recent interpreta- 
tions of existing law, both manu- 
facturers and dealers under the 
franchise system are prevented 
from exercising corrective jurisdic- 
tion over these conditions in order 


to benefit the purchasing public,” 
Schoeppel observed. 


“Both have registered a firm in- 
tention to seek a remedy for this 
situation in the public interest. The 
stability of the automobile industry 
to the well-being of our national 
economy demands that this matter 
receive our earnest and immediate 
attention. 


“These facts account for my per- 
sonal interest. I am taking the 
matter under advisement, and will 
make a recommendation in the 
very near future to the Automobile 
Marketing Practices subcommittee 
of the Interstate and Foreign Com- 
merce Committee, of which I am 
the senior minority member.” 


Popovic Collapse 
Brings Demand 
For Dealer Bond 


CLEVELAND. —Bernard Fried- 
man, Cleveland Auto License Bur- 
eau deputy registrar, has called for 
legislation requiring the bonding of 
new-car dealers for protection of 
auto buyers. 

He said such a requirement 
would prevent a repetition of the 
incident in which customers of the 
defunct Nicholas V. Popovic dealer- 
ship are threatened with loss of 
their cars. 

“If the Popovic firm had been 
under a surety bond, the bonding 
company ‘would pay off the financ- 
ing company on those cars,” Fried- 
man said. “Then it would be up to 
the bonding company to force 
Popovic to make good on the $60,- 
000 or so involved.” 

Friedman is investigating the 
issuance of 1959 license plates to 
the 18 no-title new Imperials, 
Plymouths and Chryslers sold by 
Popovic without the titles. 

The titles were held by Mutual 
Finance Co., which now is threat- 
ening to repossess the cars from 
the buyers. 

Friedman said the bond he pro- 
poses would cost the dealer about 
$100 a year and guarantee the 
buyer clear ownership of a new 
car. 


Simca for Parrish & Clark 


Parrish & Clark (Dodge-Plym- 
outh), Tulsa, Okla, has added 
Simca and is building a showroom 
for the French import at 2439 E. 
Eleventh St. The company has been 
in the auto business in Tulsa for 
41 years. 
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Sees No Last-Half Letup ae 
Colbert Bullish on Sales 


NEW YORK.—Strong forces 
working for improvement of the 
automobile market in the first half 
of 1959 are expected to continue for 

the remainder of 
the year, L. L. 
Colbert, Chrysler 
Corp. president, 
said last week. 
Speaking on a 
business outlook 
panel at the 43rd 
annual meeting of 
the National In- 
dustrial Confer- 
ence Board, Col- 
bert said automo- 
L. L. Colbert bile production, 


in response to a heavy demand for 
cars, is expected to be 46 percent 
higher in the first six months of 
1959 than in the corresponding 
1958 period. 

On the basis of present produc- 
tion schedules, he said, the indus- 
try will turn out 3,272,000 passen- 
ger cars by the end of June, 
compared with 2,244,000 in the 
first half of 1958. 

Colbert estimated that the indus- 
try would sell about six million 
cars at retail in 1959. 

“With the kind of start we have 
had this year, and with no reason 
to expect a reversal of the gener- 
ally favorable trends in the na- 
tional economy, we are anticipating 
total new-car retail sales of ap- 
proximately 5,500,000 American- 


Obituaries 


A. L. Dyke 

ST. LOUIS.—A. L. Dyke, 83, for many 
years editor of ‘‘Dykes Automobile and 
Gasoline Engine Encyclopedia,’’ died here 
May 17. Dyke invented a float-feed car- 
buretor in the early days of the auto 
business and was credited with founding 
the first automotive supply business in 


the U. 8. 
con 3 


Marsden Brimhall 
FERGUS FALLS, Minn.—Marsden Brim- 
hall, 64, president of Minnesota Motor Co. 
(Chevrolet-Buick-Cadillac) here, died May 
13. He was a past officer and director of 
the Minnesota Automobile Dealers Assn. 
* * * 


Edward T. Klee 

INDIANAPOLIS.—Edward T. Klee, 71, 
an automotive consultant, died May 12 in 
Detroit. For 27 years, he was purchasing 
consultant here for Pressed Steel Co., Ltd., 
and Austin Motor Car Co., Ltd., both of 
England. He also was a former works 
manager for General Motors in Berlin. 

* * * 


James S. Read Sr. 
ATLANTA.—James 8S. Read sr., 65, for- 
mer sales manager for John Smith Chevro- 
let Co., died May 12. 
* * * 


Lawrence B. Welch 
ROCHESTER, N. Y. — Lawrence B. 
Welch, 73, co-owner of an auto-body repair 
business here some years ago, died May 14. 
He was associated with Arthur Wallace in 
Welch-Wallace Co., Inc. 
* os * 


John E. Stonebraker Sr. 

HAGERSTOWN, Md.—-John E. Stone- 
braker sr., 76, operator of Central Motors, 
Inc. (Dodge-Piymouth), died May 14 sev- 
eral days after undergoing surgery. His 
dealership reportedly was one of the old- 
est Dodge outlets in the U. 8. 

* * 


Burford Burke Payne 
BERKELEY, Calif.—Services have been 
held here for Burford Burke Payne. He 
Ford Motor Co. shortly after World 
ar I and worked as a salesman and 
sales manager for several dealerships in 
this area before retiring four years ago. 
* * * 


George L. Whiteman 
VANDALIA, Ill.—George L. Whiteman, 
73, a retired automobile dealer and bank 
director, died May 14. 
7 * * 


Albert P. Lutes 
ATLANTA.—Albert P. Lutes, 


member of the Georgia Automotive Whole- 
sale Assn., died May 11. 
7 * * 


R. P. McDonald 
OKLAHOMA CITY.—R. P. McDonald, 
61, a retired auto dealer, died May 10. For 
many years he was co-owner of McDonald- 
Scott Chevrolet Co. here. 
* * : 


Waldo H. Dexter 
LISBON, N. H.—Waldo H. Dexter, 59, 
for many years the loca! Ford dealer, died 
May 11 in a Hanover hospital. 
ee. ¢ 
J. Stanley McCormack 
- HARTFORD, Conn.—J.. Stanley McCor- 
, who once was manager of Poems 


built cars and between 450,000 and 
500,000 imports,” he said. 


Colbert admitted that many 
things could happen to make his 
estimate too low or too high. As an 
example, he pointed to the possi- 
bility of an extended strike in the 
steel industry. 


However, he added, “In our in- 
dustry we have never experienced 
a year in which a retail market as 
good as the one we are having in 
the first Half was followed by a 
poor market in the second half. 
The same factors that have been 
at work in the early months of the 
year should continue to have a 
favorable effect on our market in 
the second half.” 


Colbert reported that the 
“mood of indecision” which was 
prevalent among car buyers in 
1958 has now generally disap- 
peared, 

He said this return of confidence 
among the buying public may be 
the most important factor improv- 
ing the automobile market this 
year. He listed these other favor- 
able forces: 


Employment reached a record 
high level for April. 


Personal income, already at rec- 
ord levels, is continuing to rise. 

Savings deposits are at an all- 
time high. 

Ample credit is available for pur- 
chasing durable goods. 

Used-car sales and prices have 
been holding up well. 

Colbert told the NICB that for 
the first time in many years the 
automobile industry may be expe- 
riencing “a real spring upturn in 
sales.” 

“We had begun to believe that 
the spring seasonal bulge in car 
sales had largely disappeared,” he 
said. “But this year, owing in part, 
perhaps, to extremely bad winter 
weather in many parts of the 
country, the spring surge in car 
sales looks like a return to the 
older pattern. 

“It is possible, of course, that 
what appears to be a seasonal 
spring upturn could be general 
recovery of the automobile busi- 
ness from the unfavorable condi- 
tions of 1958, and that sales will 
stay at or close to the level they 
have reached in recent weeks.” 

Colbert said truck production, re- 
sponding to greatly improved retail 
sales, totalled 423,000 units in the 
first four months of 1959, compared 
with 303,000 in the same period of 
1958—a gain of 40 percent. 

Truck production for the year is 
expected to be well over a million 
units, compared with a total of 
869,000 last year, he said. 

cd * = 


Economic Growth Called 


Vital to U. S. Strength 


NEW YORK.—Economic growth 
rather than economic Spartanism 
is the key to America’s strength, 
according to William C. Newberg, 
executive vice- 
president of 
Chrysler Corp, 

Addressing the 
annual general 
Management 
meeting of the 
American Man- 
agement Assn. 
here, Newberg 
declared: 

“Big and pro- 
ductive as this 
country is, we are 


W. C. Newberg 
far from having all the things we 
need. The only logical way to think 
about this country is to think in 
terms of growth in all areas— 
growth on a broad front and of 


NAFI Executive Offices 


To Be Moved to Coast 


DETROIT. — John G. Bannister, 
president, has announced that ex- 
ecutive offices of NAFI Corp. will 
be moved from Detroit to Oakland, 
Calif, on or about Aug. 1, 1959. 
He said the firm’s increasing vol- 
ume of business on the West Coast 
was a major factor in the decision 
to move. 

He said sales and technical rep- 
resentation will be maintained in 
Detroit to service the firm’s auto- 
motive business. 





such a magnitude that all its needs, 
private and public, can be met.” 
Newberg pointed to recent argu- 
ments that to meet the Russian 
challenge the American people 
must “live more like Spartans.” 
“Those who subscribe to the new 
school of economic Spartanism,” he 
said, “might be slightly shocked to 


REGIONAL 
SALES 
REPRESENTATIVES 


dealer name 
license plate frames 


Our advanced styling, sure fit, bril- 
liant new Irridescent Baked Enamel 
colors and clear bright chrome make 
this one of the advertising items most 
readily accepted by new and used 
car dealers. 

A new car dealer following on the 
management level is necessary to 
success in this field. Excellent for 
men handling kindred non-competi- 


tive lines. 
WE SOLD 


OVER '2 
MILLION 


FRAMES TO 
WEST COAST DEALERS 
LAST YEAR! 


Ground floor opportunities as we ex- 
pand Eastward. Factory representative 
will be in your area soon, Write us 
for additional information. 


CARL D. HODGE & CO. 
INC. 


3525 So. Greenwood Avenue 
Los Angeles 22, California 


GENERAL SALES MANAGER — Buick 
dealership located in western Pennsyl- 
vania community 150,000, needs aggres- 
sive man able to organize and direct 
salesmen. Give age and complete experi- 
ence. Compensation plan is open for 
discussion. All replies held in strict con- 
fidence. Box 443, c/o Automotive News, 
Detroit 7. 


SALES MANAGER, exclusive metropolitan 
Buick dealer, Indiana. Must be aggres- 
sive, experienced in training salesmen 
and first rate closer. Excellent oppor- 
tunity for right man, Give resume of 
qualifications and experience first letter. 
Box 428, c/o Automotive News, De- 
troit 7. 


Advertising 
and 
Specialty Salesmen 


We Have A Terrific Deal For 
Your Automobile Dealer 


Customers 
Personalized newspaper (direct mail). 
Salesmen selection and training pro- 
ram. 
les management consultant service. 
Pocket-sized tape recorder and show- 
room message repeater, 


Contact: 


Herman Farrand 


103 W,. Fifth, Royal Oak, Michigan 
JOrdan 4-5555 


SUPERVISOR OF SERVICE. A man of 
wide experience, capable of handling a 
high class clientele, and man-power as 
well; for one of Chicago’s finer Chrysler 
dealers. Must be able to handle complete 
supervision of service and parts depart- 
ment of our organization. Box 429, c/o 
Automotive News, Detroit 7. 


Sales Manager—O.E.M. 


This is an outstanding opportunity for the 
man experienced in selling automotive ac- 
cessories to original equipment manufac- 
turers. 


The company is a well-known, large manu- 
facturer having excellent brands reputations. 


Salary open. 
Replies will be held confidential. 


Complete resume and salary requirement re- 
quested, Box 440, c/o Automotive News, De- 
troit 7. 


be told that what they are saying 
plays right into the hands of those 
who would like to see more state 
planning and control. But in my 
opinion that is precisely what is 
threatened. 

“If we cross-examined the people 
who are advocating the Spartan 
way of life, we would find they 


HELP WANTED 


Accountant-Auditor 
(28-35) 


Excellent opportunity for man with B.S. 
degree with emphasis on accounting or 
equivalent, Retail automotive experience 
(46 years) required. 


Leading automotive manufacturer has 
East Coast auditing position available 
for man living in Pittsburgh area, Must 
be able to travel extensively. 


Submit resume and salary requirements to 
Box 424, c/o Automotive News, Detroit 7. 


MECHANIC for Dodge-Plymouth agency 
in expanding section of central Florida. 
Must know automatic transmissions and 
power steering. Excellent opportunity for 
one planning to make Florida his home. 
Attractive proposition open for conscien- 
tious salesman, Clark Motors, Dade City, 
Florida. 


Service Manager 


Large, nationally-known corporation has an 
excellent opportunity for a man with ex- 
tended and successful automotive accessories 
service experience, to build and administer 
a national service program for automotive 
heating equipment through an outstanding 
distributor organization. 


Salary open. Replies confidential. 


Please send complete resume and salary re- 
quirement to Box 438, c/o Automotive News, 
Detroit 7. 


Experienced 
Sales Manager 


We want a man who can hire, train, 
supervise and maintain a productive 
sales organization for a Ford volume 
operation in a multiple point South- 
ern city. This man must have drive 
and ability to take full charge of 
Sales Department. To the man meet- 
ing these qualifications, we have a 
very attractive salary and bonus pay 
plan to offer, with a secure future. 
Write full details, your experience, 
former connections, age, marital 
status, also, your present connection. 
All information will be held strictly 
confidential if you request, Write Box 
4397, c/o Automotive News, Detroit 7, 
Michigan. 


Make $15,000 a Year 


Men to sell service to auto dealers .. . 
Market tested, NO INVESTMENT, no com- 
petition. 


Not a Warranty Deal 


Renewals, exclusive territories . . . some 


sideline men of the right type considered. 


Send FULL background and territory de- 
sired to Box 437, ¢/o Automotive News, 
Detroit 7. 


AUTOMOBILE DIRECT MAIL CONCERN: 
Sales representatives — $7,000 plus to 
start. High caliber, car necessary, ex- 
clusive territory. Excellent future. Box 
416, c/o Automotive News, Detroit 7. 


General Sales Manager 
Large Pennsylvania Chevrolet Dealership 
needs topnotch, hard-hitting General Sales 
Manager, one who can lead and direct large 

Excellent opportunity in well- 
established, quality operation, Excellent sal- 
ary and incentive plan for right man, Out- 
standing employee fri benefits. 
submit resume with letter telling us about 

utomotive 


at, Gaaly Box 441, c/o A 





els 
don’t really want to move q 
from free enterprise at all,” 
said. “But the talk about 
and the simple life is wides 
And it could easily lead to q type 
of thinking that would fundamen. 
tally change what is still a Tela. 
tively free and open businegs sys: 
tem.” 


he 


HAVE ABILITY—WILL MOVE — Am 
terested in locating progressive Genera) 
Motors dealer, who feels proper personne! 
as important as capital; also believes 
that using modern merchandising metb- 
ods in new and used cars, as well as 
parts and service can be very profitable. 
Looking for dealer in need of someon 
to help manage his business with oppor. 
tunity to buy-in later. Individuals wh 
have ambition and ability are available 
with proper incentive. Experienced in all 
phases of dealer operation, can furnish 
best of references. Box 418, c/o Aute 
motive News, Detroit 7. 





PLEASE! Don’t answer this message w- 
less you are desirous of obtaining a top 
quality general or used car manager at 
fifteen thousand six hundred dollars 
yearly minimum, Forty-one years of 
with twenty-three years’ experience, A 
builder of a high quality organization 
without gimmicks, expertly qualified i 
all phases of operation. Prefer used cr 
merchandising in retail operation of two 
hundred units a month or larger o 
Eastern seaboard, Proven ability with 
best of references, Write Box 430, ¢/o 
Automotive News, Detroit 7. 


SALES MANAGER. Heavy experience in 
new and used car operation, thorough 
knowledge in all departments includingJ 
hiring, training, supervision of personnel. 
Age 39, twenty years’ experience, qual- 
fied references. Prefer to relocate in 
Florida. Box 431, c/o Automotive News, 
Detroit 7. 


SERVICE MANAGER—If you're in need, 
make no mistake, contact MUtual 2-4840, 
Lakeland, Florida, Years of qualified 
supervisory control. Progressive, instruc- 
tive cooperation. Quality service, which 
you need and want. 


OFFICE MANAGER —G.M.I.T, trained— 
over 10 years in accounting, parts and 
service GM dealership. Desire for in 
creased opportunity in larger dealership 
reason for change. Excellent references. 
Prefer Ohio, Indiana or Michigan, Box 
432, c/o Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


FOR SALE: Dealership handling Rambler 
in rich agricultural area northern Colo 
rado college town 30,000, trade area 
about 70,000. Excellent potential. Wel 
located, new facilities rented. Buy for 
inventory. Box 444, Automotive 
News, Detroit 7. 


FRANCHISE AVAILABLE for one of Get 
many’s finest cars, Borgward. 
ships ready now for Illinois, Indiana, 
Wisconsin and Michigan. Martin J, Kelly, 
441 East Ohio Street, Chicago 11, Illinois. 





c/o 


HANDLING LINCOLN, MERCURY, Ens 
lish Ford in excellent Florida east coast 
town. Nothing to buy except signs, spe 
cial tools, parts bins and parts, Write 
Box 433, c/o Automotive News, De 
troit 7. 


FOR SALE—Imported auto dealership. 
Going business. Three franchises for 
finest quality economy and sports car 
Location metropolitan Detroit area, Bot 
434, c/o Automotive News, Detroit 7. 


GENERAL MOTORS 
DEALERSHIPS 


A General Motors Division 
Has Franchise Opportunities 
in Eastern Area 


Experience in automotive retailing 
and management necessary. Cap- 
ital requirements dependent on 
market. Profit opportunities unlim- 
ited for right men. Improve your 
future earnings with action now. 
All inquiries held in strictest con- 
fidence. 


Write Box 442, c/o Automotive 
News, Detroit 7, Michigan 
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DEALERSHIPS AVAILABLE 


SALERSHIP — 2ND LARGEST HAN- 
DLING F AMBLER in Canada, in a city 
ef 200,000 with largest percentage of 
Rambler penetration in the Dominion. 
New building, ideally located—will lease 
to approved operator who will buy parts 

equipment only. No new or used 
ear inventory involved, The opportunity 
of a lifetime for a dealer wanting an 
over 300 unit outlet, Present owner and 
gaff wil) stay until year end—if desired. 
pox 427, c/o Automotive News, Detroit 7. 


qgfo DEALERSHIP—Central Wisconsin 
a punty seat, handling GM medium price 

Modern building and equipment. 
te Box 412, c/o Automotive News, 
it 7 


LING DODGE, PLYMOUTH, Dodge 
ks—In central Pennsylvania, 50,000 
wing potential. Selling due to ill 
fealth. Box 413, c/o Automotive News, 
Detroit 7 
RSHIPS AVAILABLE with a non- 
g@mpetitive TERRA MARINA mobile 
jouseboat—combination boat cruiser, 
fouse trailer—steel hull, aluminum cabin, 
@iilet, kitchen, three open sun decks. 
@pe person operation. Sleeps four in 
juxury. Only $2,495 retail F.O.B, Texas 
wiess liberal dealer discount. Enjoy the 
gdditional profits that are in boat sales. 
Your regular finance company will give 
wholesale-retail financing as in cars, Don 
Pierson Distributors, Eastland, Texas. 


LEASE—-Due to sickness, dealership han- 
dling Rambler 20 years. Factory approval 
gecessary. Building 65’ x 130’, car lot, 
quipped 32 parts bins, tools, signs, 
parts. 25,000 population, gocd farming 
area near Buffalo. Write, phone or wire: 
P. O. Box 392, Lockport, New York. 
LOckport 4-0311 


DEALERSHIP HANDLING “BIG THREE’”’ 
—Sale or lease, 400 new-used, metropoli- 
tan New Jersey. Established thirty years, 
owner retiring. Box 420, c/o Automotive 
News, Detroit 7. 

DEALERSHIP AVAILABLE handling Ford 
in a growing, healthful community 
the southwest’s fastest growing state. 
Volume presently $1,000,000.00 per year 
with potential greater. Factory approval 
necessary. Box 422, c/o Automotive 
News, Detroit 7. 


DEALERSHIP WANTED 
WANTED—75-300 car deal Northern Ohio. 
Pay cash. Factory approval assured. Re- 


plies strictly confidential, Box 435, c/o 
Automotive News, Detroit 7. 


FLORIDA TRADE — Want to trade ap- 
proximately $40,000 prime investments 
and new three bedroom, two bath water- 
front home in Fort Lauderdale area for 
blue chip 200-300 car deal in Great Lakes 
area. Price must be realistic—take or 
give difference. Factory approval as- 
sured. Replies strictly confidential. Box 
436, c/o Automotive News, Detroit 7. 





























100-150 CAR DEALERSHIP—have cash— 
location unimportant, but would prefer 
Pennsylvania, Florida or New Jersey. 
Box 673, c/o Brownsville, Pennsylvania. 


DEALER SERVICES 


Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per- 
sonnel . . . because: 

|. We finance up to 36 months, 

2. Cars may be taken overseas without 
refinancing. 

3. We make auto loans, finance, or re- 
finance, anywhere in the world, at low, 
money-saving rates, for officers and non- 
commissioned officers of pay yee E5 
and above . + on a simplified, non- 
recourse basis. 

MILITARY ACCEPTANCE CORP. 

Dept. D, P. O. Box 2166, 800 Sreoduey 

San Antonio, Texas—Telephone CApitol 6-268! 
"Worldwide Financing for Military Personnel" 
USAA Insurance available 

to qualified officers) 











PERI ae ASR Nn ER 
TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


ler Boy/Sell' Agreements, Anavel Plecel, 
Reports, Tax, Banking ‘cad Eeasednee 


Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
1000 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 


STOP LOSING NEW CAR SALES! Dis- 
cover how much your competitors’ cars 
Teally cost, The book, ‘‘AUTO COSTS,’’ 
gives you the factory invoice prices of 
all 1959 American cars, 25 foreign cars, 
# American trucks and all their equip- 
Ment. Used by dealers and banks nation- 
Wide. Order your '59 edition today for 
Only $10—three year subscription $18 
(including all supplements). AUTO 
we Box 224, Dept. 3Z, New York 


Ce a 





WANTED: Information leading to the 
recovery of 1957 Chevrolet station wagon, 
Motor number VB57S266500, last known 
license number Texas AV778. Driven by 
Man using name of Gordon Lobb, posing 

/4s Baptist preacher. Last traced Houston, 
‘Texas area, Call collect Rex Rose, 


*MOhawk 4-6877, or Gray County Sheriff | BO 9-4747 


Department, Pampa, Texas. 


in | 





BUSINESS OPPORTUNITIES 


FOR SALE, Electric-Carburetor-Magnito- 
Speedometer service station, complete 
with inventory—all equipment including 
dynamometer. Corner lot and 36 x 40 
building. Located in a community of 
30,000 population. Asking $23,000. Heber- 
ling Realty Company, Stroudsburg, 
Pennsylvania. 


CARS FOR SALE 


VOLKSWAGENS 


Why Use A Middle Man? 
Buy Direct from the Largest 
Exporter in Germany 


1959, '58 and '57 Sedans, Ghias, Con- 
vertibles, Micro Buses, All commercial 
models. 

ALL CARS COMPLETELY AMERICANIZED 
a OUR OWN CONVERSION 


Bank and Trade references will 


be furnished. 


RUDI ARONS, INTERNATIONAL 
AGENCIES G.M.B.H., 


Neue Rabenstrasse 32, Hamburg 
36, Germany. 


Cable address: 
RARONS HAMBURG. 


Contract your conversion work 
through our plant. All American 
requirements met to perfection. 
Quotations on request. 


1959s 
Chevrolet, 
Oldsmobile, Ford, 


Triumph TR 
Speedster 


Most models with mile- 
age up to 4,500. 


OLIN'S U DRIVE 


2830 N.E. 2nd Avenue 
Miami, Florida 
FRanklin 1-6591 


Volkswagens 


TOD-O-CAR, INC. 
Immediate Delivery 


1959 sedans, convertibles, Karmann- 
Ghias, Micro Buses, 
All commercial models. 
All Cars Americanized 


On Hand at Our 2 Locations 


1415 Haines St. 
Philadelphia 26, Pa. 
Phone: WAverly 7-3500 


Darlington, S. C. 
Clanton's Auto Auction 
Phone: L. D. 2 





MERCEDES-BENZ 
ALL YEARS - ALL MODELS 


Large supply—immediate delivery 
Perfect condition 


MERCEDES-BENZ DIVISION 


735 Port Washington Boulevard 
PORT WASHINGTON, N. Y. 


Port Washington 7-3565 
New York City phone: INdependence 3-8900 


TAXICABS, Chevrolets, Plymouths, Fords 
—1956, 1957, 1958. 52015 Van Dyke, 
Utica, Michigan, WAlnut 5-0017, Detroit. 


YES! YES! WE BUY 
Foreign Cars Needed Now 





Renault, Volvo, TR-3, MGA, Jaguar, New 
and Used inventories bought for cash. Trucks 
pickup immediately. Phone or wire: John 
Hallums, YOrktown 5-1204, Kirkwood  Im- 
porters, 1040 N. Kirkwood Rd., Kirkwood 22, 
Missouri. 








VWs - RENAULTS - FIATS 
VOLVOS, ETC. 
Phone, Wire, Write 

NANA TRADING CORP. 


120 Wall St., New York 5, N. Y. 
TWX NY 1-4811 














CARS FOR SALE 


Cash in on 
profits now! 


VOLKSWAGENS 


Any model ¢ Any type 
Any year 


IMMEDIATE DELIVERY 


directly to your port of destina- 
tion. Choose your colors and 
models from large stocks al- 
ways available. 


We Supply 


English Manuals 


Trade with America's 
Largest and Most 
Reliable Volkswagen 
Organization 


CRANE TRADERS 
INC. 


Small Car Division, 
Sales and Service 
2911 35th Avenue, 
Long Island City 6, N. Y. 


EMpire 1-1690-1-2 





RAMBLERS 
WANTED 


Any Year @ All Models 
Late Models Preferred 


including 
Low Mileage 1959s 


Jack Schwartz 


Levittown Rambler, Inc. 


3130 Hempstead Turnpike 
Levittown, L. 1. N. Y. 


PErshing 5-9400 





VOLKSWAGENS 


Sedans, Ghias, Buses 


AMERICAN MODELS 
MERCEDES 220 S 


Immediate delivery direct shipments to NEW 
YORK, HOUSTON, JACKSONVILLE, Laverne 
Moore, EL 6-7551. 


'BENTON ENTERPRISES, INC. 


1860 Broadway, New York 23, N. Y. 
Phone: Circle 5-0630 


Texas Division: P. O. Box 578, 
Houston, Texas, CApital 7-5260. 





CARS WANTED 


SEVEN PASSENGER CADILLAC limou- 
sines, Ridgway-Baker, Belmont 4-6611. 
2836 N. E. Sandy, Portland 12, Ore. 


PARTS FOR SALE 

CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 

LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. we 

PACKARD PARTS, 1954, °55, °56. 50% 
off net, approximately 5,000 gross. Kaye 
Chrysler, Albany, New York. 

EX-SIMCA DEALER will sacrifice parts, 
sign, etc. Priced for quick sale, Bunting 
Pontiac, Selbyville, Delaware. 




















AIRTEMP 
ADAPTER KITS 


DON’T LOSE SALES ON AUTO 
AIR CONDITIONERS AS WE HAVE 
ON HAND OVER — 800 — 
ADAPTER KITS TO FIT 1956-'57- 
"58 PLYMOUTHS, DODGES, De- 
SOTOS, CHRYSLERS, 
and '56-'57-'58-'59 CHEVROLETS 
AND FORDS (V-8s ONLY)—FROM 
$10.00 to $30.00 f.o.b. your city. 


ABOVE ADAPTERS CAN BE USED 
WITH ALL MoPAR AND AIRTEMP 
BASIC UNITS. 


Write for Information 


PENINSULAR MOTOR PARTS 
MoPar Distributors 


2101 N. Miami Ave., Miami, Florida 
Phone: FRanklin 1-1386 
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PARTS FOR SALE 


SPRING SALE 


MOPAR PARTS NOW IN STOCK FROM 
1937-52 FOR CARS—TRUCKS 
25% TO 50% BELOW OUR COST 
Accessories—paint—bins—Air Mule fans—large 
safe—Sun Distributor Tester model M.D 
115 volts Lempco Hydraulic press—Model 
3200—60 tons, Remington Rand Electric book- 
keeping machine model 83—Outdoor electric 
sign—office desks, etc. 
M,. J. LANAHAN, INC. 
Mopar Parts Department 
2522 S. Michigan Ave., Chicago 16, Ill. 
CAlumet 5-7300 








ACCESSORIES FOR SALE 





NEW AUTO RADIOS 


TD cvcescegessestnewssomserenstscrensesrnie .$34.95 


POF sseccoveseccccccosecescoescccocesesosees ‘ 





Chevrolet, Manual 
Plymouth, Manval 
Lark, Manual 
Renavit, Manual 
VW, Manval 
Simca, Manual 
RCA Licensed 6 Tube Radios 


Write for complete catalog 
Mail and phone orders 
Fast C.0.D. shipments 


LIBERTY AUTO RADIO, INC. 


191 E. 161 St. New York 51, N. Y. 
LUdiow 8-7111 











TRUCKS FOR SALE 


HOLMES 650 platform body all factory 
built GMC 620 straight air 1000 by 20 





rubber. Entire outfit used very little. | 
Lew’s Garage, 4025 Salem Ave., Dayton, | 


| Ohio. 


BUSES WANTED 








WANTED 
1 to 15 School Buses 


30-36 or 42 passengers. 
1954 or later. 


Write: P. O. Box 44, Cincinnati 9, Ohio 


SHOP EQUIPMENT FOR SALE 


LIQUIDATION—Thomas Motor Company, 
Inc., Hendersonville, North Carolina. 
Buick and GMC dealership. Entire in- 
ventory of miscellaneous parts, acces- 
sories, tires, equipment, tools, used cars, 
etc. being sold at reduced prices, In- 
quiries welcomed. 


DeSOTO-PLYMOUTH L-shaped neon sign. 
No reasonable offer refused. 229 Mill St., 
Conneaut, Ohio. 


SHOP EQUIPMENT WANTED 


WANTED: 70 old style, bolt-type Berger 
1x 3 x 7 parts bins (with corner posts 
built into side). Contact Bill White jr., 
Fuller-White Chevrolet, Tulsa, Okla. 


ANTIQUE CARS FOR SALE 


1930 STUDEBAKER, 8 cylinder President, 
4-door. Original interior. looks like new. 
Excellent running condition, new tires. 
$1,000. Write or call: D,. B. Denton, 
Box 109, Enid, Oklahoma. 


1938 CADILLAC 16 cylinder, 7-passenger 
limousine, Fender wells, new tires, new 
battery, excellent body—needs upholstery 
repairs. Runs and drives good, Will sell 
or trade for later model car. Claxon 
Motor Sales, U. S. #60 at Middletown, 
Kentucky. CHestnut 5-5376. 

















BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 


DEALERS’ SPECIAL (F.O.5. Factory Net) 


$52.35 Fed. Tax included 





Us 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS' SPECIAL (F.O.B, Factory Net) 


.85 Fed. Tax Included 


Liberal Quantity Discounts 
To Distributors 


Write for lilustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


Canadian Distributors 


FIVE WHEELS, LTD. 


599 Y St. 
Toronto, 





1959 PRICEMASTER 


The encyclopedia of dealer cost prices of all 
American cars, three trucks, 25 foreign cars 
—plus all optional accessories — Shows all 
Standard Equipment for All Nae 
subscription price—$10. 5% discount for cas 
with order, All supplements free. DEALERS 
AND AUTOMOTIVE AFFILIATES ONLY — 
NOT SOLD TO THE GENERAL PUBLIC. 


| ORDER YOURS TODAY!!! 


K-B SALES CO., INC. 


Dept. D-1, 924 lith Street 
ROCK ISLAND, ILLINOIS 


The “ORIGINAL YELLOW" 


Automatic BraKinG 


Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL $5] 45 


“WRIST ACTION" 
Incidg. BRAKE HOOK-UP 
Poi 
Hook-Up 45" 


TowKinG 


TRAIL-KING $37.50 


Fast Pickup and Delivery 
Fits 2" Ball 


ALL Foreign and 
American Cars 

CLOSING OUT RED ARROW 
PARTS AT 50% DISCOUNT 


Tow Bar Sales Co. 


Exclusive Factory Distribytors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


40 So. Clinton St., Chicago 6, Ill. 





Advertise in 
Our Want Ad Section 








New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S.. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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PONTIAC KROMEX 
PISTON RING SETS 


Engineered especially for Pontiacs 
hse ae 


INSTANT OIL CONTROL 


Chrome where it counts. Heavy 
chrome plate on top compression 
rings is factory-lapped for fast 
break-in. 


Chrome rails on the oil ring are also pre-seated at the factory for instant 
seating, low friction, maximum oil economy and long life. 

For top results in Pontiacs, install Pontiac KromeX ring sets. Avail- 
able from Pontiac dealers everywhere. 


*Manufactured by Sealed Power Corporation, Muskegon, Michigan 





